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NBFU Completing 
Details Of Radio 
And TV Ad Program 


Radio Advertising Spot Announce- 
ments Will Be Broadcast in 
125 Cities in 44 States 


TEN TOP MARKETS FOR TV 


Cost of 13-Week Campaign Nearly 
$1,000,000; Underinsurance and 
Local Agent To Be Featured 


The National Board of Fire Under- 
writers’ public relations department, with 
the assistance of its advertising and pub- 
lic relations counsel, is rapidly getting 
into final shape the huge nation-wide 
radio and television campaign which will 
start about March 4 and will run for 13 
weeks. The advertising will consist of 
“spot” announcements on both radio and 
TV, with the “spots” being of 20 seconds 
duration. 

On radio the advertising will be _broad- 
cast in 125 cities in 44 states and the 
District of Columbia, making the an- 
nouncements available to more than 85% 
ot the 47,000,000 radio homes in the U. S., 
plus the 35,000,000 automobile radio sets. 

The radio messages will go out three 
times daily, five days a week, Monday 
through Friday. Each station wilk carry 
15 spots weekly, for 13 weeks. Spot an- 
nouncements will:be scheduled daily as 
follows: 7-8 A.M., 12-1 P.M., 6-7 P.M. 
Thus, it is anticipated a maximum bal- 
anced audience will be obtained. 


10 Cities for TV 


On television, the advertisements will 
appear in the 10 top markets of the 
country—New York, Los Angeles, Chi- 
cago, Philadelphia, Detroit, San Fran- 
cisco, Boston, Pittsburgh, St. Louis and 
Washington. Here messages will be ex- 
posed to 43% of all the nation’s 39,- 
000,000 TV set owners. 

Television spots are scheduled to ap- 
pear three times each week in all 10 
cities in choice time—between 7 p.m. and 
11 p.m.—when the best viewing audience 
will be available. TV spots will be ani- 
mated, employing cartoon technique be- 
hind the spoken message. 

The cost of the campaign, nearly 
$1,000,000, is being borne by the National 
Board of Fire Underwriters. In the ad- 
vertising, four themes are featured— 

1, Under-insurance on both homes and 


(Continued on Page 23) 
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DoU BLE 
BARRELED 


Wl Is there a “tough nut” to crack on your prospect list? 
Or, perhaps, some technical advice is needed 
to build an existing account into something bigger. 


Your L & L field man is ready with double-barreled help — 
sales ideas for new business, and technical counsel 
to help you provide more protection for clients you now have. 


You'll find it well worth while to get acquainted with 
the L & L field man when he calls. 
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A WELL-BALANCED COMPANY 


NOTE 
OVER ONE BILLION IN FORCE 


FIDELITY starts 1957 with 


... more than one billion dollars 
Life Insurance In Force 


.-- more than $320,000,000 of assets 


... a 1956 agency force achievement 
of more than $120,000,000 
new paid business 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 
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Bell System Huge 
Group Cover Plan 
Gets Under Way 


Each Telephone Organization Af- 
filiate Is Selecting Its Own 
Carrier 


MET. LIFE IS CO-ORDINATOR 


Some Plans Already Start; John H. 
Jones, Metropolitan, Principal 
Advisor with Phone System 


What may develop into the largest 
sized transaction in private insurance 
production is a Group insurance program 
of Bell Telephone System and its affili- 
ates—Bell Laboratories and Western 
Electric. 

The program includes Group Life in 
amount of one year’s salary with double 
indemnity. Group Life insurance is pro- 
vided for employes equal to one year’s 
basic salary. The employes’ contribution 
is based upon a formula under which the 
first thousand dollars is non-contributory 
and each succeeding thousand will cost 
50 cents so that if a man or woman is 
covered for $3,000 the contribution is $1. 
Therefore, the contribution rate is 33 
cents. 


Plan Designed and Developed by Met 


Under the program the co-ordinating 
company is Metropolitan Life which was 
instrumental in designing and developing 
the basic plan and will assist in setting 
up the plans 

The Metropolitan’s consultant working 
with the Bell System is Capt. John H 
Jones, the country’s leading writer of 
Group insurance. Of the Group Life 
insurance written by Captain Jones since 
joining the company in 1921 he has $3.5 
billion outstanding. He has had business 
relations with A. T. & T. and affiliates 
for three decades. 

Under the program of the co-ordinat- 
ing company—the Metropolitan—each of 
the Bell affiliates will select its own 
insurance carrier; will have complete 
independence of action in its carrier 
selection. Some Bell companies have in- 
vited insurance companies to bid for the 
business and it is being awarded on this 
basis. 

Four Affiliates Have Plans Now 
Operating 

At present four affiliates have plans 
operating. They are Western Electric, 
Bell Laboratories, Bell Telephone Co. ot 
Canada and Northern Three 
affiliates are enrolling employes in plans. 
They are New England T. & T., Michi- 
gan Bell and Southwestern Bell. At be- 
ginning of this week 120,000 employes 
have requested and are covered by in- 


Electric. 


(Continued on Page 14) 
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“One of the most 
memorable institutional 
campaigns ever run” 


—says a research authority about the 
Institute's current advertising messages 


The effectiveness of any institutional advertising is measured 
by the readers it attracts ... and how well they remember it. 
Here are significant facts about the people who read the 
advertising of the Institute of Life Insurance . . . including 
results of recent studies by national research organizations: 


WHERE DO THESE READERS LIVE? 


In every state of the union. Institute advertisements now appear in 
525 daily newspapers reaching more than 45 million people. Radio 
messages on 29 major stations cover both rural and urban areas. 


ARE THEY MOSTLY MEN? OR WOMEN? 
Traditionally, insurance and financial advertising attracts more 
male readers. This campaign is an exception. Its high readership 
among women, as well as men, makes it truly a family campaign. 


HOW WELL ARE THE MESSAGES READ? 
So well that one research expert calls this advertising “one of the 
most memorable institutional campaigns ever run.” In large cities, 
readership of these messages is twice the national average for 
similar advertisements. In smaller cities, they beat this average 
by almost 3 to 1. 


WHAT ARE READERS’ REACTIONS? 
Interviews show that most readers identify themselves with these 
messages. They are reminded of their own life insurance, their own 
family security. They volunteer such comments as: “Life insurance 
is a must for every family man”. . .“I believe strongly in life insurance” 
... Everyone needs life insurance”. . .“Makes a man think twice.” 





WHAT DOES THIS MEAN TO YOU? 
Like other Institute campaigns, the purpose of these messages is to 
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build a greater appreciation of its dependability .. . and to vou Fe 
strengthen the role of the life insurance agent. In these ways, this OU cap Couns ag 
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Chairman Fraser Tells Of Company’s Strong Competitive Position; 


President Zimmerman Sees Splendid Business Outlook 


For 1957; 


Connecticut Mutual Life’s strong com- 
petitive position from the standpoints 
of financial strength and net cost was 
told by Chairman Peter M. Fraser to an 
enthusiastic gathering of the company’s 
general agents meeting at Hollywood, 
Fla., Jan. 14-17. 

“The net interest rate on our total 
invested assets, after provision for the 
Federal income tax and all expenses, was 
3.59% last year, up four points over 
1955 and one of the highest net rates in 
the industry,” he declared. 

“We made $155 million in new invest- 
ments last year at a gross rate of 4.47% 
as compared with 4.35% in 1955,” Mr. 
Fraser went on. “And the alert action 
of our investment staff in the current 
tight money market is giving us excel- 
lent return on new commitments. If the 
Federal Government doesn’t increase the 
tax burden on life insurance, we should 
experience another marked improvement 
in net return on investments this year. 

“Our present net cost position came 
about largely ‘because our investment 
staff, even in the face of tremendously 
increased responsibilities and work load, 
has never lost sight of its objective of 
getting the highest possible return con- 
sistent with safety on every dollar it 
was possible to invest,” Mr. Fraser con- 
tinued. 

“While today’s investment figures are 
enormous, the company’s securities and 
mortgage loan departments still pay 
careful attention to even the smallest 
details. We've learned that the little 
details, even the troublesome ones it 
would be easier to duck, spell the differ- 
ence between a good investment return 
and one that is really excellent. 

“This is one lesson we'll never forget, 
no matter how big we grow,” Mr. Fraser 
concluded. “And because we'll never for- 
get it, the Connecticut Mutual will re- 
main among the leaders, no matter how 
big the institution of life insurance 
grows.” 


President Zimmerman on Outlook 


Connecticut Mutual President Charles 
J. Zimmerman closed the conferenca 
with optimistic predictions on the busi- 
ness outlook. 

Discussing the many signs pointing to 


continued prosperity during 1957, Mr. 
Zimmerman singled out the predicted 


$15 billion increase in disposable per- 
sonal income as being “most significant 
as far as the life insurance industry is 


concerned. We can better grasp the 
meaning of this $15 billion increase in 
disposable personal income when we 


realize that premium income of all life 
insurance companies in 1956 for all forms 
of life, group, and accident and sickness 
coverage amounted to about $13%4 bil- 
lion. 

“This increase means the American 
people will have opportunity to further 
increase their standard of living and 
still increase their savings,” he said. 
“Both are absolutely essential if we are 
to maintain a sound, prosperous econ- 
omy. 

_ “In this regard,” he declared, “it is 
fortunate that the Federal Reserve 
Board, in face of tremendous countering 
pressures, has tightened the reins on 
growth of the economy. The Board’s 
policies have the effect of controlling 
the boom on the one hand, and extend- 
ing sound business prosperity on the 
other. Its controls on credit are particu- 
larly essential in order to help lessen the 


Other Company Officers Speakers 


upward pressure on prices and curb fur- 
ther inflation.” 


People Still Underinsured 


Continuing his discussion of the eco- 
nomic picture, Mr. Zimmerman asserted 
that all agency operations will take place 
in a favorable climate during 1957. 

“The life insurance market should be 
the best we’ve ever had,” he said. 
“More people will be making more 
money and enjoying a higher standard 
of living than ever before. 

“The American people are still under- 
insured. Despite the tremendous expan- 
sion of our business in recent years, total 
life insurance in force is still less than 
1% times annual personal income, when 
four or five times annual income would 
be a more realistic figure. 

“To meet the challenge posed by this 
obvious need for more life insurance 
coverage, our industry is at a peak of 
strength, financially and in manpower 
resources,” Mr. Zimmerman declared. 
“Our product has never been better 
understood, nor has it ever had better 
acceptance. 

“Every valid reason that existed in the 
past for buying life insurance still exists 
today, solidly reinforced by two addi- 
tional reasons: the pressing need of our 
economy for increased savings and the 
equally pressing need to relieve the 
pressures toward inflation.” 

Elaborating on these points, Mr. Zim- 
merman discussed the increasingly im- 
portant function of savings as a source 
of funds for capital expansion, “. for 
the increased productivity so essential to, 
and so much a part of, the steadily ris- 


ing American standard. of living.” 
( oncluding, President Zimmerman 
said: “Much remains to be done in the 


exciting and expanding economy of the 
years ahead. These are years in which 


we, as free men, must continue to earn 
the right to survive by our ability and 
willingness to work wisely, devotedly, 
and unselfishly in the unending crusade 
to make man worthy of his heritage, 
of his responsibility, of his opportunity, 
and of his Creator. Let us, therefore, 
devote, and better yet, dedicate our- 
selves to the task of making a better 
business of a business which is itself 
dedicated to making better lives. Let us 
do this by making ourselves better so 
that we may make our associates and 
our company better.” 


Raymond W. Simpkin 
Agency Vice President 


Agency Vice President Raymond W. 
Simpkin, following Mr. Fraser’s talk, 
also reviewed the company’s record year. 

Pointing out that quality as well as 
volume of new business continues at a 
high level, Mr. Simpkin declared “the 
Connecticut Mutual has one of the low- 
est termination rates in the industry. 
Our $274 million gain in insurance in 
force during 1956 was as much as our 


total paid-for volume only four years 
ago.” 

Looking to the future, Mr. Simpkin 
told the general agents, “You have a 
good product at favorable net cost, a 
good training program and good con- 
tracts with liberal fringe benefits. 

“Take these advantages and add to 
them the public favor life insurance 
enjoys,” Mr. Simpkin concluded, “and 


you have every reason to assume a pi Si- 


tive, aggressive attitude in the job of 
agency building.” 
Vincent B. Coffin 
Senior Vice President 
In his talk Tuesday morning, Senior 
Vice President Vincent B. Coffin wasted 
no sympathy on those who have lost 





New York Agencies Get President’s Trophies 





Two New York agencies of Connecticut Mutual Life were 
winners of the President’s Organization Trophies. 


General Agents Halsey D. Joseph- 


son (left) and David B. Fluegelman received their awards January 15 from Presi- 
dent Charles J. Zimmerman (center) at the company’s general agents conference at 


Hollywood, Florida. 


among the five 1956 





PETER M. FRASER 


faith in the agency system in face of 
today’s rough competitive sledding. 
“The future is not dark,” he declared 


“On the contrary, 
building 


to the general agents. 

you’re fortunate to be 

in 1957.” 
Citing the 


agencies 
records of some of. the 
‘giants” of the 1920s, Mr. Coffin 
“These men had agencies producing up 
to $35 million in new business every 
year. And they built them with practic- 
ally none of the advantages you have 
today. They had no financing plan for 
new agents, no help in education and 
training and they were selling a product 
that was actually unpopular. 
“These men were giants,” Mr. 
said. “Why? They were 
ves. But what made them giants was 
simply that they had more guts and de- 
termination than the average fellow. 
“With this in mind,” he continued, “I 
believe the chief answer to agency build- 
ing, to the recruiting problem, lies with 
se: agency you now have. It lies in 
building high morale within your organi 
zation and an outstanding reputation in 
your community. Recruiting will be- 
come easier because, if for no other 
reason, people tend to gravitate to an 
organization that radiates success.” 
\fter discussing business leadership in 
general, Mr. Coffin went on to describe 
successful leadership of a life insurance 


said 


( ‘offin 
great leaders, 








agency as a complicated task, but “one 
which is intensely interesting and one 
which lies at the very heart of the 


institution of life 








Mr. Coffin then Ii l essentials 
to real success in life urance sale 
management as ability a personal 





salesman, 
p< ithetic 
lems. 


drive and spirit, and sym 
understanding of human _ prob- 
Horace R. Smith 

Superintendent of Agencies 

The lion’s share of responsibility for 
keeping life insurance expanding : 

as the nation was placed squarely on the 

shoulders of agency management by 











Horace R. Smith, CLU, superintendent 
rt agenc “ies 

Predi cting the nation will have a 200 
million _? ypulation a $600 billion 
national income wi ten years, Mr 
Smith Be red “American life insurance 
companies must have a sales force at 
least double its present size, not only 
in numbers but also in the individual 
effectiveness of its men, or we shall 
not even be able to mai ntain our presen 
share of the income do 

Mr. Smith pointed out “that recruiting 
was not going to get less difficult, a 


went on to say that “Life insurance 
be made a more interesting and 


(Continued on Page 8) 
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Byrnes Agency’s 25th ae: 
New England Life’s General Agent Paid For $31,780,000 New 


Business in 1956; Home Office Executives at Dinner 
Celebrating Anniversary 

















































































At intervals over the years some one director of agencies; and Frank Hatch, 


of the 350 general agencies in the Great- public relations manager. 
er New York area builds a record of Executives of the agency under Mr. 
achievement which makes it an outstand- 3yrnes are Lee W. Rich and R. Jay 


Wilcox, CLU, agency supervisors; David 


ing member of the group. Such an ie TS; 
agency, and one of the most successful D. Ryan, office manager Edwin H. 
in the city, was started by New England Pape, Jr., cashier; Sidney O. Thompson, 
Life a quarter of a century ago and _— supervisor, pension planning department ; 
is now known as the George B. Byrnes R. Gordon Archibald, CLU, assistant 
Agency, which is located at 525 Fifth supervisor of that department; Irwin D. 
Avenue. This agency has had four gen- Herzfelder, supervisor, estate planning 
eral agents since it began operations, department; and Marcia Horvat, CLU, 
the first being the late William H. Beers. assistant supervisor of that department. 
The 25th anniversary of the agency was Career of George’ B. Byrnes 
celebrated at a dinner one night last 


George B. Byrnes has had one of the 
most colorful careers in life insurance, 
his career also being marked by a dis- 
play of great courage in overcoming an 
early physical handicap. Born in Kansas 


week at the Hotel Pierre. 


How Agency Has Grown 


President 
England 


event 


New 


Commenting on the 
O. Kelley Anderson of 





Irwin Dribben 


George Willard Smith, George B. Byrnes, L. M. Huppeler 


Life said: “Looking back on its 25 years 
of service to policyholders and clients it 


City he moved to Albuquerque, N. M., 
during his college days and in 1935 was 


it apparent the continuity of service graduated with honors from University 
provided by four general agents and a of New Mexico. Mr. Byrnes decided to 
large number of prominent underwriters enter life insurance as contemplating 
has helped build the organization into the uncertainties of life he had noted 
one of the most outstanding in the how insurance protects in situations 
insurance world. growing out of such uncertainties. 
“Under William H. Beers, who was Four of his sisters contracted tuber- 
appointed January 1, 1932, production culosis and died. By the time he was 
was developed to about $5,000,000 by ready for high school the family’s re- 
1938; to $10,000,000 under C. Preston sources were exhausted. With the help 
Dawson before his death in 1947; then of the Jesuit Fathers of Rockhurst High 
to $22,000,000 under the leadership of School, Kansas City, he worked his way 
Lambert M. Huppeler before he became through school, graduating in 1929, 
agency vice president of New England Then he entered Rockhurst College and 
Life and turned the agency over to had almost completed his sophomore 
George Byrnes in May, 1954. year when he left to find a job which 
“Phenomenal growth continued under would help support the family. That 
3yrnes and in 1956 the agency sur- position he got with a baking company 


passed all the records of New England 

Life in its 122 year history by producing 

$31,780,000 of new business.” 

Agency Rents Entire Floor at 400 Park 
Avenue 


which carried Group Life and he par- 
ticipated in the coverage by paying $1 
a month. 


Victory Over TB 


When he became ill in 1931 he sensed 
that he also had contracted tuberculosis. 
Borrowing money he reached Albuquer- 
where he joined a sister who had 


Presently the organization and _ its 
representatives are administering more 


than 235 pension, profit sharing and other que 


employe benefit plans, and has developed been there since 1929 and was in a 

estate and business programs for more sanitarium. Later, his mother came to 

than 35,000 policyholders. Albuquerque to take c care of her son and 
Continuing, President Anderson said: his sister. 

“Looking into the future and to the \s_a result of the Group insurance 

fulfillment of the responsibilities of their certificate he was paid $1,000 which 

leadership a further expansion of agency amount proved a life saver for him as 


facilities will be accomplished when the it enabled him to relax. 


His health im- 


Byrnes agency takes over the entire proved so that in September, 1931, he 
second floor of a new building at 400 was graduated from the University at 
Park Avenue.” Albuquerque where he ranked third 

This building, to be one of the most among graduates in a class of 150 stud- 
modern in equipment in the midtown ents. He belonged to a social fraternity 
area, is now under construction. and worked on the Year Book, school 

Attending the Byrnes agency dinner publications and a newspaper. He had 
from the home office came George Wil- some experience working in the office 


chairman ; 
president; 


lard Smith, 


Lambert M. Hup- 
peler, vice 


of an oil refinery in Albuquerque but 
Warren Johnson, 


left this to enter life insurance. Going 








Shanks Tells Bostonians 
Of New H. O. Building Plans 


President Carrol M. Shanks of The 
Prudential was principal speaker at a 
Chamber of Commerce luncheon in Bos- 
ton Thursday of this week in which he 
discussed in some detail the current 
situation with reference to the huge 
building operation program of the com- 
pany which soon will get under way. 
Boston papers have been printing stories 
of this proposed development in the 
Back Bay area of Boston for some time. 
On property, known the Back Bay 
yards of the Boston Albany Rail- 
road The Prudential will build a new 
regional home office to handle its New 
England operations, and 
tures. The Prudential has paid in excess 
of $5,000,000 for the property which now 
In addition to The 


as 


and 


other  struc- 


consists of 31 acres. 
Prudential home office, which may be 
50 stories tall, there will hotel, 
and some business structures which will 
The com- 


be a 


be rented by business people. 
pany has an option on the old Civic 
Auditorium, known the Mechanics 
Building and which formerly was used 
as an exhibition hall. Prior to the Cham- 
ber of Commerce luncheon Mr. Shanks 
held a press conference in Boston. 


as 


New Book Tells History 
Of 100-Year-Old Aetna Life 


The Aetna Life has published a formal 
history of its first hundred years. 

The book, titled “Aetna Life Insurance 
Co.; Its First Hundred Years,’ was 
written by Richard Hooker, a descendant 
of Thomas Hooker, founder of the city 
of Hartford, formerly a director of the 
Associated Press and editor and pub- 
lisher of the Springfield (Mass.) Repub- 
lican. On the 100th anniversary of the 
Springfield Republican he wrote its his- 
tory. 





with the Equitable Society he was trans- 
ferred to Phoenix as district manager 
and three years later he became a mem- 
ber of the Million Dollar Round Table 
and years later was made MDRT chair- 
man. 

In 1945 
where he 
production. 


he moved to 
maintained his 

In Southern California. he 
was in the CLU Chapter and in Life 
Insurance and Trust Council. In Pasa- 
dena, his residence city, he was president 
of the local Tuberculosis Association 
and belonged to numerous clubs. In May, 
1954, he succeeded Lambert M. Huppeler 
as general agent of New England Life 
at 525 Fifth Avenue. 


Los Angeles 
million dollar 


Career of Lambert M. Huppeler 


Mr. Huppeler, graduate of University 
of North Dakota, became an agent in 
Syracuse immediately after leaving col- 


lege. In 1935 he was made an agency 
supervisor in this city and two years 
later agency manager in Binghamton, 


N. Y. The following year he joined Mas- 
sachusetts Mutual agency assistant, 
Was appointed assistant director of agen- 
cies in 1941 and superintendent of agen- 
cies in 1947. He won wide recognition in 
fields of pension trust and business in- 
surance, and in 1948 joined New England 
Life coming to New York as head of 
the Dawson agency when “Pep” Dawson 
died. After great success here he was 
transferred to the company’s agency 
division and later was elected vice presi- 
dent in charge of agencies. 

At the Byrnes’ dinner 25 year medals 
were given to David D. Ryan, Owen P. 
Jacobsen and Irwin D. Herzfelder. Mr. 
Ryan, after five years with home office, 
came with the agency in New York. 
Messrs. Jacobsen and Herzfelder were 
with the agency from the start. 


as 





Guardian Opens First 
Group Sales Office 


MAUKE MADE GROUP MANAGER 


Offices, Which Will Serve New York 
Metropolitan Area, Located at 
150 Broadway 


Guardian Life is opening its first 
Group sales office at 150 Broadway, 
New York. Regional Group manager in 
charge of the office, which will 
the New York metropolitan 
cluding territory covered by 


serve 
in- 
Guardian 


area, 





Conway Studios 


WILLIAM W. MAUKE 


New Jersey, Long Island 
is William W. Mauke. 
Mass., Mr. 


University 


agencies in 
Westchester, 
A native of 
Mauke is a graduate of 
He entered the Group insur- 
as a field representative in 
a Group salesman in New 


Worcester, 
the 
of Iowa. 
ance field 
1950, and was 
York for four years. Prior to his pres- 
ent Guardian appointment he headed 
a Group office for State Mutual in New- 
ark. He is a member of the Group Su- 
pervisors Association, and of the Glen 

Ridge, N. J., Country Club. 

The opening of the sales office at 150 
3roadway marks Guardian’s official 
entry into the Group field, after nearly 
97 years of selling only individual cov- 
erages. 

Guardian is especially aiming its new 
program at groups between ten and 500 

®lives. The plans will feature broad hos- 

pitalization, surgical and medical cover- 
ages which can include deductibles for 
days, special charges or flat amounts. 
Coinsurance can also be included. Lib- 
eral life insurance benefits are obtain- 
able as well as weekly loss of time and 
accidental death and dismemberment 
coverages. 

New and different issue and admin- 
istrative procedures have heen estab- 
lished to keep the net cost of these plans 
at a minimum. In the ten to twenty-four 
life groups, flexible and liberal benefits 
for both life and accident and health 
coverages are obtainable. There will be 
no restriction to fixed plans. 


D. J. Robertson in Oakland 
For Security-Conn. Life 


D. J. Robertson has been appointed 
general agent in Oakland, C for the 
Security-Connecticut Life, according to 
an announcement by G. Albert Lawton, 
CLU, executive vice president. Mr. Rob- 
ertson began his insurance career with 
an Oakland agency in 1946 as agent and 
assistant brokerage manager. In 1955 he 
joined Northern Life as agent and su- 
pervisor. He is a graduate of the Uni- 
versity of California, 
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N. Y. C. Association 
Sales Congress March 14 


BERNARD A. HAAS CHAIRMAN 
Annual All-Day Affair Will Be Held at 


Hotel Sheraton - Astor; Committee 
Chairmen Named 


3ernard A. Haas, general agent in 
New York for Manhattan Life, has been 
named general chairman of the 37th an- 
nual all-day sales congress of the Life 
Underwriters Association of the City of 
New York. This event will be held at 
the Hotel Sheraton-Astor on March 14. 


BERNARD A. HAAS 


Announcement of Mr. Haas’ appointment 
was made by Harry Phillips, 3rd, CLU, 
Penn Mutual, education vice president 
of the association. 

Mr. Haas entered the life insurance 
business with the Joseph D. 
Agency of the Travelers in 1932 and in 
1934 joined the William H. Kee Agency 
of Mutual Life of New York in Brook- 
lyn as an assistant manager. He re- 
mained until 1942 when he took a leave 
of absence to work in a Defense Plant 
as Coordinator of Production and Plan- 
ning for three production plants, After 
leaving the war plant in 1945, Mr. Haas 
devoted his time exclusively to manag- 
ing the nationally famous orchestra 
leader, Al Goodman. At that time he 
also formed and became president of his 
own music firm which was under con- 
tract to produce records exclusively for 
RCA Victor. They recorded almost all 
the operetta albums released by RCA 
Victor during the years 1945 to 1949, un- 
til such time that RCA and other re- 
cording companies started to record the 
original casts of Broadway shows. Mr. 
Haas re-entered the life insurance busi- 
ness as general agent for the Manhattan 
Life in 1952 and in 1954 his agency 
joined with the Charles V. Cromwell 
Agency becoming known as the Bernard 
A. Haas Agency. Actively engaged in 
the Boy Scout movement, he has held 
positions as Cub Master, chairman of a 
unit, neighborhood commissioner, chair- 
man of organization and extension and 
now district chairman in charge of all 
activities of the district currently con- 
sisting of 65 units. He is a graduate 
of the Life Insurance Management 
Course given by the Life Insurance 
Agency Management Association at 
Storrs, Connecticut; a graduate of vari- 
ous advance life insurance training 
courses; and member of _ Fortitude 
Lodge No. 19, F.&A.M., Brooklyn. 


30ookstaver 


Mr. Haas has appointed the following 
association members as committee chair- 
men to assist him: Joseph V. Buck, vice 
chairman in charge of program adver- 
tising ; Horace S. Jenkins, vice chairman 
in charge of publicity; Joseph P. Lo- 








Massachusetts Mutual 
Sets New Top Records 


15.3% GAIN IN NEW _ BUSINESS 





President Kalmbach Reports Assets In- 
creased $106 Million; Net Earned 
Interest Rate 3.79% 


Ordinary life insurance sales by 
Massachusetts Mutual Life in 1956 
showed a 15.3% increase, and new busi- 
ness totaled $795 million, President Le- 
land J. Kalmbach reported at the annual 
meeting January 23. Stating that the 
company had made excellent progress 
in all important phases of its operations 
and was in the strongest financial con- 
dition in its history, Mr. Kalmbach said 
that total life insurance in force in- 
creased by over a half billion dollars and 
that assets were just under $2 billion 
as of the end of the year. The company 
had the most favorable increase in its 
over-all interest return in many years, 
the rate being the highest since 1937. 

Total life insurance delivered during 
the past year amounted $795,469,000, an 
increase of $65,360,000 over 1955 and 
more than double the new business re- 
ported five years ago. The new Ordinary 
sales were $644,214,000, Group production 
was $151,255,000. Premium income on all 
Group coverages increased by 18% to 
$35% million. 

New all-time records were established 
in each of the 12 months in Ordinary 
sales, and the January, 1956 total of 
$70,100,000 was the largest amount de- 
livered in a single month in the com- 
pany’s existence and surpassed the an- 
nual production of any single year prior 
to 1919. Eighty of the company’s 95 
general agencies produced more new 
business than in 1955, and 90 sold over 
a million dollars of insurance during 
the year. The leading agency was the 
Yates-Woods Agency, Los Angeles, with 
sales of $39,145,000, another new high. 


Assets Distribution 


Total insurance in force on December 
31 was $5,421,236,000, with Ordinary in- 
surance accounting for $4,540,176,000, and 
Group insurance, $881,060,000. Ninety- 
four agencies increased in size during 
the year, with the Los Angeles Agency 
showing a $27 million gain, 

The company’s assets were $1,989,227,- 
000 at the end of the year, a $106 million 
increase over the previous year-end 
figure. Mr. Kalmbach commented on 
the diversification of invested assets and 
gave the following breakdown: bonds, 
55.7%; mortgages, 28.7%; stocks, 7.0%; 
real estate, 28%; and other, 5.8%. The 
net rate of interest earned on invest- 
ments before deduction of Federal in- 
come tax was 3.79%, as compared with 
3.65% in 1955. Unassigned surplus was 
at a record high of $114,040,000, which 
is $6 million greater than last year. In 
addition, $52,164,000 was held in special 
contingency reserves for fluctuation in 
the value of investments, 

Total income for 1956’was $286,262,000, 
nearly $20 million greater than a year 
ago. Payments to policyholders and 
beneficiaries were over $150 million for 
the first time and amounted to $150,- 
285,000, of which 25% represented death 
claims and 75% payments to living pol- 
icyholders and beneficiaries. Dividends 
paid to policyholders were over $29 mil- 
fiat The company’s mortality experi- 
ence was virtually the same as the record 
low of 1955. 





Truglio, attendance; Charles Anchell and 
Arthur L. Sullivan, co-chairmen, cock- 
tail party; Hiram G. Henderson, recep- 
tion; A. W. Eisen, CLU, photography; 
and Jack R. Manning, program publica- 
tion, 

Mr. Haas is in the process of arrang- 
ing a program with the theme, “The 
March of Sales Ideas,” and will present 
speakers of national reputation. 





Officers Advanced By 
Mutual Benefit Life 

HEITZEBERG IS VICE PRESIDENT 

H. Douglas Palmer, Wilbur E. Hintz, 


ade Directors of Agencies; 
Their Careers 


The board of | itedtecs of Mutual 
Benefit Life announced the election of 
Charles G. Heitzeberg, CLU, as vice 
president in charge of agencies. He was 
formerly second vice president and di- 
rector of agencies 

At the same time the board elected 


Fabian Bachrach 
DOUGLAS PALMER 


H. Douglas Palmer and Wilbur E. Hintz, 
directors of agemeies. Mr. Palmer and 
Mr. Hintz were formerly associate di- 
rectors of agencies. In his new position 
Mr. Palmer will be responsible for much 
of the internal operation of the com- 
pany’s agency department, including 
training of agents. Mr. Hintz will be in 





Fabian Bachrach 
HINTZ 


WILBUR E. 


charge of field personnel as well as the 
company’s field supervisory and manage- 
ment development prograin. 


Charles G. Heitzeberg 


Mr. Heitzeberg began his career in 
the Mutual Benefit Life as an agent in 
the St. Louis agency in 1939 under C. 
Carroll Otto, general agent, who now 
heads the Detroit agency. Mr. Heitze- 
berg became an assistant to Mr. Otto 
in the Detroit agency in 1941. 

In 1942 he joined the armed forces and 














Fabian Bachrach 
CHARLES G. HEITZEBERG 


was commissioned a second lieutenant 
in 1943. Later he rose to the rank of 
major and served in the office of Chief 
of Staff in Washington and attended 
conferences at Potsdam, Cairo, Teheran, 
Malta and Yalta. In 1951 he was granted 
a leave of absence from the company at 
the request of the State Department to 
serve as confidential assistant to the 
Deputy Under Secretary of State for 
one year. 

Mr. Heitzeberg went to the home 
office in 1950, serving successively as 
director of field supervision, associate 
director of agencies, and second vice 
president and director of agencies. 


H. Douglas Palmer 


Mr. Palmer joined the company as a 
salesman in Flint, Michigan, in 1946, and 
later became supervisor in the Flint and 
Philadelphia agencies. He went to the 
home office in 1948 and later took charge 
of the company’s training program. He 
has served successively as director of 
agents training and director of field 
training, with added responsibilities in 
the area of management training. In 
1954 he was appointed director of agency 
administration. He was advanced to as- 
sociate director of agencies in 1956 

{r. Palmer attended the University 
of Michigan and served as an officer in 


the field artillery in World War II 
Wilbur E. Hintz 


\ graduate in 1946 of the University 
of Detroit, where he was an outstanding 
football player, Mr. Hintz joined Mutual 
Benefit’s Detroit agency in 1947 and 
shortly thereafter became a supervisor. 
He immediately gained reputation for 
his supervisory ability and was brought 
into the home office to serve as assistant 
to the director of field personnel in 1952. 
In January 1954 he was appointed di- 
rector of field supervision and in 1956 
he was appointed associate director of 
agencies for the company 

He served as a naval officer during 


World War II. 


Josephson Agency Sessions 


Conducted By D. B. Maduro 


Denis Brandon Maduro, well-known 
life insurance lawyer, conducted two ad- 
vanced underwriting sessions on January 
30 and 31, for members of the Josephson 
Agency, Connecticut Mutual Life, New 
York. He discussed many phases of 
estate planning, estate, income and gift 
taxes, business life insurance, and em- 
ploye benefit plans. The conferences 
were attended by about 100 people. 

Last year, the Josephson Agency pro- 
duced over $21 million of new business, 
led Connecticut Mutual for the eighth 
time, and in addition, won the Presi- 
dent’s Organization Trophy for the sev- 
enth consecutive year, the only years in 
which it was eligible. 
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Here is dramatic news of State Mutual’s completely rewritten 
line of life policy contracts for 1957 —a series with greatly expanded 


and liberalized coverage at no increase in premiums. 


It is a line of contracts with truly modern design which will 
enable field men to sell successfully in competition with any other 


life contracts now available. 


Two years and countless man-hours of intensive research and 
analysis, by both our home office and field forces, went into the 
creation of this new Product Development Program .. . the biggest 


project of its kind in State Mutual’s 113-year history. 





See the opposite page 
for a list of some of o 
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the outstanding sales ez 








features. 
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EASIER TO READ AND UNDERSTAND. 











Sales Features Portfolio Changes 
* Many broad practices become contractual @ New 20 Pay Special Policy — $25,000 
provisions minimum 
* Settlement Options greatly expanded and e3 Year Rate Credit for Females on two 
liberalized special policies 


@ New plans for females to integrate with 


* Joint and Survivorship Annuity Options Social Security changes 


incorporated 
* Change of beneficiary provisions liberalized ° ei ao. sendin (eeecaoencen 
% Interest paid on lump sum proceeds @ Family Income Riders made more flexible 
* Premiums refunded beyond month of death e New Term Plans and Riders 
* First dividend contingency liberalized - @ Premium Waiver Benefits liberalized 
* Reserve difference only on changes in plan @ Premium Waiver carry-over practices lib- 
after Ist year eralized on Conversions and Changes 


* Automatic Premium Loan Clause incor- e@ Accidental Death Benefits greatly broadened 


porated @ New $10 Waiver and Disability Annuity 
Provision 





Keep your eye on STATE MUTUAL this year! 


Watch for further announcements 


aenura ena! STATE MUTUAL-LIFE 
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Plainfield Manager 


Empire’s Plan of Reduced 
For New York Life 


Premium Due to Policy Size 
Empire State Mutual Life of James- 
town, N. Y. announced at its recent sales 





ADVERTISING-PUBLIC 
RELATIONS DIRECTOR 
$12,000—$15,000 
Well established Eastern company. 


Age to 50—college degree mandatory. 
Minimum of eight years in advertising 


Home Office—Life Insurance 
New York City 


































Unusual opening for female office 
conference for general agents an inno- manager in underwriting department. 


ation for reducing the premium rate on Prefer college graduate with lay under- 





s i 
we Fo eee cs “ > , > ene a = t 
all policies (except term and epee pene writing experience. Inquiries confi- and/or public relations acquired in | 
from $5,000 upward. It was explained dential. insurance or related industry. Job 
that this change will mean that a client ‘ : tability record important. / 
; “45 . icici maacal aelog tis Reply with full details to Box 2484, teen ee 
does not have to buy a special ] 2 Insurance background helpful but will 


The Eastern Underwriter, 93 Nassau St., 
New York 38, N. Y. 


give consideration to other meaningful 
experience. All inquiries handled con- 
fidentially. For information about this 
position or large number of unlisted 
opportunities call or write: 


FERGASON PERSONNEL 


330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 


lower the cost of his insurance on a 
unit basis. 

As an example of how the Empire’s 
plan works, using age 35 on an annual 
basis, $5,000 preferred risk W. L. policy, 
the premium rate would be $120.95 and 
cost per $1 ,000—$24.19. 
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Lower Rates for Women by 
Massachusetts Mutual Life 


Massachusetts 


Connecticut Mutual 


(Continued from Page 3) 


Mutual Life has an- 








nounced a change in premium rates for 








women who purchase its Executive 


Protection policies. As a result of the 


Heads Westchester Agency 


tive career throngh development Of mote lower mortality rates experienced on 
highly successful agents if we are to do ) 

the kind of job the future demands of 
us. eo : this plan are now being issued as of an 

“Manpower-building,” he said, “is the JOHN CIMAGLIA I : 

inescapable responsibility of agency 
management and if our present Ameri- 
can life insurance agency system is to 
survive, there can be no other solution.” 


E. A. Starr 
Superintendent of Agencies 


female lives, policies for women under 





age three years younger than the appli- 
cants’ actual age. 

The three-year lower age rating has 
Insurance 


John Cimaglia of Irvington, N. J., has 
been appointed general manager of the 
Plainfield, N. J., office of New York 
Life. He has been serving as associate 
manager of the Plainfield office, which 


been approved by Commis- 
Hawaii and the 


District of Columbia. In Delaware, Mary- 


sioners of 40. states, 


land, New Jersey, Oregon, South Dakota, 
Utah and Washington, 
approval has not been 
Mutual 

Plan is available to women at 


\ three-hour session Wednesday was 
devoted to a forum discussion on agency 
ind manpower development through ad- 
vanced sales, conducted by E. A. Starr, 
superintendent of agencies, and Paul A. 
Hoeffer, assistant counsel. 

“The job of keeping pace with the as an 


had been a district office and now be-_ ,.. 
¥ , Texas, where 
comes one of the company’s 191 regular ; 
wigs tees a received, the 
branches throughout United States, Can- 
ada, and Hawaii. 
Mr. Cimaglia joined New York Life 
agent in 1951 in the Seaboard 


Massachusetts Executive Pro- 
tection 


the former rates, and a dividend adjust- 


growth of the industry,” Mr. Starr said, 
“consists not only of adding new man- 
power, but also of upgrading the pro- 
duction of present manpower. We be- 
lieve that it is in the area of advanced 

















office, New York City. He later served 
as assistant manager of the office and 
then as training supervisor for the com- 
pany’s Greater New York Division, with 
headquarters in the home office. 


ment will be made in recognition of the 
rates 
females and the higher average size of 
this policy. 


lower mortality experienced by 














sales that greatest opportunities lie for 
development of more really successful 
career underwriters whose incomes keep 
other pastures from looking greener, and 
for development of more agencies that 
secure more than their fair share of One of the reat NIRV pr 
available business in their respective HENRY A. DEPPE 
territories.” & ee e | 
Mr. Starr charged general agents with li e CMsuUurTanee compantes Guardian Life has appointed Henry A. 
the pei eng Ai a uP geo Deppe as manager of its Westchester 1 
new trends and developments, and for : i -- ri a sae = . 
using their knowledge of advanced sales of the world. ee agency, located in White Plains, N. Y. | 
not only to stimulate their agents, but A native of Staten Island, Mr. Deppe 
also to attract new high-grade man- attended Cornell University prior to his l 
power. E. G. Walls, J service with the Army during World 
° ° alis r. . y * 
Assistant Superintendent of Agencies War II. He entered the life insurance 
eee " : ; field in White Plains in 1946, and has 
A stimulating talk on development of yer er Pe ROT ee ae MME: 
: . or ac ) Se “t ‘ 5 yeETVISOTY XDCri- 
brokerage business was given Thursday , oe PS : Bs ) 
morning by E. G. Walls, Jr., assistant eo t 
superintendent of agencies. Mr. Deppe is past president of the 
ly]] lecl- > anti: oains > ‘> * . . i 
Mr. Walls declared substantial gain Westchester Life Underwriters Associa- | a 
in brokerage business can be made with- . ¢ ht en ene | 
soli anit shies cotwenntle dam Kill thes cicaiain tion and of the White Plains Insurance : 
ut Sz 1 ng growtn 1n full-time organ- ete z ( 
ization by intensifying present activity, Agents Association. A member of the 
particularly with general insurance men, Ossining Young Men’s Republican Club, | é 
r . ninti y P 7 pe — Soe ° . 
by nape: ; additional pratt he has just completed a term as presi- f c 
Supervisors and by promoting the com f ] fi f 
uF Bar a yi sas ae dent of the Westchester County Young } h 
pany’s already outstanding product. a . . . | d 
Brokerage development depends on the Men’s Republican Club. He is also a 
general agent’s ability to provide good member of the White Plains Chamber \ 
sales and technical training for inter of Commerce and the White Plains t! 
ested general insurance men; good sales fia GPS p 
° 4 s 4 . 
promotion material, some designed espe- Sok ato \ 
cially for brokers; friendly, personal _ 
service, and good sales _ assistance- ci 


through alert and aggressive supervisors 
where possible, he said. 

Elaborating on the last point, Mr 
Walls asserted “In these days a general 
agent cannot himself do justice to h 
full-time organization and still do an 
effective job of brokerage development,” 
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Postal Life Insurance 


Group Commissions 

Postal Life of New York has increased 
commissions on Group insurance. The 
new commission is effective as of Janu- 
ary 1, applies to business now in force 





and strongly urged delegation of broker as well as to new cases. The increased a 
age responsibility to one or more super- first year commission rate will be paid C, 
visors. on business that has been in force less 1) 

Mr. Walls went on to describe the UN LIFE OF than a year, and the higher renewal rate rs 
company’s sales aids for brokers, includ- will be paid on cases now in the renewal ee 
ing a new personalized direct mail plan veriod. The increases range as high as oF. 
and a new sf tee educational oes in 100 offices throughout North America Head Office: MONTREAL §2% Ty 
life insurance fundamentals, both de Postal Life has been in the Group field ii 
signed especially for general insurance for several years, but began to actively ae 


men, 

















develop this market early in 1956, 
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Knickerbocker Agency Mgr. Millard Samuel’s Book 








SYDNEY LOEWENTHAL 
Sydney Loewenthal, regional super- 
visor in The Prudential’s Ordinary agen- 
cies department, has been named man- 
ager of the Knickerbocker 
agency in New York. He succeeds Rich- 
ard N. McFadden, who is transferring 
to Prudential’s Newark headquarters to 


company’s 


become director of agencies in charge 
of company agencies in New York City, 
Long Island and Westchester County. 
Mr. Loewenthal started his Prudential 
career in 1950 as a special agent in the 
Newark agency of Osborne Bethea and 
held the posts of 
man- 


\ssociates. Later he 


assistant manager, and associate 
in the agency. In 1955 he was as- 


as a training 


ager, 
signed to the home office 
consultant in the Ordinary agencies de- 
partment, and more recently he has been 
serving as regional supervisor for the 
metropolitan region. 

Mr. Loewenthal was graduated from 
Columbia University. A World War II 
veteran, he served in Europe as a cap- 
tain in the medical administrative corps. 
Prior to joining Prudential, he was a 
fund-raising campaign director, and did 
public relations work. 


Willard E. Hein Retires 

Willard E. Hein, an associate of State 
Mutual Life for nearly 35 years, has re- 
tired, due to reasons of health. 

Mr. Hein joined the company in 1922 
as a member of the audit department. 
In 1925, he was transferred to the claim 
department, made chief claim examiner 
in 1928 and promoted to supervisor of 
claims in 1933. In 1939 he was elected a 
company officer and in 1950 promoted to 
his present position as manager, claim 
department. 

An overseas Army veteran of World 
War I, Mr. Hein is a past president of 
the International Claim Association, a 
past president of the Boston Life and 
\ccident Claim Association and a charter 
member of the Eastern Life Claim Asso- 
Cation, 


Discount Increased on 
Premiums Paid in Advance 


\n increase in the discount rate on 
Premiums paid in advance has been an- 
nounced by United Life & Accident, 
Concord, N. H., according to President 
Douglas B. Whiting. The new rate of 
discount has been set by the company’s 
executive committee at 3%%, an in 
crease of 1% over the previous rate. 
The number of premiums that may be 
paid in advance, and thus benefit -at the 
Mcreased discount rate, is limited to 20 
years’ premiums, 


On Business Policies 


Millard A. Samuel, CLU, New Eng- 
land Life, Portland, Ore., in life insur- 
ance for 30 years and a member of the 
Million Dollar Round Table, is author 
of a book bearing the title, “Business 
Insurance in Your Own Back Yard.” 
The headings of the chapters: 

Where Do You Find Prospects ? What 
Do You Need To Know? Selling the 
Partnership. Selling Personal Service 


Partnerships. Close Corporation Sales 
Tips. Stabilizing the Incorporated Pro- 
prietorship. Don’t Forget the Sole Own- 
er! More About Sole Proprietors. Pos- 
sibilities for Key Man Sales. The App: 
Who Writes What on It? How to Work 
With Attorneys. Business Disability In- 
surance. Estate Planning and Business 
Insurance. Personal and Business In- 
surance Contrasted. Creative Prospect- 
ing for Business Cases and Ten Reasons 
I'm in Business Insurance. 

The book is published by The Rough 
Notes Co., Indianapolis. 


N. C. Krum Denver Manager 
For Connecticut General 


Connecticut General Life has ap- 
pointed Nelson C. Krum, who has been 
assistant superintendent of agencies at 
the home office, to be manager at Den- 
ver. C. Earl Davis, who has been man- 
ager of the agency since 1940, will devote 
full time to estate analysis work with 


clients. 





TO 


HAVE 


A CENTURY... 





“Safeguarding tomorrow” 


To have seen a century is to 
have seen five generations born and 
grow. It has been a privilege for us 
to know them intimately. As one of 
the largest life insurance companies, 
our services are dedicated to their 
hopes, ambitions and security. 


To have seen a century is to 
have weathered wars, panics and 
depressions. Northwestern Mutual 
has met each challenge, safeguard- 
ing the financial future of millions. 


To have seen a century is to 
have watched our nation progress 
beyond the brightest hopes of early 
dreamers. We have seen our Com- 
pany share soundly in this growth. 


To have seen a century is to 
wish that we could personally meet 
and thank the more than a million 
policyholders whose confidence and 
satisfaction make this happy 100th 
birthday possible. 


But we pause only briefly to mark 
this occasion. For Northwestern 
Mutual and its family of representa- 
tives serving across the nation view this 
centennial not only as a milestone, but 
also as a stepping stone. The anniver- 
sary emblem shown here symbolizes the 
projection of the Northwestern Mutual 
spirit from our founding year into a 
limitless future. 

It will be a future, you may be sure, 
which will see Northwestern Mutual 
safeguarding each tomorrow for new 
millions of Americans. 


THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


MILWAUKEE, WISCONSIN 





APPEARING IN TIME, JANUARY 7; IN NEWSWEEK, FEBRUARY 18 
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Geiger Agency Supervisor 


s << 





DAVID ROSE 


New England Life has announced the 
appointment of David Rose as supervisor 
at the Geiger Agency, 261 
Madison New York. Mr. Rose, 
who is a lieutenant commander in the 
Navy World 
War II and in Korea as a naval aviator. 
He holds the Distinguished Flying Cross, 


Glenn G. 
Avenue, 
during 


Reserve, served 


the Air Medal with two stars, and Com- 
mendation Ribbon, among others. 

A resident of New Rochelle, he at- 
tended New York University 
his service in the Navy. 


prior to 


Union Life Names Barksdale 
Assistant Agency Director 


Union Life of Little Rock, Arkansas, 
has promoted R. Walker Barksdale to 
assistant agency director of their Ordin- 
ary department. This announcement was 
made by J]. Wythe Walker, president of 
Union Life. 

Mr. Barksdale joined Union Life in 
1955, as agency supervisor. Prior to that 
time he had served successfully as agent 
and general agent for two other com- 
panies. 


Circularize 10,000 Banks 


Scarborough & Co, of Chicago have 
circularized approximately 10,000 banks 
throughout the country on behalf of the 
double dollar bank plan. About 1,000 
banks have answered expressing inter- 
est. The Scarborough concern has been 
a major factor in the bankers blanket 
bond field for some years. 


Guardian Names Hargreaves 
Manager at San Diego 


Appointment of Lewis E. Hargreaves 
as manager of the San Diego, Cal., agen- 
cy has been announced by Guardian 
Life. A native of Trenton, N. J., Mr. 
Hargreaves settled on the west coast 
after his service in the Navy during 
World War II. In 1946 he entered the 
insurance field with Liberty Mutual as 
an agent, and in 1948 he became an agent 
for Equitable in San Francisco. Since 
1952 he has been a division manager for 
The Prudential in San. Francisco. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 























Fast 
personal 
service 


can multiply profits 


The right policy with fast action will bring you big 
returns. That’s what you get with Eastern Life. Ask 
for immediate help and you get it from a key home 
office executive—by telephone if rush demands. And 
policies are both liberal and flexible to back you up. 


Other "Plus Advantages" from Eastern Life 


Liberal policies: Cases “rated” by other companies are 


often standard with Eastern. 


Great flexibility: There’s an Eastern plan to fit any 
program. And we'll help you develop special plans not avail- 
able elsewhere: 


1. Disability Monthly Income Benefit: $10 per month per 


$1,000 insurance up to $150 per month. 


2. Non-Medical: 
up to age 40. 


For maximum $5,000 if gainfully employed, 


3. Family Income Riders: $10 to $50 per month per $1,000 


insurance. 
4. Double and Triple Protection Riders. 
5. Double and Triple Protection plus Family Income Rider 


Augmenting a Permanent Plan. 
6. Preferred 
$20,000. 

7. Mortgage Redemption: Reducing term; 20 years and 25 
can provide family income as well. 


Risk Ordinary Life—Participating; Minimum 


years; 


More benefits: For general agents and agents—Maximum 
lst year and renewal commissions. And group life insurance, 


fully paid for by Eastern, 






For agencies, apply to: 


INSURANCE COMPANY OF NEW YORK 
Home Office: 386 Fourth Ave., New York 16, N. Y. 


LOUIS LIPSKY, President—MURRAY APRIL, Director of Agencies 


A Company With Liberal Ideals 











Ordinary Family Policy 
Best Seller of Prudential 


The success which The Prudential has 
had with its regular Ordinary family 
policy was subject of a two-column 
article in the Newark News a few days 
ago. A billion and a half insurance on 
this plan was sold in the four months 
following its launching August 17. New- 
ark News quotes “Prudential 
as calling the policy “a run-away seller,” 
“a fantastic success.” The policy covers 
all members of the family at a fixed 
premium plus automatic inclusion of all 
new born children, after they are 15 
days old, at no increase in premium. 

The policy has been featured by Pru- 
dential in newspaper and magazine ad- 
vertising and over radio and TV. By 
the end of December, 1956, nearly 260,000 
applications had come in. Of these 
188,719 had been in effect a fortnight, 
with another 50,000 being processed at 
the time. All state Insurance Depart- 
ments have approved the policy with 
exception of Massachusetts. 

The regular Ordinary family policy 
is taken out in the name of the head 
of the family. The contract may be is- 
sued in either one of two forms. The 
Ordinary policy, which may be sold by 
either Ordinary or district agents has 
minimum unit of $5,000. The other, sold 
exclusively by district agents, has a 
$3,000 minimum unit. 


officers” 


Says Connecticut Cos. Are 
Paying Double Taxation 


A Connecticut bill aimed at gradually 
reducing the interest and dividend tax 
of Connecticut chartered companies with 
the object of putting them on the same 
basis tax-wise as out-of-state companies 
has been introduced in the Connecticut 
State Senate by Chairman Newman Mar- 
silius of the Senate’s finance committee. 
Under its provisions the tax on invest- 
ment interest and dividends to which 
out-of-state companies are not subject 
would be reduced gradually through 1964 
and eliminated entirely in 1965. Begin- 
ning in 1965 the domestic companies 
would be on the same ttax basis as out- 
of-state companies, both paying the tax 
on ogres income at the present rate 
of 134% for life companies and 2% for 
fire and casualty companies. 

Benjamin L. Holland, president of 
Phoenix Mutual and of Life Insurance 
Association of America, in a statement 
said that Connecticut is the only state 
which taxes its domestic insurance com- 
panies more heavily than their out-of- 
state competitors. Thus, the out-of-state 
companies have an_ unfair advantage 
over Connecticut chartered companies. 

Saying Connecticut companies want to 
pay their just share of the state’s tax 
burden, he continued: “The commonly 
accepted basis ‘throughout the nation for 
taxing companies is the tax on insurance 
premiums which is in the nature of a 
gross income tax. Connecticut companies 
are paying this tax along with their out- 
of-state competitors. Connecticut is the 
only state which taxes both insurance 
premiums and interest and dividends 
from investments, thus subjecting Con- 
necticut companies, in effect, to double 
taxation.” 


Alfred H. Meyers Dead 


Alfred H. Meyers, 69, who retired 
from New York Life in 1943 when a 
vice president and treasurer of the com- 
pany, died in Florida January 26 when 
on a vacation trip. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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Standard Life Offers 
Retirement-Stock Plan 


AGENTS MUST BE REGISTERED 


Combines Annual Premium Deferred 
Annuity With Shares of Advisers 
F 


und, Inc. 





A unique retirement program, combin- 
ing an investment in a fixed income 
annuity and an investment in equity 
securities, which varies with market 
fluctuations, has been announced by 
Standard Life of Indiana. Through co- 
operation with Advisers Fund, Inc., this 
is the first retirement program of its 
kind offered by an old line legal reserve 
life insurance company. 

According to Standard’s president, 
Harry V. Wade, a_ person during his 
income earning period may divide his 
investment funds, in any proportion he 
chooses, between an annual premium 
deferred annuity, offered by his com- 
pany, and a Systematic Accumulation 
Plan, offered by Advisers Fund, Inc., 
through its national distributor, Asso- 
ciated Advisers Management Corp. 

Upon retirement the investor receives 
a guaranteed income from his annuity, 
and has the opportunity, if he so chooses, 
to redeem his shares of Advisers Fund 
and invest all or any portion of these 
proceeds in a single premium annuity 
contract. This annuity contract would 
provide optional incomes at rates guar- 
anteed by Standard Life as of the date 
each block of stock was purchased. 


How Payments Are Made 


The annual premium deferred annuity 
contract offered by Standard Life would 
require the investor to make regular, 
periodic premium payments throughout 
his accumulation period. 

As for the Systematic Accumulation 
Plan the investor could make regular 
(but purely voluntary) investments of 
$20 or more per month, or $50 or more 
each three months, six months, or year. 

There is a purchase charge applicable 
to the purchase of Advisers Fund stock. 
The system provides for automatic rein- 
vestment of any distributions paid with 
respect to the stock accumulated, and 
without purchase charge. 

Through its existence, Advisers Fund, 
Inc., has always paid a dividend, al- 
though such has varied and will vary in 
amount, says the Standard Life state- 
ment. Earnings of the Fund are entirely 
dependent upon its investments—prin- 
cipally common stocks—which comprise 
its portfolio; therefore, no guarantee 
can be made as to a dividend or rate 
of return, or that the Fund will realize 
any net profits from securities transac- 
tions or protect against depreciation in 
a declining market. An adopted policy 
of the Fund is to pay its shareholders 
the Fund’s net securities profits and 
substantially all its net investment in- 
come so as to qualify for the favorable 
tax treatment accorded certain invest- 
ment companies by the Internal Rev- 
enue Code. 


Retirement Provisions 


On the retirement date, which ideallv 
should be the same date as that selected 
for the maturity of the investor’s annual 
premium deferred annuity contract (of 
course, though, is entirely voluntary 
with the individual investor), he may 
redeem his shares of Advisers Fund. If 
the proceeds amount to at least $1,000, 
he may invest all or any portion (not 
less than $1,000 but no more than the 
entire proceeds) in a single premium 
annuity contract which provides for op- 
tioned incomes at rates guaranteed by 
Standard Life as of the date each unit 
of stock was purchased. There is no 
purchase charge applicable to this an- 
nuity contract. 

The redemption option is provided 
under an annuity offer by Standard Life 
and described in detail in the Advisers 
Fund, Inc., prospectus. The amount of 
the income received by an investor who 
elects this option (and such election is 
purely voluntary) will vary with the 
proceeds available, the rates applicable, 


the sex and attained age of the investor, 
and the income option selected. Since 
the value of Advisers Fund shares at 
any time depends upon the value of its 
investment portfolio, which is composed 
essentially of securities which continu- 
ously fluctuate in value, the value of 
the shares may be more or less than 
the investor’s cost, and no fixed amount 
of proceeds may be guaranteed. 

The Systematic Accumulation Plan 
and Advisers Fund shares are registered 
with the U. S. Securities and Exchange 
Commission and with the securities ad- 
ministrators of those states, wherever 
required, in which they are offered. Such 
registration is not to be construed as 
approval by those agencies nor as a 
determination of the accuracy or ade- 
quacy of the material setting forth the 
details of this arrangement. Neither does 
it constitute any supervision of manage- 
ment or investment practices or policies. 

Management of Advisers Fund is in 
the hands of the officers and directors 
of the Fund, assisted by Associated Ad- 
visers Management Corporation as in- 
vestment adviser. Standard Life owns a 
majority stock interest in Associated 
Advisers Management Corporation but 
will confine itself to advising on gen- 
eral policy and will have no part in 
active operations. 


How Program Will Be Sold 


The Systematic Accumulation Plan 





WANTED 


Business Manager for trade association 
70,000 members. Familiar with financial and 
business operation handle conventions and 
general charge of business o} pan. Experi- 
ence in business operation of a large agency 
or insurance company preferred. 

Address Box 2481, The Eastern Underwriter, 
93 Nassau Street, New York 38. 











will be sold only through duly author- 
ized salesmen who, whenever required 
by the state concerned, are duly licensed 
by both securities and insurance admin- 
istrators. The annual premium deferred 
annuity will be sold only through duly 
licensed insurance agents. 

In answer to questions, Mr. Wade, 
Standard Life president, said his com- 
pany is not selling a variable annuity, 
is selling nothing except life insurance 
and fixed income annuity contracts. The 
Advisers Fund, Inc., is offering the Sys- 
tematic Accumulation Plan under which 
the investor puts up a certain amount 
at regular intervals in the purchase of 
Advisers Fund stock. 

A special license is required for an 
agent to sell these funds. Under current 
practice the agent must be registered 
with the National Association of Secur- 
ity Dealers and must pass an examina- 
tion. 

The states open at this time for the 
sale of this retirement program are: 
California, District of Columbia, Dela- 
ware and Pennsylvania. 





irr 18G7 when horse-drawn street cars were a 
popular mode of transportation, Equitable Life Insur- 
ance Company of Iowa opened its first offices in this 
Des Moines building. As the first life insurance com- 
pany in Iowa, it not only provided life insurance 
protection to its policyholders, but also made impor- 
tant contributions to the growth of the area it served. 


TODAY Equitable Life of Iowa is licensed to 
operate in 31 states and the District of Columbia. Its 
assets are in excess of $580,000,000 and it has over 









$1,490,000,000 of life insurance in force. It serves 
the life insurance needs of more than 300,000 

policyholders in every state in the union 
and in many foreign lands. 


LIFE INSURANCE COMPANY OF IOWA 









FOUNDED IN 1867 IN DES MOINES 


We finance up to $1,000. monthly where 
justified and where even income is im- 
portant. 

Six new agents first full year in !956—Ist 
year commission earning actually paid in 
1956: 


Period 
Commissions Under Contract 


Volume 
Cc. 684.94 5 months $327,000 
SG. 10,722.59 7 months 422,500 
R. 4,406.76 7 months 200,750 
S. 4,105.98 12 months 281,000 
B. 9,987.38 12 months 578,094 
H. 9,858.50 12 months 442,000 


These new agents averaged $20.77 per |,000. 
Average size policy $20,101. 











Mutual Benefit Life Insurance Co. 





Seattle General Agent for 
Massachusetts Companies 





PAUL 


E. DEWEY 


Paul E. Dewey has been named gen- 
eral agent for Massachusetts Protective 
Association and Paul Revere Life. Mr. 
Dewey has been manager of life insur- 
ance sales for the Paul Revere since 
joining the organization in 1954. Prior 
to this he had represented Mutual Life 
of New York as a field underwriter and 
as a district manager. 

A native of Ohio, Mr.. Dewey is a 
graduate of the University of Akron and 
a veteran of World War II. 


Travelers Field Changes 

Five field appointments in life, acci- 
dent and health lines have been an- 
nounced by The Travelers. 

Edward J. Keller, assistant manager, 
has been transferred from Louisville, Ky., 
to Raleigh, N. C. Bruce M. Gove has 
been appointed field supervisor at St. 
Paul, Minn. 

Two agency service representatives 
have been appointed. They are Andrew 
J. Bedsole at Atlanta, Ga., and Frederick 
M. Moore, Empire State, New York City 
office. 

Ivan L. Roberson has been transferred 
from Oklahoma City to Louisville, Ky., 
as a field supervisor. 

ASSISTANT BRANCH MANAGER 

Gerald LeBoy has been named assist- 
ant branch manager in the Fresno 
branch office of Occidental Life of Calli- 
fornia. He succeeds R. C. Attinger who 
will remain in the Fresno office as a full 
time agent. 

MADE ASSISTANT MANAGER 

Lewis A. Sleeper, Jr., has been ap- 
pointed assistant manager of the Denver 
office of New York Life. He joined 
the company in 1950 in Detroit, 
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S. M. Scott President 
L. U. Assn. of Canada 


R. L. KAYLER GENERAL COUNSEL 


Charles M. an Henewary President; 
J. H. Peters Chairman of Board; 
Vice Chsieman M. L. Levy 
Toronto—At the 50th 
of Life Underwriters 
Canada held last week 
Hotel, Stewart M. Scott, CLU, Canada 
Life, Winnipeg, was elected president. 
He automatically becomes honorary vice 


annual meeting 
Association of 
at King Edward 


president of National Association of Life 





STEWART M. SCOTT 

Underwriters. The association has cre 
ated the permanent position in its head- 
quarters organization of general counsel 
and director of education and appointed 
to that post Reg L Kz iyler, EF (3. SB 
He will be in charge of the .expanded 





. KAYLER 


educational program and the newly 


constituted Life Underwriter Training 
Course. 

Other officers elected were: Honorary 
president, Charles M. Dunn, manager, 
Mutual Life of Canada, Regina, Sask.; 
chairme un board of directors, J. H. Peters, 
CLU, Manufacturers Life, Toronto; vice 
chairman board, M. L. Levy, CLU, Im- 


Toronto; honorary secretary, 
Fernand DeHaerne, CLU, manager, 
Northern Life, Montreal; honorary treas- 
urer and chairman finance committee, 

Hand, CLU, manager, Con- 
Life, Toronto; registrar, In- 
Chartered Life Underwriters, 
Alder, CLU, London Life, Toronto; 


perial Life, 


W. Arthur 
federation 
stitute of 
a. 








Institute HOU Committees 
Named by President Duston 


John F. Life of 
lowa, president of the Institute of Home 
Ottice 


tees for 


Duston, Equitable 


Underwriters, has named commit- 


1957 with the following chair- 
men: 

and examination, Ward H. 
American Life & Casualty; 
James E. Reeder, 


Education 
Beall, North 


pre cedures and cost, 


Gulf Life; reading and reference, Henry 
Way-Silvers, Postal Life; underwriting 
forms, Raymond A. Burke, North Amer- 


Edwin Carlson, 
nominations, 


ican Re; membership, ¢ 
Continental Assurance; 


James D. Renn, Peninsular Life; hotel 
arrangements, I. M. Spear, State Farm 
Life. 

The 1957 conference will be held in 


Nov. 6-8 


Chicago, 





executive council, Institute of 
Life Underwriters, G. L. 
,manager, Great-West Life, 


chairman 
Chartered 
Francis, CLU 
Toronto. 

In addition 14 regional vice presidents 
and 10 directors were elected for a 
period of one year. Four directors were 
elected for a three-year term. 


Retiring President Dunn Reports 


Retiring president, Charles M. Dunn, 
Regina, in his report to the meeting 
said that “the time has come when the 
importance of the life underwriter in 
our economy warrants a set-up which 
will enable the association to devote 
more time to training courses, more 
time to legislative work and make it 
possible for us to have a much enlarged 
life underwriters magazine which will 
keep us abreast of the latest develop- 
ments in our profession all over the 
North American continent.” He advo- 
cated increased financial support from 
the members of the association to facili- 
tate an expanded educational program. 
For the past 28 years the association 
has sponsored a three-year course in 
life underwriting through the extension 
department of the University of Toronto 


and the School of Commerce, Laval 
University. Subjects range from psy- 
chology to life insurance law, estate 


analysis and taxation. The course leads 
to conferment of the designé ution Char- 
tered Life Underwriter of Canada. It 
was reported at the meeting that there 
are now 1552 “CLU’s” Canada 
and that the current enrollment in the 
ERE totals 1,416. 


A highlight of this educational phase 


across 


courses 


of association camer was the presen- 
tation of the John A. on. Gold Medal 
to Henry Westcott, CLU, Vancouver 


supervisor of Miz inatecteterd Life. This 
award is made for outstanding success 
in CLU studies over the entire three- 
year course. 

Every province is represented by at 
least one elected member of the board 
which consists of 40 members. 





experience. 





FEMALE UNDERWRITING ASSISTANT 


Well known New York City agency of large, long established life insurance 
company needs female underwriting assistant who can make up proposals, take 
dictation. Should also be familiar with brokerage business. Ideal working environ- 
ment. Congenial office. Salary range $85 to $100 per week, depending upon 


Reply to Box 2486, The Eastern Underwriter, 93 Nassau Street, New York 38, 
és 








Guardian Life Changes in 


Pension Trust Underwriting 

Guardian Life has announced the fol- 
lowing changes in its pension trust guar- 
anteed issue underwriting procedure for 
1957: 

All pension 


trust cases offered to the 


company, with at least ten lives eligib!e 


initially, will be considered for guaran- 


teed issue underwriting; 

Guaranteed issue limits have been lib- 
eralized and in cases involving more than 
limits in f $20,000 may 


25 lives excess O 


be offered. 


Other changes for 1957 affecting the 
pension trust program are: 
First year dividends will be paid on 


all PT series policies completing the first 
policy year in 1957; 
On deposits held by Guardian against 
the cost of exchange of life paid- up at 
85 policies, for retirement annuities, ex- 


cess interest of 1.1% will be allowed in 
1957, increasing the total interest rate to 
3.1%. 


Further changes are being reviewed 
currently and will be announced as soon 
as the studies are completed. 


Equitable Soc. New Group 
Posts for Meaney and Duggan 


Thomas A. Meaney has been appointed 
director of Group policyholder relations, 
and Frank L. Duggan Jr., CLU, as Group 
Annuity sales manager of Equitable Life 
Assurance Society. 

Mr. Meaney first came to the Society 
in 1930. Rising through the ranks of the 
Group Annuity organization, he became 
its director in 1953. He is a graduate 
of Georgetown University and the St. 
John’s (Brooklyn) Law School. Mr. 
Duggan, a graduate of the University 
of Pittsburgh, joined Equitable in 1941, 
After serving with the Army Air Corps 
in World War II, the returned to’ his 
former position as service supervisor in 
Pittsburgh. Following a series of promo- 
tions, Mr. Duggan was transferred to the 
home office in 1953 as deputy director 
of Group annuities, a post he held until 
his recent promotion. 
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SOUTHLAND LIFE 
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LAA Annual Meeting In 
Philadelphia Sept. 25-28 


Life Insurance 
Association held at 
the Sheraton Hotel, Philadelphia, Sep- 
tember 25-28. Chairman is Robert A. 
Adams, Provident Mutual. Committee 
chairmen are William L. Camp, III, CLU, 
Connecticut Mutual, treasurer; Philip H. 
Bentz, Philadelphia Life, arrangements; 
k. L. Cooper, New York Life, exhibits; 
Leighton G. Harris, New England Life, 
proceedings; Paul Troth, New York Life, 
program; Donald E. Lynch, Mutual 
Benefit, promotion; Thaddeus T. Crump, 
Atlantic Life, registration. 


The annual meeting of 


Advertisers will be 


Investment Analyst Named 
By Bankers National Life 


Robert M. Spear has been appointed 
investment analyst in the investment de- 
partment of Bankers National Life, 

Montclair, N. J. 

After graduating from Rutgers Uni- 
versity, Mr. Spear was employed by the 
Hanover Bank of New York and spent 


two years in their tri ining program 
for college men serving, for the most 
part, in their investment department. 


For the past three years, Mr 
has been associated with the 


Union Trust Co., Newark, N. J. 


Spear 
Fidelity 
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Lvolution In Field Management 
Predicted By Ralph Engelsman 


Ralph G. Engelsman, long in the pro- 
duction field, a former general agent, and 
now a consultant, agent and lecturer before 
insurance organizations as well as co-editor 
of an insurance publication, talked at the 
last meeting of Mid-Town Managers of 
New York. Its president, Harry N. Kue- 
sel, manager, Phoenix Mutual, presided. 
Mr. Engelsman offered his opinion of some 
current phases of agency and sales opera- 
tion: 

A distinct trend away from Term is 
with a.considerable swing 
in direction of cash 

‘More monthly policies will be sold as 
the public has cultivated and likes the 
Payroll 


noticeable 
value insurance. 


habit of paying bills monthly. 
business will increase. Greater use will 
be made of automation, and it is already 
in operation in respect to premium 
notices. 

General agents and managers should 
have a larger number of young lieuten- 
ants who can be trained to take the 
place of the chief executive of an agen- 
cy if he dies. That will stop the trend 
in finding a new manager or general 
agent outside the organization. 

The broker is becoming more imnor- 
tant in life insurance selling, particu- 
larly noticeable in Group and_ allied 
sales. 

Emphasis on Cost 

Special policies and other contracts, 
some with names that intrigue the pub- 
lic, have resulted in strenuous compe- 
tition for business which gives an im 
pression of a rate war. Nothing in sight 
indicates a lessening of the emphasis 
on the price tension. 

The exodus to the suburbs has not 
only created a greater demand _ for 
agents, and the problem of where to 
vet them but also throws light on in- 
adequate coverage of this expanded 
market. The desire of the general agent 
or manager is to keep the public ade- 
quately insured; the difficulty is haying, 
or finding, the manpower to reach the 
available markets. There are not enough 
agents to go around. 

Some questions: Is the present recruit- 
ing system being conducted as efficiently 
as it should be? How can more pros- 
pects be reached? For one thing, there 
is evidence that general agents and 
managers must get closer to these pros- 
pects, possibly by opening more branches 
or district offices. It looks logical, for 
instance, that in such a fast growing 
suburb as Levittown in Delaware Water 
Gap, with approximately 70,000 popula- 
tion, many agents in nearby large cities 
must move to such a suburb and spend 
most of their time there. The way the 
suburbs are growing there will be a 
continuous string of residences or apart- 
ments from Washington and Baltimore 
almost to Portland, Me. 


Concentration of Large Writers in 
Small Percentage of Population 


Another obvious situation is that so 
large a number of top flight agents feel 
they must concentrate on the larger 
income class, a small percentage of the 
people who need insurance, while many 
thousands in the middle or lower in- 
come echelon, often are not approached 
by any insurance salesmen except those 
selling combination insurance. That is a 
large army of agents in itself, but there 
is a limit to the number of prospects 
it can interview. 

A much neglected market is that of 
women buyers. Millions of women in 
industry never are approached by 
agents although they have large insur- 
ance needs. More women executives are 
occupying positions of major responsi- 
bility and would make splendid pros- 


pects. 
Advertising is increasing, especially 
that which backs up the agent. And 


some of the advertisements, especially 
page displays featuring wives and chil- 
dren, are among the most attractive of 
all the ads being printed by industry. 


Nationwide Dividends 


Cash and stock dividend payments 
were declared by directors of Nationwide 
Corporation at their recent quarterly 
meeting in Columbus, Ohio. 

Murray D. Lincoln, president, said that 
a 7'¥%4-cent cash dividend and a 4% stock 
dividend will be paid on all class A and 
class B common shares issued and out- 
standing. 

The cash dividend, amounting to $210,- 
787, is payable April 1 to shareholders 


of record March 1. A similar cash pay- 
ment was made in October 

The stock dividend, equal to one share 
for each 25 held, is payable April 1 to 
Stock- 


holders entitled to fractional shares will 


shareholders of record March 5, 
receive cash 

Nationwide Corporation has controlling 
Life 
of Columbus, National Casualty Company 


interests in Nationwide Insurance 
of Detroit and Michigan Life Insurance 


Company of Royal Oak. 





AGAIN STANDARD LIFE IS THE 


First 


_ TO HAVE... 


ou have only to read the current news 
columns of the insurance trade journals 
to appreciate the forward step taken by 
Standard Life of Indiana. However, this 


new “‘first”’ is only one of many in Stand- 


ard’s history. 


@ Standard Life of Indiana was the first 
company to bring out a high minimum 


size, low-premium ordinary life policy (we 


are one of many now). 


@ Standard of Indiana was the first com- 
pany to bring out a high minimum size, 
low-premium life insurance policy with re- 


tirement income at age 65 (we still are al- 


most alone in this field). 


@ NOW Standard is the first well-estab- 
lished life insurance company to enter this 


new field (you must read your life in- 


surance journals to keep pace with 


Standard)! 





Slandard Life 


INSURANCE COMPANY OF INDIANA 


Indianapolis, Indiana 
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Northwestern National 
Keeps Company Control 


ELECTS ITS SLATE OF DIRECTORS 


Nationwide Corp. Does Not Vote; At- 
tempt to Nullify Annual Meeting 





Is Overruled 
At the anual meeting of Northwest- 
ern National Life in Minneapolis on 


January 28 the company ret uined control. 
The management’s slate of five directors 
was reelected for a term of three years. 


Several days before the meeting J. Fred 
Schoellkopf of Dallas, whose term was 
to expire in 1959, sold all of his stock 


and resigned from the board. To fill this 
vacancy Harry E. Atwood, executive vice 
president of Northwestern National, was 
reelected to the board. 

Nationwide Life of 
which has bought a large number of 
shares in the company and which for 
some weeks was reported to be seeking 
control of the company, did not vote 
them. 


Columbus, Ohio, 


Overrule Attempt To Declare Meeting 
Illegal 


In a letter to shareholders after the 
meeting President John S. Pillsbury said 
that four attorneys for Nationwide Cor- 
poration, Columbus, Ohio, appeared at 
the meeting as substitute proxies for a 
participating policyholder entitled to 33 
votes. These attorneys denied that they 
appea red for Nationwide Corporation. 

‘They nevertheless stated that Nation- 
wide Corporation owned a majority of 
Northwestern National stock, and ob- 
jected to the holding of the meeting on 
the ground that a majority of the stock 
Was not present as required by a section 
in the company’s articles of incorpor- 
ation,” said President Pillsbury. 

“As chairman I was informed by our 
counsel at the meeting that in their 
opinion the section referred to had not 


been legally adopted and was of no 
legal force or effect. Based on that 
opinion I overruled the objection and 
declared the meeting was duly consti- 
tuted. 

“Proxies representing 134,904 share- 
holder votes had been filed with the 
company’s secretary of which 106,076 
were represented at the meeting. These, 


together with 223,775 participating policy- 
holder votes, made a total of 329,851 
votes. Substantially, all of these voted 
for the five directors who were re- 
elected, there having been no _ other 
nominations.” 

Mr. Pillsbury said it is possible that 
the legal question which was raised at 
the meeting may ultimately be resolved 
in the courts 


Manager at San Angelo 


For Bankers of Iowa 

C. E. Britton has assumed his new 

duties as San Angelo agency manager, 

isankers Life of Des Moines. He re- 
vlaces Paul Mann who has resigned. 

rior to joining Bankers Life, Mr. 

sritton was a salesman with Southland 


Life. A substantial producer with South- 
land Life, he had graduated from their 
preliminary training school and three 


home office schools. 

A native of Fivepoints, Alabama, Mr. 
3ritton has taken the R & R career 
underw riting course and the second year 
course of LUTC. At the present time 
he is instructing the first year course of 
the LUTC. 

From 1940 to 1953, at which time he 
joined Southland Life, Mr. Britton 
served in sales and management capaci- 
ties in the food business. 


BOSTON GROUP MEETING 

The Boston Group Representatives 
Association will hold a luncheon meeting 
February 4, at which time the speaker 
will be M. McDonald, actuary of the 
M: tr sabia Department of Insurance. 
Following his address there will be a 
disc ussion. 


Harold E. Dowd’s New Post 


Harold E. Dowd has been appointed 
head of The Prudential’s new home 
office which it will establish at Boston. 


A famous actuary, Mr. Dowd is now 
second vice president of the company’s 
home office in Minneapolis. 


Columbus Mut. Promotions; 


Ben F. Hadley’s New Post 


Ben F. Hadley, CLU, previously vice 
president and superintendent of agents 
of Columbus Mutual Life, was elected 
vice president and director of agency 
administration at the annual meeting of 
stockholders and directors this week at 
the home office in Columbus. Orval J. 
Miller, previously controller and = ap- 
pointed to the post of secretary in 
February, 1956, was elected secretary 
and controller. Fred C. Adams has been 
appointed to the newly created position 
of superintendent of agents, and Frank- 
lin T. Phillips, CLU, has been appointed 
to the newly created post of director 
of education and training. Ralph E. 
Waldo, CLU, was promoted to the job 
of agency organizer. 

Other promotions to the position of 
assistant superintendents of agents were 
Allen R. Lewis, CLU, Edwin C. Thomp- 
R. Ackerman. 


son and Sidney 
President of Columbus Mutual is 
Frederick FE. Jones. 


Nationwide Life Holds 
Life School in Newburgh 


Nationwide Life of Columbus recently 
held a life school in Newburgh, 3 ee OP 
for district sales managers in Albany, 
metropolitan New York and Long Is- 
land. The school was under the direct 
supervision of the regional sales man- 
agers: Winston J. Atherton, Long Is- 
land; Ernest Carpenter, metropolitan 
New York, and Chris Farrell, Albany. 

Chester C. Gay, superintendent of 
sales, was the keynoter and stated the 
purpose of the school: to review present 
training procedures, to learn new train- 
ing procedures. 

Guest speaker Bernard Ejiber, CLU, 
general agent in Brooklyn for Mutual 
Trust Life, gave an outstanding presen- 
tation of the “Split Dollar” plan. A 
report on Mr. Eiber’s talk appears on 
page 16. 

Dean Jeffers, vice president of sales, 
Nationwide Companies, banquet speaker, 
reviewed 1956 records and achievements 
and re-emphasized the company’s pur- 
pose—“In service with people.” 

James Doherty, regional manager, re- 
ported on the progress made in 1956, 
calling particular attention to achieving 
the billion dollar mark of life insurance 
in force. 

The closing session was devoted to a 
talk by Mr. Gay and concluded with an 
address by Howard Hutchison, vice 
president of operation. 


Walker and Eschenbrenner 
Promoted by Conn. Mutual 


Two promotions have been announced 
by Connecticut Mutual. Clifford R. 
W alker, assistant superintendent of 
agencies, was promoted to the newly- 
created position of agency comptroller. 
Named to the company’s official staff as 
assistant agency comptroller was Daniel 
W. Eschenbrenner. 

Mr. Walker joined Connecticut Mutual 
in 1931 following his graduation from 
Dartmouth College, and transferred from 
actuarial work to the agency department 
in 1935. A CLU, he served two terms as 
chairman of the auditing committee of 
the Life Insurance Agency Management 
Association. 

Mr. Eschenbrenner served 28 years on 
the staff and as cashier of the company’s 
agency in St. Louis. In 1953 he was 
appointed field auditor and transferred 
to the home office. He will work with 
Mr. Walker in matters concerning 


agency overhead and operating costs. 








LIFE INSURANCE 
PURCHASED ON 


R E N E WA L EQUITABLE BASIS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. PLaza 3-2826 
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EXCELLENT 


Career opportunity as head of 
pension sales department in 
established and growing organi- 
zation. In replying, send resume, 
if possible. Address Box 2485, 
The Eastern Underwriter, 93 Nas- 
sau Street, New York 38. 


N.Y. STATE EXAMS 


NEW YORK « JAMAICA | 


132 Nassau St. 148-15 Archer Ave. 


INSURANCE COURSE 


| Starts Monday, March 4, for 
Broker's & Agent’s Exam. on June 20, 1957 


|REAL ESTATE COURSE 


Starts Wednesday, March 6, for 
State Examination on May 1, 1957 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 
Write, phone or call for Booklet 


INSTITUTE OF 
POHS al 
132 mag Street 
New York 38, N. Y. 
Near City hal Li 
COrtlandt 7-7318 


HERBERT J. POHS, Founder-Director 




















Colonial Life Sponsoring 


Junior ant Group 
Colonial Life, East Orange, N. J., 1s 
currently sponsoring a junior achieve- 
ment group composed of Essex County 
high school students. The charter of 
“Clico Products,” a junior achievement 














company, was presented to Clico’s presi- 





dent, Howard Friedman, a student of 
Weequahic High School, Newark, at a 
recent luncheon. The luncheon was at- 
tended by members of the junior 
achievement company and executive and 
junior achievement advisors from Colo- 
nial Life. It was preceeded by a tour 
of Colonial Life’s home office. 

The presentation was made by Colo- 
nial’s Executive Vice President Rich- 
ard D. Nelson. “Clico Products” has 
raised capital to start its business, set a 


J. S. Baldwin Gets Award 


Joseph S. Baldwin, special agent for 
Northwestern Mutual Life, last week 
was selected by the D. C. Life Under- 
writers Association for the annual Wil- 
ner Award, highest life insurance honor 
in the Washington, D: C.: area. 

The award is given to the person who 
in the judgment of the association has 
contributed the most to the cause of life 


wage scale and now manufactures and 3 ge agraicnaoartgs regs Ter Fst 
sells an attractive kitchen shopping ‘"Surance in the past year. Mr. baldwin 
reminder for housewives. has served the DCLUA as secretary, 
Raymond D. Sigler, Jr. Robert L. Vie president and president, and also 
Baer, and Nicholas Van’ Wattingen, of has been active on NALU committees. 


Colonial Life serve as advisors on busi- 
ness, sales and promotion, 


Bell Group Cover 


(Continued from Page 1) 


Hancock General Agent 
For Salt Lake City 


The John Hancock has announced the 
appointment of James W. Larsen as 
general agent in Salt Lake City. A native 
of Salt Lake City, Mr. Larsen attended 


surance. Companies which have pro- 
posed a Group Life insurance plan, but, 
at beginning of this week had not started 


enrolling include A. T. & T., Pennsyl- 


the University of Utah, and during vania Bell, Southern Bell, Wisconsin 
pei War II asiorges with the Army, Bell and Ohio Bell. 

attached to General facArthur’s head- For New England T. & T.—, $200,- 
quarters in the Pacific. He started his : cae com te 
life insurance career as an agent in Salt 900,000 coverage — principal carrier is 


Lake City in 1946, Four years later he John Hancock, other companies on case 
became a supervisor and in 1953 was heing Metropolitan, New England Life, 
promoted to assistant manager. State Mutual and Union Mutual. Prin- 
cipal carrier selected for Western Elec- 
tric is Equitable Society; for Bell Lab, 
The Prudential; for Bell ‘of Canada, the 
Sun Life. 


Massachusetts Mutual Life 
Suggestion System Awards 


Among carriers which have already 

During 1956 Massachusetts Mutual heen selected to participate in this pro- 
Life employes participating in the com- gram, in addition to Metropolitan, Pru- 
pany suggestion system were awarded dential, John Hancock, Equitable Society, 
$3,515. Of the 157 cash awards made, State Mutual, New England Life and 
work simplification accounted for 130 Union Mutual are Aetna, New York 
winning ideas. Life, General American, Southwestern 


The suggestion committee reports that 
40% of the ideas submitted by home 
office employes were adopted, while the 


Life of Dallas, Gulf Life, Life Insurance 
Company of Georgia, Provident Life and 
Accident and Pilot Life of North Caro- 


company ’s field staff, in its second year lina. 
of eligibility for suggestion awards, had The Group Life insurance plan now 
approximately 36% of its suggestions being written or under consideration 
approved. through co-ordination of Metropolitan 
Massachusetts Mutual’s employe sug- Life has no connection with the tele- 
gestion system was started in 1948. Since phone companies’ 44-year old benefit 
then, 1,685 cash awards have been paid plans which pay sickness and disability 
and total savings to the company are benefits and pensions as well as death 


estimated at over $137,000, 
credited to 1956. 

The minimum award is $10, but there 
is no fixed maximum. The highest award 
to date was $1,000, and last year the 
top award was $400 for a suggestion 
which resulted in greatly simplifying 
a long established routine. 


with $33,000 benefits. 

The number of Bell affiliates is ap- 
proximately 20. No one at Bell System 
would make an estimate of how large 
the Group insurance coverage under this 
program would be. And no one knows. 
Estimate in insurance circles is that 
eventually it may reach $3 billion. 
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Promotions by National Lifeof Vermont 


National Life of Vermont announced 
several promotions of the home office 
staff following the annual meeting. 


and Donald W. Pine, from chief invest- 
ment accountant to assistant treasurer. 
Frederick G. Mehlman was elected an 
attorney; Robert J. Cruden, chief in- 
vestment accountant; and William V. 
Boyd, assistant director of tabulating 
procedures. 

As assistant vice president, Mr. John- 
son thas been head of a department re- 
sponsible for personnel, purchasing and 
planning activities. In his new post of 
vice president he will be in charge of all 
planning for the company’s new home 
office building as well as continuing as 
department head. 


Fred Sigrist Dead 


Fred Sigrist, 88, St. Petersburg, Fla., 
a retired Equitable Society representa- 
tive, died there in December. A native 
of Switzerland, Mr. Sigrist was with 
Equitable in Pittsburgh for 65 years. He 
moved to St. Petersburg 13 years ago 
upon his retirement. 











New York. 





Superintendent of Agencies Needed 


A progressive eastern life insurance company, writing both Life 
and Accident and Health, is in the process of developing a number of 
new General Agencies and has an attractive opening for a Superin- 
tendent of Agencies for the Life Department. Applicant should have 
a successful experience in agency management and development work. 

This is an excellent position for the right man. 
held confidential. Write giving complete background and experience to 
Box 2477, The Eastern Underwriter, 93 Nassau Street, New York 38, 


Replies will be 











Companies Urge Responsive 
Interest Rate on VA Loans 


Washington—The fundamental solu- 
tion to tthe problem of reduced avail- 
ability of VA mortgage financing is to 
make the interest rate on VA mortgage 
loans sensitive and responsive to demand 
and supply forces in the capital market, 
it was expressed here to the House Com- 
mittee on Veteran Affairs by spokesmen 
for American Life Convention and Life 
Insurance Association this week. 

The two life insurance organizations 


Jr., vice 


were represented by Milford A. Vieser, 
financial vice president of Mutual Bene- 
fit Life, Newark, N. J.; Ehney A. Camp, 
president and treasurer of 
Liberty National Life, Birmingham, Ala. ; 
and R. Manning Brown, Jr., vice presi- 
dent in charge of real estate and mort- 
gage loans of New York Life. 

They pointed out that the interest 
rate on VA loans, and to a lesser extent 
the FHA rate, are the only “pegged” 
interest rates remaining in the capital 
markets. Unless some way is found to 
vary from its fixed level at 44%4% in 
response to money market forces, they 
said, continuing difficulty will be experi- 
enced in the VA mortgage field. 




















ROY L. JOHNSON 


Roy L. Johnson was promoted from 
assistant vice president to a vice presi- 


“| have ACCUMULATED more 
since joining Franklin than | 


EARNED the previous 5 years’ 


January 2, 1957 
Gainesville, Georgia 





RAY W. LATHEM 





Mr. Francis J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 


Here is the record of 
Ray Lathem’s cash 
earnings, starting with 











his first full year as a Dear O’B: 
Franklinite: : ? ee , ‘ , 
et It is certainly gratifying for me to review my financial picture 
and the great improvement that I have experienced since joining 
WO cn bes $ 6,162.45 Franklin. For a number of years I had been an employee of a jewelry 
ie — store with earnings averaging $75 a week. And I had no previous life 
| Breee: sings insurance selling experience. Yet, within a year, my earnings nearly 
are 9,912.06 doubled. 
JAMES E. LEDBETTER : 5 
Rev Ci? ae 8,083.56 This was made fairly easy through the use of our exclusive con- 
dent; James E. Ledbetter, from chief tracts, and Franklin sales methods. Believing in our “Specials” as I do, 
security analyst to supervisor of securi- 1955 10,849.20 ‘ ° 
Barre ier eto orate RE SE Mec — I simply explain them to my prospects—and they buy. 
P9GO Ss ova: 10,939.34 


Having more than sufficient livable income from first year com- 
missions, I have left my renewals—now in excess of $6,000—to accum- 
ulate at 3% compound interest. In all, I have saved, since joining 
Franklin, more than I earned in the previous five years! 


Whatever success I have enjoyed I attribute to our Special Plans, 
and the wonderful Franklin cooperation which I have constantly 
received. 





Cordially, 
Ray Lathem 





An agent cannot long travel at a faster gait than the company he represents! 


Lhe Friendly 
FRANKLIN LIFE cones” 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Three Hundred Fifty Million Dollars of Insurance in Force 


















E. REGINALD MURRAY 


4 ties; E. Reginald Murray, from agency 
a comptroller to administrative assistant; 
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B. M. Eiber Discusses 
Split Dollar Plan 


ADDRESSES NATIONWIDE MGRS. 


Says Primary Motive Should Be Em- 
ployer’s Desire to Aid a Valuable 
Employe Provide a Death Benefit 


‘The split-dollar life insurance plan is 
Bernard M. Eiber, CLU 
Bergen-Eiber Agency, Mutual 
Brooklyn, told a life insur- 
man- 


not a gimmick,” 
of the 
Trust Life, 
ance school conducted by regional 
agers or Nationwide Ins. Co. for district 
managers in Newburgh, N. Y., recently. 

“The plan has been presented too fre- 
quently as a method whereby an employ- 
er can profit when the employe dies,” 
Mr. Ejiber said. “The 
the employer,” he added, 
factor prompting the em- 


possible profit to 
“should not be 
the motivating 
ployer’s cooperation with the plan. The 
motivation should be the em- 


aid a valuable employe 


primary 
ployer’s desire to 
make adequate life insurance provision 
employe’s 
event of death.” 
The speaker noted that the “tax free 


for the beneficiaries in the 


loan” concept and not the possible profit 


to the employer should be stressed. Mr. 
Eiber told the audience of a tested sales 
approach in which the life underwriter 
asks the employer: “Do you know that 
this split-dollar insurance plan, which is 
so successful in holding key personnel, 
costs you nothing ?” 
He then outlined an example in which 
a key or in his middle 30’s, was 
insured under the split-dollar plan. Over 
a 20-year period, the employer advanced 
approximately $3,500 and the cost to the 
employe was approximately $600, which 
is less than the cost of Group insurance. 
When the employe died the employer 
received all his money back—tax free— 
and beneficiaries received more than 
$6,500. 
‘The most important thing to remem- 
” Mr. Eber said, “is that the employ - 
h 


er lends the money to help the ¢ 
pay for 





t employe 
life insurance and the loan is 
income tax-free to the employe. When 
the employe dies, the money returned to 
the employer is repayment of a loan and 
not taxable as income to the employer. 
“Until recently there was a feeling that 
the idea of split-dollar was discussed a 
more than it was used,” Mr. 
“However, in the past few 
months the plan has become more popu- 
lar and is particularly useful to the 
employer not in a position to establish 
pension or profit-sharing 


great deal 


Eiber said. 


a qualified 
plan.” 

He also pointed out: “It differs from 
certain other forms of ‘key man insur- 


ance’ in that it is to attract and keep 
up-and-coming young executives, rather 


th an to indemnify the aanlober for their 


loss 
Revenue Ruling 


Mr. E/iber traced the actual ca 
led to the Revenue Ruling (55- 
5, 1955) making the split-dollar plan 
possible. An wren yye had an option to 
pay a portion of > premium of a potics 
on his life (which phat ured the employe 
for the benefit of the employer), in 
return for partial control over the dis 
tribution of death benefit 

The question presented, according to 
Mr. Eiber, was whether the portion of 
insurance premiums advanced by an em- 
ployer constituted additional income to 
the employe 

The Revenue Ruling held that no 
realization of taxable income by the 
employe will result when his employer 
advances a portion of the premium and 
neither will the employer be taxed when 
the money is repaid because his pay- 
ments are considered a loan 

Another facet of the ruling that 
money paid to the employe’s beneficiaries 
wnd to the employer upon the employe’s 
death would not be included in their 
gross incomes, Mr. Ejiber said. 











respective 





BLRNARD M. EIBER 


“The practical result of the ruling,” 
Mr. Eiber noted, “is that it focused 
attention of life underwriters on a meth- 
od of increasing life insurance sales. 
Also, the speaker pointed out, the under- 
writer can now be of greater service to 
employers, employes and to employe’s 
families. 

“Today more than 70% of all corpora- 
tions are closely held,” Mr. Eiber said. 
‘A big problem which confronts these 
corpor: halons is the maintaining of loyal, 
intelligent manpower.” 

He described several fringe benefit 
devices used in solving this problem, 
such as pension trusts, Group insurance, 
increases in salary through insurance, 
key man insurance and the split-dollar 
plan 

‘The split-dollar is best for the small 
or medium sized firm,” Mr. Eiber sum- 
marized, “even though the employer ob- 
tains no income tax deduction for premi- 
ur ns advanced or benefits paid to the 
beneficiary of the employe. 

“Pension trusts and group insurance 
must be non-discriminatory and in order 
to qualify for a tax deduction it may be 
necessary to include more people than 
the employer wants to benefit. But, the 
split-dollar plan enables the employer to 
select key employes for this benefit with- 
out involving all employes 

“In addition,” he said, “if the employer 
does not take reimbursement of the 
money advanced and instead gives this 
cash value to the employe’s beneficiary, 
the employer will receive a tax deduc- 
tion of the amount he gives to the 
employe’s beneficiary and the beneficiary 
will receive up to $5,000 of the amount 
so received income tax-free. Of course, 
the death proceeds payable to the em- 
ploye’s beneficiary by the insurance 
company are also tax-free.” 





Economically Sound 


In conclusion, Mr. Eiber said: “The 
idea of the split-dollar insurance plan is 
economically sound and it has govern- 
ment approval. If properly used it can 
be of inestimable benefit to the employe, 
the employe’s beneficiaries and the em- 
pgp as well as a valuable addition to 
tI ales portfolio of alert underwriters. 

Mr Eiber is a New York State Bar 
Association member, chairman of the 
insurance law committee and member of 
the taxation committee of the Queens 
County Bar Association. He is executive 
vice president of the New York 
Chapter and past president of the Brook- 
lyn branch of the Life Underwriters 
Association and of the Brooklyn Life 
Managers Association. He is a_well- 
known lecturer and is presently a faculty 
member at the School of Insurance of 
the Insurance Society of New York 
where he teaches “The Legal Aspects of 
Life Insurance.” He was chairman and 
moderator of the 7th and 8th Annual 
Planner’s Day program in 1955 
and 1956, sponsored by the New York 
CLU Chapter. 





State Mutual Makes 
Many Policy Changes 


RESULTS OF 2 YEARS RESEARCH 


New Basic Policy Portfolio Designed 
to Compete With Best in 
Insurance Business 


State Mutual Life announces the most 
sweeping changes in its policy portfolio 
ever made at one time in its entire 
113-year-old history. Two years of re- 
search and planning went into the proj- 
ect, the main object of which was to 
divert premium dollars into more policy- 
holder benefits. 

In 1955 a “Product Development Pro- 
gram Committee” of key home office 
specialists teamed up with representa- 
tives of State Mutual General Agents 
Association to design and develop a new 
basic policy and policy portfolio that 
would compete with the best in the 
industry. 

As a result of this work several major 
objectives have been accomplished, the 
company states. Many former practices 
are now guaranteed contractual provi- 
sions. Settlement options, reinstatement 
and dividend provisions have been lib- 
eralized. Additional competitive provi- 
sions, especially the new change in plan 
and premium refund beyond month of 
death features, were also made guaran- 
tees. Several new policies with wide sales 


appeal have been added. Policy forms 
have been completely restyled with 
changes made in size, color and typo- 


graphical dress. Forms and procedures 
have been improved to simplify process- 
ing and to reduce expense. Liberaliza- 
tions, wherever possible, have been made 
retroactive to existing policies. The port- 
folio has been made simple, flexible and 
salable to keep pace with public needs 
and trends. 

Sequence and text in the new policies 
have been improved. Living values and 
tables of cash and loan values head the 
list of provisions, paragraphs and head- 
ings are numbered for easy reference, 
settlement options are more orderly 
presented, variable data are concentrated 
in one area and an entire page is re- 
served for endorsements. 

Through a series of printed flyers, 
technical bulletins and regional meetings 
members of the company’s full time field 
force were given advance information 
about the entire Product Development 
program. A stepped- -up trade paper ad- 
vertising cz ampaign is being conducted in 
1957 to notify brokers and others in the 
insurance business of the many specific 
changes and liberalizations and of the 
new items added to the line. 


New Policies Issued 


Among the new policies introduced 
are: The Executive 20 ($25,000 minimum 
face amount), a 20-payment endowment 
at age 9) plan; Term to age 70; five- 
year Automatically Renewable Term, 
and 30-year Reducing Term. 

In order to provide as comprehensive, 
flexible and useful settlement options as 
may be obtained in the insurance indus- 
try, State Mutual has incorporated many 
of its previous settlement option prac- 
tices into contractual provisions. The list 
is large but the following serve to indi- 
cate the broad liberalizations that have 
been made. Three joint and survivor 
annuity options added beneficiary 
given the right to change at any time 
from one option to another including 
life income options at rates specified in 
the policy . beneficiary may take up 
to one year to decide how to use ma- 
tured proceeds original owner may 
use life income options upon surrender 
of policy. 

The adjustment of death benefit pro- 
vision in the new policy series provides 
that any portion of the premium paid 
beyond the policy month of death will 
be refunded. A guaranteed interest rate 
of 2% will now be paid on all proceeds 
paid in a lump sum, from the date of 
death to the date of settlement, if within 
a one year period. 

The change in plan rider has been 
fully revised, liberalized and built into 


Settlement Options Book 
By Redeker and Reid 


Harry S. Redeker and Charles K. Reid, 
I], CLU, are authors of a new book, 
“Life Insurance Settlement Options,’ 
published by Little Brown and Company, 
Boston and Toronto. Mr. Redeker is 
general counsel of Fidelity Mutual Life 
and Mr. Reid is senior consultant of 
Life Insurance Agency Management As- 
sociation, 

Among subjects discussed are impor- 
tance of settlement options, program- 
ming the life insurance estate, settle- 
ment options in life insurance and new 
contracts, use of these options to cover 
needs, general rules and practices gov- 
erning use of these options, legal and 
tax aspects and programming in action. 





the new policy series as a contractual 
provision. Any policy may now be 
changed as of the original age and date, 
without evidence of insurability, to any 
form of higher premium or higher re- 
serve insurance. The premium paying 
period after the date of the change has 
been reduced from ten years to five 
years and there is now no top age re- 
striction in the change in plan provision. 
Changes to higher premium policies 
after one year may be made by paying 
only the reserve difference. No interest 
will be charged. 

The popular automatic premium loan 
rider has been improved and included 
into the new policy series and the rein- 
statement provision broadened. 

First-year dividends will now be paid 
subject only to the payment of the first 
premium applicable to the second policy 
year and it is guaranteed that dividend 
additions will participate. A post-mortem 
dividend will be paid if death occurs 
after the first policy year. 

When a change of beneficiary is re- 
corded at the home office the change 
will take effect as of the date the nomi- 
nation was signed whether or not the 
insured is living when the change is 
recorded. The owner can reserve the 
right to change the beneficiary under 
a supplementary contract. 

Juvenile full death benefits will start 
at age six months on graded benefit 
policies at no increase in premium. 


New Riders Added 


Two new term riders have been added. 
One is the level term rider to age 65 
and the other is a family income rider 
also to age 65. 

State Mutual says that the new waiver 
and disability annuity rider is probably 
the only type of coverage in America 
today which in combination with basic 
permanent insurance provides a genuine 
package of life and disability insurance. 
It guarantees $10 monthly income for 
each $1,000 of basic policy, monthly in- 
come to age 65 during disability, cover- 
age termination date to age 60. The 
basic policy matures as an endowment 
at age 65 during total and permanent 
disability with full protection for all 
civilian aviation hazards and more liberal 
underwriting. 

Liberalizations in family income riders 
are such that $10 monthly income is 
provided entirely by the rider. On a 
$10,000 basic policy it is possible to select 
any amount of income from $25 to 3% 
of the basic policy. There is no longer 
a fixed ratio of life to term. 

The underwriting scope of additional 
death benefits has been expanded and 
liberalized within the present rate struc- 
ture. The age range for this coverage 
he as been increased from ages 16 through 
55 to ages 10 through 60 and maximum 
coverage has been raised from age 65 
to age 70. Retentions have been greatly 
increased; at ages 20 through 50 it has 
been doubled to $50,000. The additional 
death be = may be equal to or less 
than the face amount of the basic policy 
and the coverage will continue during 
disability. 

Many other features have been adopted 
to make State Mutual’s life insurance 
policies the most liberal and most flexi- 
ble contracts it has ever offered in its 
history. 
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Postal Life Has Its 


ARTHUR MILTON AGENCY LEADS 





Total Insurance Now in Force Over $158 
Million; New Business 45% More 
Than Last Year 





Postal Life of New York reports that 
1956 was the best in its 51 year history. 
New paid-for business went over $37,- 
000,000, 45% ahead of 1955. Total insur- 
ance in force now exceeds $158 million. 

The Arthur Milton Agency in New 
York City led the company in volume, 
premium and number of lives, and broke 


ARTHUR MILTON 


all previous agency records by paying 
for over $6,300,000 during the year. Mr. 
Milton was also presented the Presi- 
dent’s Trophy for the “best all around 
agency building job 1956” by 
President George Kolodny at the com- 


during 


pany’s meeting for its general agents at 
the Shoreham Hotel, Washington, D. C. 

This is the second time that the Mil- 
ton agency has paid for over $6 million, 
and the third time his agency has led 
the company since he started with 
Postal Life eight years ago as a gen- 
eral agent. His agency had the com- 
pany’s leading personal producer, and 
Mr. Milton, himself, ranked second in 
premium and fourth in volume. This 
agency had more men and women qual- 
ify for the company’s production clubs 
than any other agency, with 16 quali- 
fiers, 

The Alvin Wolff Agency led the com- 
pany for seven months of the vear and 
ended in second place with over $5 mil- 
lion of paid-for new business. The Mil- 
ton Altschul Agency, also of New York 
City, ranked third for the year. It led 
the company during three months of 
1956 and paid for more than $5 million 
of business, a new record for the agency. 
The Harold DeMian Agency, New York 
City, ranked fourth for the year with 
nearly $4 million of new business, which 
was a new high for the agency. 

Assistant General Agent Dominick 
Dragonetti of the Arthur Milton Agen- 
cy paid for over $1,200,000 of personal 
business. This is the second time that 
he has led the company’s agents. He 
has always ranked among the leaders 
since he joined the company six years 
ago.. He has qualified for the National 
Quality Award every year for the past 
five years and leads the company by 
\rifing an app a week for six consecu 
live years with an average of 3% apps 
a week. 


During the year, Postal Life issued 


an entirely new rate book and dividend 


Inanual—with reduced premiums, more 
liberal settlement options and occupa- 


Best Production Year 


WILMINGTON 99, 


tional ratings, double indemnity, lower 
aviation rates and premium waiver pre- 
miums, new mortgage and life expect- 
ancy term policies and family income 
riders. Postal entered Delaware, Indi- 
ana, Illinois, Maryland, and the Dis- 
trict of Columbia. It appointed three 
new general agents—Leland Boyce in 
Albany, Donald Swain in Washington, 
D.C., and John Turley in Hartford. 
Furman Phelps was appointed home 
office Group supervisor and the com- 
pany is showing rapid growth in_ this 
field. 


Beneficial Standard Names 
World Wide in Chicago 


World Wide Insurance Survey & Serv- 
ice Agency, Inc., Chicago, has been 
designated as general agent for the 
Beneficial Standard Life in the Chicago 
area and for Illinois. 

World Wide, which has been estab- 
lished in Chicago for many years, will 
handle life insurance business for Bene- 
ficial Standard, according to Beneficial’s 
3rokerage Division Manager Otto Forst. 





Dr. Robert Middlebrook Dead 

Dr. Robert Middlebrook, 71, of Jack- 
York, for 
merly medical examiner of the Travel- 


son Heights, Greater New 


ers until his retirement in 1948, died in 
New York Hospital in January. Dr 
Middlebrook was a graduate of Yale and 
Jefferson Medical College, Philadelphia, 
and was a captain in the Medical Corps 
in World War I and won the French 
Croix de Guerre. He left a widow and a 
son and daughter. 








WE ARE 
BUILDING 
IN THESE 

STATES! 


























STIGATE AT ONCE! 


WRITE, WIRE OR PHONE COLLECT 
Paul Reichart, Vice President in Charge of Sales 
Telephone: Olympia 4-2474 


LIFE INSURANCE CO. of AMERICA 


DELAWARE 





INVESTIGATE OUR 
PROPOSAL...LOADED 
WITH MONEY-MAKING 
ADVANTAGES FOR YOU! 


COMPETITIVE ADVANTAGES 


L.I.C.A. Policies are replete with unusual 
selling features. For instance—the L.I.C.A. 
DIAMOND — an endowment that has a 
$1,200 cash value per $1,000 face 
amount guaranteed at 65.. 
premiums paid in addition to face amount 
death benefit during period (20 years) in 
which premiums are paid. 


MERCHANDISING ADVANTAGES 


A hard-hitting, sales producing program 
from “mail to sale”. The modern, up-to- 
the-minute aids we furnish are tested and 
proved for powerful selling force. Every- 
thing furnished to you without charge. 


ADVERTISING ADVANTAGES 


We help you develop sales potential 
through local advertising, direct mail, 
quality-lead programs. This is not a spo- 
radic, hit or miss effort but a consistent, 
result-getting plan paid for by L.I.C.A. 


CONTRACT ADVANTAGES 

10 pay Life * 20 pay Life * 30 pay Life 
* Life paid at 65 * modified Life * whole 
Life * preferred Life * double protection 
¢ 5 types of endowment °* 2 types of re- 
tirement * 9 juvenile plans * mortgage 
policy * convertible term * accident and 
health * Hospitalization. 


SPECIAL HELP ADVANTAGES 


We have an outstanding Assistance plan 
— affords you unlimited earning possibili- 
ties. We give you the backing and whole- 
hearted support for positive success. 


CASH-IN-POCKET ADVANTAGES 


This is truly a “ground floor” opportunity. 
L.I.C.A.’s vigorous program of agency 
building offers outstanding opportunities 
for both types of general agents — pro- 
ducing and organizing. Wonderful brok- 
erage and surplus agreements! You can 
make money with L.I.C.A. 





. returns all 



















Sie a em 


February 1, 1957 








HOWARD W. KRAFT 

Howard W. Kraft, 
director of agencies and David C. 
gan, vice president and manager, 


Vice president and 
Mor- 
mort- 


gage loans, were elected directors of 
Ohio State Life at the annual meeting, it 
was announced by President Frederick 


E. Jones. 


DAVID C. MORGAN 


New life insurance paid for last year 
totaled $62,583,097, President Jones re- 
ported. Insurance in force was $351,- 
738,606. The accident and 
sickness production was up 31424% over 
the previous year. 


company’s 





Dallas Reinsurance Office 
By Lincoln National Life 


A regional reinsurance office, believed 
to be the first in the life insurance busi- 
ness to provide reinsurance clients with 
complete underwriting facilities on a 
will be established in 
Dallas during February by Lincoln Na- 
tional Life, Walter O. Menge, president 
of the company, has announced from the 
home office in Fort Wayne, Ind. 


regional basis, 


The new office will be located in down- 
town Dallas at 2006 Bryan Street. It will 
be staffed by personnel employed from 
the Dallas area and several people mov- 
ing from Fort Wayne. The reinsurance 
service provided by the new office will 
be under the direction of Dean A. 
Thomas, regional reinsurance manager. 
Ernest F. Ehresman, regional under- 
writing manager, will be in charge of 
underwriting service. Donald A. Pahl, 
reinsurance supervisor and_ assistant 
underwriter, will be in charge of office 
operations and assist Mr. Thomas and 
Mr. Ehresman in their respective areas. 

The Dallas office will commence oper- 
ations by serving only life insurance 
companies domiciled in Texas. In the 
near future, however, company officials 
expect to expand its operations to in- 
clude other states in the South and 
Southwest. Direct teletype and telephone 
wire service will be maintained between 
the Dallas office and the company’s home 
office in Fort Wayne. 

The formal opening of the regional 
office will be held during March. Mr. 
Menge, John Phelps, second vice presi- 
dent, who directs the company’s reinsur- 
ance operations, D. B. Seamans, second 
vice president in charge of underwrit- 
ing, and other officials will attend from 
the home office. 


Executive Committee of 
Claim Association to Meet 


George W. Lane, Jr., chairman of the 
executive committee of the International 
Claim Association, has announced that 
the next meeting of the committee will 
be held in New York on February 7. 
be held at the Gram- 


The meeting will 
ercy Park Hotel. 





Holman on Board of Met. 


= 

Eugene Holman, chairman of board 
and chief executive officer, Standard Oil 
Company (New Jersey), has been elected 
a member of Metropolitan Life’s board. 


Issues Family Policy 

American National of Galveston is 
issuing a new non-participating Ordinary 
family type policy. Named the “Full 
Family Protector,” the policy provides 
insurance in units of life and term, each 
unit giving $5,000 whole life on the hus- 
band, $1,000 term on the wife, $1,000 
term to age 20 on each child. 











Union Bankers Appoints 
Lasko Regional Manager 


E. J. Lasko thas been named regional 
manager in Indiana for Union Bankers. 
Previously Mr. Lasko was_ connected 
with the Dallas home office of the Union 
Bankers as sales promotion manager. 
He has been with the organization seven 
years. 


Government Employes Co. 


The Government Employes Insurance 
Co. has declared. a dividend in stock 
totaling 28,735 shares, payable Feb. 27 
to stock of record Feb. .7 These addi- 
tional shares will receive the next quar- 
terly dividend of 35¢ per share payable 
March 25 to stock of record Feb. 28. 


HEADS PRUDENTIAL DISTRICT 

Isidore Ezor has been appointed head 
of The Prudential’s Orange, N. J. dis- 
trict to succeed the late John F. Sheeran. 
Mr. Ezor joined the company as an 
agent in Passaic in 1948. He was pro- 
moted to a staff managership in 1953 and 
has held that post in Passaic and Kearny 
until his present appointment. 








NEW LIFE CO. IN CALIFORNIA 

Insurance Commissioner F. Britton 
McConnell of California has approved 
the name of General Life Insurance Co. 
of California for a new insurer to be 
organized in San Francisco. Bronson, 
Bronson & McKinnon are counsel for 
the organizers of this proposed insurer, 


Equitable, Iowa, 90th 


HELD THROUGHOUT THE NATION 





Affair; 500 at Company’s Des 
Moines Dinner 


The 90th anniversary of the Equitable 
Life of lowa was the occasion for din- 
ners held by general agencies of the 
company throughout the nation. Donald 
L. Shepherd, CLU, head of the com- 
pany’s agency at 55 Liberty Street, was 
toastmaster at the dinner here held at 
the White Turkey Restaurant in Madi- 
son Avenue. It was attended by office 
staff, agents and wives. 

At all the general agency dinners 
recorded talks made by President Fred 
W. Hubbell and Agency Vice President 
Ray E. Fuller were heard. 


Insurance in Force $1.491 Billion 


Mr. Hubbell said the assets of the 
company had increased to $583,132,400 
by end of 1956. Surplus was increased 
by $2,340,000, the total, together with 
capital, amounting to $28,209,000. New 
life insurance paid during 1956 was $151,- 
280,000, largest annual production in 
company’s history. Outstanding insur- 
ance increased to $1.491 billion, also a 
record high. Payments to policyholders 
and beneficiaries increased to $40,045,000 
during the year. 

The banquet in Des Moines was at 
Hotel Fort Des Moines, with more than 
500 present, including members of the 
board of trustees and Insurance Com- 
missioner Oliver Bennett of the Iowa 
Insurance Department. A new trustee 
elected at the annual meeting was Rich- 
ard R. Deupree, Cincinnati, chairman of 
Procter and Gamble Co. 


Advisory Council Member 


General American Life announced the 
appointment of General Agent D. W. 
Styne, Kam: vaina Agencies, Honolulu, to 
the company’s five-man General Agents’ 
Advisory Council. 

Mr. Styne became General American 
Life’s Honolulu general agent in 1954. 
In two years, the multiple agencies un- 
der his direction had become the fifth 
ranking sales organization in General 
American Life. 

The General Agents’ Advisory Coun- 
cil, established in 1951, consists of five 
general agents with rotating member- 
ship and chairmanship. The Council 
makes suggestions and counsels with 
Powell B. McHaney, company president, 
and other home office officials on coyer- 
ages, sales aids and other matters where 
the experience of the field organization 
helps the company form sound operating 
policies. 


New Non-Medical Limits 
For United Life & Accident 


New liberal, non-medical amount and 
age limits for life insurance and accident 
and sickness insurance have been an- 
nounced by United Life and Accident, 
Concord, N. H. 

Formerly United Life’s non-medical 
limits on life insurance contained three 
age classifications with a maximum 
amount of $10,000. This has now been 
increased to four age classifications: 0 to 
25, 26 to 30, 31 to 35 and 36 to 40 with 
these new respective limits: $15,000, $12,- 
500, $7,500 and $5,000. These new limits 
apply to both males and females. 

Under the liberalized schedule accident 
insurance will be issued on a non-medi- 
cal basis at all ages and for all amounts, 
while accident and sickness insurance 
will be issued on a non-medical basis 
from ages 18 through 40, providing the 
total amount of accident and sickness 
disability insurance in force with United 
Life and applied for does not exceed 
$150 per month. Also, any accident and 
sickness disability policy will be non- 
medical if life policy applied for at same 
time is non-medical. 


Anniversary Dinners 


Gen. Agent Shepherd Host at N. Y. C. 


Director of American Life 


es 






























RANDOLPH E. BROWN 


Randolph E. Brown has been elected 
a director of American Life Insurance 
Co. of New York, recently formed life 
insurance affiliate of American Surety 
Co., it was announced yesterday by 
William E. McKell, president of both 
companies. Mr. Brown is vice president 
of American Life, handling general ex- 
aes assignments, and vice president 

American Surety in charge of agen- 
cies and production. 





HEARD On The WAY 











Dr. John Sloan Dickey, president of 
Dartmouth College, will deliver the ini- 
tial lecture of the David McCahan Foun- 
dation at the International Insurance 
Conference to be held during the 75th 
anniversary ceremonies of the Wharton 
School of Finance at University of 
Pennsylvania in May. Harold M. Stew- 
art, CLU, executive vice president of 
The Prudential, is chairman of the gov- 
erning committee of the Foundation 
which was established as a memorial to 
Dr. David McCahan who was fourth 
president of American College of Life 
Underwriters and w ho et in 1954. Hon- 
orary chairman is Dr. S. S. Huebner. 

Eleven prominent sis figures 
are members of the governing commit- 
tee. Subcommittee chairmen are these: 
lecture: Ray D. Murphy, chairman and 
president, Equitable Society; arrange- 
ments: Charles J. Zimmerman, presi- 
dent, Connecticut Mutual; publications: 
Hilbert Rust, president "of Insurance 
R. and R. Service. 


Basil C. MacLean, Commissioner of 
Hospitals of New York City, newly ap- 
pointed president of the Blue Cross 
Association, announces election of two 
vice presidents of the association. They 
are Antone G. Singsen, associate di- 
rector of the Blue Cross Commission, 
Chicago, who will be in charge of Blue 
Cross operational functions, and J. Doug- 
las Colman, vice president of Johns 
Hopkins University and Hospital, Bal- 
timore, who will have as his primary 
responsibilities the area of public rela- 
tions and research. The recently reor- 
ganized Blue Cross Association will act 
as national spokesman for its members, 
the local Blue Cross plans, dealing with 
national problems affecting the hospital 
care prepayment program. 


Uncle Francis. 


MARKS 30TH ANNIVERSARY 

Russell S. Moore, manager of agencies 
for Midland Mutual Life, recently ob- 
served his 30th anniversary with the 
organization. In recognition of his serv- 
ice, he was presented with a 30-year pin 
by President C. O. Sullivan at a lunch- 
eon. 
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Bankers National Passes 
$400,000,000 in Force Mark 































Ralph R. Lounsbury, president, Bank- 
ers National Life, Montclair, N. J.,. is 
pictured above displaying chart showing 
company’s growth in insurance in force. 
The $400,000,000 mark was passed sev- 
eral weeks ago, 

Founded in 1927 the company attained 
the first one hundred million in a little 
over 17 years, the second hundred mil- 
lion in seven and one-half years and the 
third hundred million in three years and 
two months. It took only 17 months to 
cross the four hundred million mark. 


GAMC Mid-Year Speakers 

Fred H. White, CLU, chairman of 
the program committee of the General 
Agents and Managers Conference, has 
announced three top-flight speakers who 
will appear on GAMC’s Mid-Year meet- 
ing, March 24-28, at Roanoke. 

Mr. White, general agent for Massa- 
chusetts Mutual in Buffalo, points out 
that these speakers are only part of the 
complete management program now be- 
ing arranged. 

Speakers who will appear are: 

Ralph G, Engelsman, Editor, Probe, 
who will give Probe’s “Future Trends 
in the Life Insurance Business.” 

John L. Lobingier, Jr., director of 
publications, LIAMA, who will discuss, 
“Public Relations—What Are You Do- 
ing About It?” 

Harold Sloane, CLU, general agent, 
Continental Assurance Co., will discuss 
“Split-Premium Dollars—To Get Men 
Into the Business Insurance Market.” 


Samuel Berman Honored 

Samuel Berman was honored at a 
dinner held at the Hotel Taft in New 
York on January 24, at which time he 
became general agent emeritus after 33 
years of service with Security Mutual 
Life. 

Among the 60 people who attended 
the affair were Norman T. Carson, agen- 
cy vice president and Robert E. Richard, 
superintendent of agencies, who wished 
Mr. Berman the very best in the years 
to come and praised him for his valuable 
contribution to the company’s growth 
and for his many achievements. Ex- 
pressing the agency’s appreciation was 
J. Henry West of the Rovins & West 
Agency, who spoke for the members of 
the Berman Agency on Mr. Berman’s 
leadership and guidance through the 
years. Other guests to pay homage were 
Benjamin Gassman of the Masonic Or- 
der, Jacques Torezyner, vice president 
of the Zionist Organization of America 
and Rabbi Berkowitz of the B’nai Jeshu- 
rin Temple. 


NAMED BY NEW YORK LIFE 


William L. Fehon, Jr., Edwin P. Brooks, 
Appointed as Divisional Group Sales 
Managers 


Appointment of William L. Fehon, Jr., 
and Edwin P. Brooks as divisional Group 
sales managers of New York Life has 
been announced by Ervin C. Jones, sec- 
ond vice president. New York Life has 
completed its best year in Group insur- 
ance sales, with more than $14,600,000 in 
new premium income. Volume of new 


Group life insurance totaled $458,200,083. 

Mr. Fehon had been regional Group 
manager in the company’s northeast re- 
gion. He previously served in the home 
office as manager of Group sales. In 1951 
and 1952 he was regional Group man- 
ager in the southern territory. 

Mr. Brooks was previously manager 
of policyholder relations and worked in 
all regions in the installation and serv- 
icing of large Group cases. 

In their new positions, Mr. Fehon will 
have direction of sales in the northeast, 
southern and mid-east regions and Mr. 
Brooks in the mid-Atlantic, western and 
Canadian regions. 


Appoint Scott, Lammey 


In line with a program of district 
Hancock 
Mutual has announced the opening of 
new district offices in Monmouth, N. J., 
and Poughkeepsie, N. Y. 
Fred Scott, Jr., formerly 
supervisor in the company’s east central 


agency expansion, the John 


regional 
territory, has been appointed district 
manager at Monmouth. Archibald Lam- 
mey, Jr., formerly assistant district man- 
ager at Yonkers, has been appointed 
Poughkeepsie district manager. 
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Your client signs a note for the total amount of 
his annual premiums plus a small additional charge. 


The Chase Manhattan pays your client’s premiums for 
a full year in advance. (You collect full commission 
immediately.) 


Your client repays the Chase Manhattan in 
convenient instalments over a period of one year. 
In many instances your client saves money under 


The Chase Manhattan provides life insurance without 
cost to your client covering unpaid balance of 
his note up to $5,000. 


Call “instalment Credit Division” 
HAnover 2-6000, Ext. 377 
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FREE LESLIE GOULD ADVICE ferences last fall at the Waldorf-Astoria 
Hotel, which discussed the petroleum ) 4 





Leslie Gould of the New York Jour- 
nal American, the country’s chief finan- 
cial writer and hardest hitting one, has 


industry, there were present executives 

of 225 insurance companies. Officers of Moreland Commissioner Joseph M. Callahan is shown in accompanying picture 

resumed in his columns discussion of  ‘ hase Manhattan Bank address hundreds oe Proscar Aha ios Spratt gee ne gy “se od _ 

At of meetings throughout the country on picture, L. to R., are Bernard S. Meyer, associate counsel; Theodore Tannenwald, 

time of its last triennial examination by specialized subjects. Jr., special counsel ; Governor Harriman; Judge Callahan and Josenh A. Doran, 

New*® York Insurance Department Mr The Chase Manhattan had at end of counsel, Commissioner Callahan is a retired judge of the Appellate Division, New 
1956 a staff of almost 14,600 men and York Supreme Court, First Department. 


Gould confined his column largely to . 
women in 93 offices in New York City ——____—___———- poecnaeianaibiaasns 
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Editor Joins Insurance Board 

Ogden Rogers Reid, president and 
editor of the New York Herald Tribune, 
has been elected a director of the Mas- 
sachusetts Mutual Life. 

Mr. Reid, whose father was editor. of 
the New York Herald Tribune at the 
time of his death in 1947, is a grandson 
of the late Whitelaw Reid, one-time 
United States Ambassador to the Court 
re) ie See previously United 
States Minister to France. In 1872 
Whitelaw Reid succeeded Horace Greeley 
as editor and principal of the New York 


James and 


Tribune. His grandmother, the late Mrs. 
Reid, was Elizabeth Mills, daughter of 
Darius Ogden Mills, California pioneer 
and financier, and well known for her 
many philanthropies. 

Since becoming president and editor 
of the Herald Tribune Ogden Reid has 
considerably increased its news cover- 
age, added to the number of its brilliant 
columnists and reporters, doubled the 
size of its business and financial news, 
and largely increased its circulation. Its 
typographical appearance has been 
copied by newspapers throughout the 
country. 

Mr. Reid is a director of the Better 
Business Bureau of New York City and 
of the Panama Canal Co. 

a oe 


Jimmy Carroll 


Many of the insurance organizations 
are using professional talent for en- 
tertainment at their dinners. A familiar 
figure at these and other banquets in 
industry is Jimmy Carroll who co-starred 
with Rise Stevens on “The Prudential 
Family Hour,” radio and TV, and who 
has sung opposite Mary Martin in “One 
Touch of Venus.” He is also an RCA 
Victor recording artist. Currently, he is 
appearing on Arthur Godfrey morning 
show, both radio and TV. 

Mr. Carroll is associated with Stanley 
Melba in producing and supplying music 
and other entertainment for these func- 
tions. Carroll and Melba call their or- 
ganization “Entertainment Unlimited, 
Inc.,” or “Stanley Melba Associates.” 
Its headquarters are in this city. 

en ee 
Sleuths Were Insurance Men 

Two of the four New York detectives 
who figured in arrest in Waterbury, 
Conn., of George P. Metesky, known 
as “The Mad Bomber,” were formerly 
in the insurance business, Metesky in 
16 years planted a number of bombs in 
theatres, railroad stations and other 








public places in New York, some of 
which exploded and injured people. 

The two detectives are Richard J. 
Rowan and James J. Martin. Mr. Rowan 
went to work for Fire Association of 
Philadelphia in its New York metro- 
politan office in July, 1942. In January, 
1943, he was given leave of absence and 
joined the Marines, returning to Fire 
Association three years later. Most of 
his time after returning from his service 
with the Marines was spent as a spe- 
cial agent in the New York metropolitan 
area. He resigned to join the New York 
Police force. Mr. Martin was with the 
agency department of the Equitable So- 
ciety and also served four years in the 
Navy. Eleven years ago he joined the 
New York police force, 

ee ea 


Death of Mrs. John McGinley 


A letter from John McGinley, former 
vice president of the Travelers and long 
the director of its casualty operations 
in this city, gives news of the death of 
his wife. Following a stroke late in 
November Gertrude McGinley was taken 
to a hospital in Pasadena where her 
condition grew worse resulting in her 
death after being in the hospital more 
than a month. 

During the last few years as vice 
president of the Travelers the Mc- 
Ginleys lived in Greenwich Village at 
302 West Twelfth Street. There Ger- 
trude McGinley established a reputation 
as being one of the most consistent 
hostesses affiliated with the insurance 
business, and one of the most gracious. 

The McGinleys rarely ate dinner by 
themselves. An almost incredible num- 
ber of insurance men paid social as well 
as business visits to John at his Travel- 
ers Offices, then at 55 John Street. One 
of the most companionable of men John 
would almost invariably invite some 
visitor to dinner. As Gertrude was also 
extremely fond of people the welcome 
mat was always present. If John called 
Gertrude from the office and informed 
her he was bringing home half a dozen 
guests she never demurred, even if the 
message came at 5 o’clock. While some- 
times the guests would dine at the Mc- 
Ginley apartment (at least that was 
John’s idea as he left the office en route 
to Greenwich Village) he mostly would 
take his guests to a restaurant in the 
neighborhood of his home. He was 
familiar with all of them; called every 
Village headwaiter by his front name. 

After John retired from the insurance 
field he and Gertrude moved to Miami 
where they lived in a hotel not far from 
the Hialeah race track. That was_ be- 
cause of Gertrude’s love of horse racing 
and she went to the track every day 
during the racing season. John liked 
boats more than he did horses, but he 
wanted to make life as pleasant as pos- 
sible for Gertrude. Finally, he got fed 
up with Florida and they moved to 
Pasadena to spend the rest of their 
lives there. 





Herald Tribune Editor 
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Absurd Shoplifting Charge 


The unfortunate and nauseating ex- 
perience of Insurance Commissioner 
Oliver P. Bennett of Iowa in being un- 
justly charged with shoplifting a 67-cent 
tube of hair dressing in a Des Moines 
drug store and his quick acquittal in Mu- 
nicipal Court by Judge Ray Harrison, 
brought the supervisory official a flood 
of sympathetic letters. 

Shocked by the absurdity of the charge 
against him in the drug store the Com- 
missioner, who is owner of 2,000 acres 
of Iowa farm land, is a former State 
Senator and is past president of the 
Judge Advocates Association and natu- 
rally stands high in public esteem, lost 
his temper. He did some protest shout- 
ing. Police also got irritated and _ not 
only stupidly held him in jail for five 
hours, but refused to permit him to 
telephone his office, a lawyer or personal 
friends. When the case came _ before 
the municipal court judge the following 
day the judge instantly dismissed the 
charges and ‘the city prosecutor, L 
Joel Pizinger, signed a statement say- 
ing that a terrible mistake had been 
made. In the meantime, a spate of 
stories of the arrest was printed in 
daily papers throughout the country 
The drug store offered an apology say- 
ing that a slip showing that 67 cents 
had been paid for the tube was found 
after the arrest. 

One reason why the drug store inci- 
dent disturbs people is because of fear 
by men that almost anybody can _ find 
himself in a somewhat similar situation 
which will result in some bad personal 
publicity, or worse. 


ee ee: 


Departmental Comment on Consumer 
Credit Life Insurance 


In the report on insurance charges 
in consumer credit transactions  sub- 
mitted to Insurance Superintendent 
Leffert Holz of New York State by 
F. Roger Downey, administrative assis- 
tant to the Superintendent, some space 
is devoted to credit life insurance which 
Mr. Downey says fills a definite need 
for both the lender and the borrower. 
It protects the lender by indemnifying 
him for any losses that might result 
from the death of a borrower. It pro- 
tects the borrower’s survivors by reliev- 
ing them from liability and harassment. 
This form of insurance has grown tre- 
mendously in the past few years, a 
consequence of the rapid increase in 
installment sales. 

Group credit life insurance pays the 
outstanding indebtedness in the event 
of the borrower's death. 

Individual credit life insurance is sold 
in two forms—level and decreasing term. 
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In level term insurance, the principal 
sum remains the same during the entire 
policy period. In decreasing term poli- 
cies, the sum is reduced periodically as 
the obligation is repaid. The usual rate 
for the level type is $2 per $100 of initial 
indebtedness per year, while for decreas- 
ing term it is $1 per $100. On the 
other hand, the customary rate for Group 
credit life insurance is 50 cents or less 

Mr. Downey says: “For some time the 
Department has been concerned about 
the wide difference between individual 
and Group rates and in 1954 advised 
the companies that individual level-term 
filings would not be accepted at a rate 
exceeding $1.50. This rate reduction was 
regarded as only a temporary measure 
until such time as the entire problem 
of credit life insurance should be re- 
viewed. 

“It should be recognized that level- 
term insurance covering the total amount 
of the loan is not consistent with na- 
ture of credit life insurance. Credit 
life insurance should only be concerned 
with providing for payment to the lender 
of the portion of the debt outstanding 
at the time of death. When insurance 
also covers the amount repaid and pro- 
vides that amount to the debtor's sur- 
vivors, it cannot be regarded as credit 
insurance.” 

In the opinion of the Department’s 
chief counsel the sale of individual credit 
life insurance in connection with a 
financed transaction is in violation of 
Section 193 of the New York Insurance 
Law. Most financing institutions proc- 
ess a sufficient number of loans to quali- 
fy as master policyholders under Section 
204. “However, to permit the financial 
agency with even the smallest volume 
to be eligible for Group credit life cover- 
age, consideration might be given to 
decreasing the present minimum re 
quirement from 100 new entrants annu- 
ally,” says Mr. Downey. 

Group credit life insurance has been 
sold for approximately 40 years, but its 
period of most rapid growth has been in 
consumer credit, particularly installment 
sales. Fifteen billion dollars of credit 
life insurance are in force today with 
approximately four-fifths covered by 
Group contracts and the remainder by 
individual policies. 

“The problem areas center around 
excessive profits made by the financing 
institutions and agents,” says Mr 
Downey. “Although those problems do 
not seem to be as serious in Group 
credit life insurance as in other forms 
of consumer credit and small loan in- 
surance nor as widespread it devolves 
upon regulatory authorities to make cer- 
tain that the insurance purchaser re- 
ceives maximum protection at the lowest 
possible cost consistent with sound un- 
derwriting practices.” 
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New Errors, Omissions 
Form Is Recommended 

PROVIDES A MULTI-RISK COVER 

Developed by EUA and Recommended 


by Inter-Regional, New Form Has 
Revised, Realistic Rate Level 








In answer to demands of producers 
ind lending institutions, a new “multi- 
peril” Errors and Omissions policy has 
been recommended for use countrywide 
by Inter-Regional Insurance Conference. 
The new policy was developed over a 
period of months by the Eastern Under- 
writers Association, and is designed to 
meet needs of mortgagees and mortgage 
servicing agents in overcoming problems 
created by introduction of certain types 
package contracts, espe- 
The insured’s 
direct mortgagee interest as well as his 
may be 


of “multi-peril” 
cially in the dwelling field. 
interest as a_ servicing 
included in the new policy. 

In addition to the fire and extended 
coverage perils provided for by 
present forms, the new Errors and Omis- 
sions policy extends “all risk” protection 
to the mortgagee including such personal 
liability coverage as is provided by the 
several broad dwelling package policies 
now available. 


For Single Named Insured 


The policy contains a limit of liability 
together with an estimate of the average 
number of mortgage loans that will be 
in force during the term of the policy. 
The form is intended to cover a single 
named insured only, and the names of 
servicing agents or other interests may 
not be added. However, servicing agents 
and other interests may secure separate 
policies. The new Errors and Omissions 
policy may be written for a maximum 
of three years and is subject to term 
rules. 

Inter-Regional announces this new 
policy is recommended together with 
appropriate rules and a revised and real- 
istic rate level calculated according to 
the estimated average number of mort- 
gages owned or serviced by the insured 
related to a limit of liability. 


agent 


now 


Federal Flood Group 


Producers’ Committee 

Frank J. Meistrell, Commissioner of 
the Federal Flood Indemnity Adminis- 
tration, has named a four-member pro- 
ducers’ committee to assist in the new 
Federal flood insurance program, with 
emphasis on sales and servicing of poli- 
cies. Following a meeting with repre- 
sentatives of the major producer organi- 
zations, Mr. Meistrell announced that 
members of each group had _ been 
selected to serve on the committee. 

Meanwhile, the newly appointed na- 
tional advisory committee, key industry 
body involved in the program, was 
scheduled to meet Tuesday to discuss 
blueprints of policy forms, underwriting 
procedures and rating schedules. 

Named to the producers committee 
are: Guy Warfield, Baltimore, appointed 
earlier to the national body, as repre- 
sentative of the Association of Casualty 
and Surety Agents; Archie Slawsby, 
Nashua, N. H., representing the National 
Association of Insurance Agents; Hugh 
H. Murray, Raleigh, N. C., for the Na- 


tional Association of Mutual Insurance 
Agents, and Arthur E. Wooddy, Balti- 
more, representing the National Asso- 


ciation of Insurance Brokers. 


Long Pacific Coast 
Manager for London 


IS ASSOCIATE MANAGER 


HITT 


Landresse Assistant Regional Manager; 
Long Was Executive Vice President 
of Pacific National 


In line with plans for consolidating 
the Pacific Coast operations of the Lon- 
don Group of Companies, appointment of 
Trescott A. Long as Pacific Coast re- 
gional manager of the group is an- 
nounced by Kenneth J. Bidwell, United 
States manager and president of the 
group. Mr. Long will be elected execu- 
tive vice president and director of the 
Guarantee Insurance Co. at the forth- 
coming meeting of that company’s direc- 
tors. 

James C. Hitt has been named associ- 
ate regional manager of the group and 
will be elected a vice president and 
director of the Guarantee. 

Charles G. Landresse, who joined the 
London Group 42 years ago, has been 
named assistant regional manager and 
will become assistant secretary of the 
Guarantee, a position he now holds in 
the Manhattan Fire and Marine, 

Long and Hitt Careers 


Mr. Long, known as “Ted” in under- 
writing circles throughout the country, 
leaves a post of executive yice president 
of the Pacific National Fire and its fire 
and casualty affiliates to join the Lon- 
don Companies. Prior to this association 
he had been executive vice president of 
the National Fire Insurance Co. and 
three fire company affiliates. 

Mr. Long, a native Iowan, was edu- 
cated at East Des Moines High School 
es Drake University, and is admitted 
to practice law in Iowa. ‘He began his 
business career in 1923 with the South- 
ern Surety in Des Moines and_ has 
served a number of leading property in- 
surance companies in Atlanta. St. Louis, 


New York, Hartford and Los Angeles. 
Mr. — began his insurance career 
in the San Francisco office of the Lon- 


don Group in 1925. From 1930 to 1938 
he served as special agent in Oregon 
and was named Pacific Coast manager 
in 1943. He is a vice president and 
member of the board of directors of the 
Manhattan Fire and Marine, a member 
of the London Group. 


Pace College Courses 


A number of basic and advanced eve- 
ning courses in the insurance field will 
be offered by Pace College during its 
Spring term. Among classes scheduled 
to begin on Thursday, January 31, were 
a two-semester program of study in 
Insurance Practice and Brokerage de- 
signed to meet all educational require- 
ments for the September, 1957 New York 
and New Jersey State Insurance Bro- 
ker’s License Examination. A once-a- 
week section meets on Thursdays from 
6:00 to 9:30 P.M., and a twice-a-week 
section on Tuesday and Thursday from 
7:50 to 9:30 P.M 

The college is also offering advanced 
courses in inland marine insurance and 
fire insurance for brokers and under- 
writers. These classes start on February 
5, and will be held each Tuesday at 
5:50 and 7:50 P.M. respectively. 

Registration for the classes, which are 
approved for Korean veterans, may be 
made by applying to the Office of Ad- 
missions, Pace College, 41 Park Row, 


New York 38 





Blair and Stevenson 


National Fire Directors 


The National Fire of Hartford has 
elected William McCormick Blair and 
Holly W. Stevenson members of the 
board. Mr. Blair is senior partner in 
the Chicago investment firm of William 
Blair & Company. He is a director of 
Peoples Gas Light and Coke Co., Natural 
Gas Pipeline Co. of America and the 
Liquid Carbonic Corp. He is also a 
director of Continental Casualty, Contin- 
ental Assurance, Transportation Insur- 
a Co. and the U. S. Life Insurance 
fe) 

Mr. Stevenson is vice president of the 
National Fire. A native of Winchester, 
Ky., Mr. Stevenson is a graduate of 
Georgetown College (Ky.) and the Har- 
vard Business School. He joined the Na- 
tional in 1930 as assistant secretary of 
the investment department and was 
elected assistant treasurer in 1940, Mr. 
Stevenson was elected secretary and 
treasurer in 1949, and vice president in 
1951. 

Before joining the National, he was 
assistant professor of business adminis- 
tration of the University of Alabama, 
professor of economics of Georgetown 
College (Ky.), assistant cashier of the 
Winchester Bank of Winchester, Ky,., 
and investment analyst of the Security 
Trust Co. of Lexington, Ky. 


Ledbetter Chairman of 
Inter-Regional Group 


Inter-Regional Insurance Conference 
has elected John Ledbetter, manager of 
the Hartford Fire at Atlanta, Ga. , to the 
newly created post of chairman of the 
important advisory committee. A. J. 
Stocklmier, manager of the London & 
Lancashire at San Francisco, is vice 
chairman. This committee meets peri- 
odically in different cities throughout 
the country to advise on technical mat- 
ters. The most recent meeting was in 
Dallas, Tex., a couple of weeks ago. 


Van Brunt N. Y. Fire 
Mgr. for Fireman’s Fund 


The Fireman’s Fund Insurance Group 
has appointed John Van Brunt as man- 
ager of the New York metropolitan fire 
department, effective February 1. 

Mr. Van Brunt entered insurance in 
1937 with the Norwich Union Fire. He 
became associated with Vlachos & Co., 
underwriting inspectors, in 1946 and 
joined the Home Insurance Co. as spe- 
cial agent in the New Jersey field in 
1947. He served in the central New York 
field for the Home from 1952 until 1955 
when he became assistant manager of 
the metropolitan department of that 
company. 

Mr. Van Brunt is succeeding Donald 
G. Munsie who is entering the local 
agency business in Allentown, Pa. 


Three Named to New York 
State Insurance Board 


Governor Harriman of New York this 
week sent to the State Senate for con- 
firmation the following recess appoint- 
ments to the State Insurance Board: 

William A. Shea of Brooklyn, to suc- 
ceed Maurice Rosenfeld, term expired, 
and for a further term of three years 
from and after March 1, 1957; Paul'G. 
Reilly of Monroe, for a term to expire 
March 1, 1959, to succeed Jesse S. Phil- 
lips, deceased; Angelo J. Martone of 
Glen Cove, for a term to expire March 


1, 1959, to succeed Samuel A. Berger, 
term expired. 
CORROON CLAN GROWS 


The arrival on January 25 of a daugh- 
ter to Mr. and Mrs. Robert F. Corroon 
increases to 21 the grandchildren of 
James F. Corroon, president of Corroon 
& Reynolds Corp. Robert F. Corroon is 
president of Globe Service Corp. 





America Fore to Open 
School of Insurance 


SIX WEEKS’ COURSE IN N. Y. 
Designed for Agents, Brokers, Their 
Employes and Others; Classes Will 


Start September 16 








The America Fore Insurance Group 
announces establishment of the: America 
Fore School of Insurance for agents 
and brokers, for their employes and for 
persons who intend to make the field 
of insurance selling and servicing their 
life career. The first session of the new 
school starts in New York September 16. 

A feature of the new school, pointed 
out in a joint statement by Frank A. 
Christensen, chairman of the boards of 
America Fore, and J. Victor Herd, presi- 
dent, _ is the Fellowship Plan which 
provides for financial grants to cover 
the basic costs of attendance so that 
the facilities of the school can be ex- 
tended to all who qualify for admission.” 


Fellowship Plan 


The Fellowship Plan, intended to 
cover the applicant’s basic living ex- 
penses while attending the school, has 
a value of $450. The school pays that 
amount to all successful candidates. In 
addition each student is to be paid for 
travel expense, round trip by either air 
or rail, between his home and New York. 

The school offers an intensive six 
weeks’ course dealing with all phases 
of property and casualty insurance. 
Various teaching techniques add to the 
effect of the curriculum. Lectures, class- 
room discussions, forums directed by 
managers of various boards, bureaus and 
associations are to be used along with 
field trips, question and answer sessions, 
and interviews with America Fore ex- 
ecutives, departmental heads and tech- 
nical specialists. 


Minimum Requirements 


In order to apply for admission to the 
America Fore School a candidate must 
first meet the following minimum re- 
quirements: age, not less than 21 years; 
education, high school diploma or its 
equivalent; residence, applicants must 
agree to remain in New York for the 
duration of school (six consecutive cal- 
endar weeks). 

If these requirements can be met, an 
application should be obtained through 
any America Fore office or field repre- 
sentative. No application will be con- 
sidered unless submitted on the pre- 
scribed form. 

All class sessions in the America Fore 
School are to be held at the head office 
of ‘America Fore, located at 80 Maiden 
Lane in Manhattan’s downtown financial 
district. Students may arrange their own 
living accommodations, or, at their re- 


quest, the school will aid them in find- 
ing quarters convenient to the head 
office. 


Boston Names Wheaton to 


South New Jersey Field 


Robert J. Wheaton has been ap- 
pointed special agent for the Boston 
Insurance Group for southern New Jer- 
sey and will operate from offices opened 
at 9 Tanner Street, Haddonfield. 

Mr. Wheaton, recently a special agent 
at the Boston’s Pittsburgh office, will 
report to the firm’s new regional ‘office 
opened in December at East Orange, 
where Carl F. Fry is regional manager. 
A graduate of Boston University and 
an Army veteran, Mr. Wheaton joined 
the Boston Insurance Group in 1951. 
He has served also as a special agent 
at Baltimore. 


A. O. ROBINSON NAMED 

President J. J. Magrath of the New 
York Board of Fire Underwriters has 
appointed Alan O. Robinson president 
of the Yorkshire of New York, to the 
committee on finance to fill the vacancy 
created by the retirement of Everard 
P. Smith. 
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NAIA Ad Committee 
Backs NBFU Program 


MEETING HELD IN NEW YORK 





Agents’ Association Also Studying Own 
Radio and TV Program With Lead- 
ing Advertising Agencies 





Real progress has been made by the 
advertising committee of the National 
Association of Insurance Agents in its 
efforts to prepare specific plans for a 
national advertising program. The plans 
will be outlined to the NAIA national 
board of state directors at its midyear 
meeting April 28-May 1 in Denver, Colo. 

Advertising Committee Chairman Alan 


Executive Committeeman Archie M. 
Slawsby, Nashua, N. H., represented the 
National Association, while officers and 
staff men of the Western Underwriters 
Association and the National Board of 
Fire Underwriters also participated in 
the presentation. 

At San Francisco 36 attended repre- 
senting seven states to hear the National 
Board ad program explained by NBFU 
representatives and the officers of the 
Board of Underwriters of the Pacific. 
NAIA President Robert E. Battles, Los 
Angeles, represented the National Asso- 
ciation, together with Stephen R. Dach, 
Beverly Hills, Calif, member of the 
NAIA advertising committee. 

Vice President Louie E. Woodbury, 
Jr., Wilmington, N. C., represented the 


NAIA Advertising Committee Meets in New York City 





Subcommittee of the advertising committee of the National Association of 


Insurance Agents met in New York City, 


January 22-23, to discuss plans for a 


national advertising program for independent agents. (Left to right) Alan H. Miller, 


Hackensack, N. J., 


chairman, NAIA advertising committee; NAIA Executive Com- 


mitteeman Morton V. V. W hite, Allentown, Pa.; John S. Sheiry, Bridgeton, N. J., 


and Warren A. Bodwell, 


Manchester, N. H,, 


members of NAIA advertising com- 


mittee, and staff secretary to the advertising committee, James R. Mathews, NAIA 


director of promotion. 





H. Miller, Hackensack, N. J., said that 
he had a subcommittee meeting of his 
group consisting of Warren A. Bodwell, 
Manchester, N. H. and John S. Sheiry, 

3ridgeton, N. J., for two days (January 
22-23) at the New York headquarters of 
the national association. They were 
joined by NAIA Executive Committee- 
man Morton V. V. White, Allentown, 
Pa., and the staff secretary of the com- 
mittee, James R. Mathews, NAIA direc- 
tor of promotion. 

Mr. Miller said that the meeting of 
his committee was held following a con- 
ference of state association representa- 
tives and the Eastern Underwriters As- 
sociation to explain the new TV and 
radio advertising program the National 
Board of Fire Underwriters will start in 
March, 


Two Ad Programs Not To Be Confused 


In noting that agents and their asso- 
ciations will certainly tie in with the 
new National Board ad program, Mr. 
Miller made the point that this company- 
sponsored effort should not be confused 
with the national advertising program 
that the NAIA is attempting to institute. 
His committee, he said, has been discuss- 
ing various approaches to this problem 
with radio and TV people and with 
leading advertising agencies, with more 
consultations still on the schedule. 

Various financing plans have been 
examined with a view to working out a 
system whereby member agents will be 
enabled to participate in a national ad- 
vertising effort to promote the inde- 
pendent local agent, with the possibility 
that agency stock companies may also 
participate in a joint venture. 

That there is tremendous interest in a 
national advertising effort is attested to 
by the gratifying attendance of state 
association officers at the five regional 
one-day conferences on the new National 
Board ad program. 


Five Regional Conferences 


The Chicago meeting drew an attend- 
ance of 49 representatives from 15 states 
in the Midwest Territorial Conference. 


NAIA at the Atlanta meeting which 
drew an attendance of 24 people from 
eight states. Here again, National Board 
representatives and officers and _ staff 
men from the South-Eastern Under- 
writers Association explained the NBFU 
ad program. 

At the New York City meeting 75 
representatives from 10 states were given 
a full scale explanation of the NBFU ad 
program by National Board officers and 
public relations and advertising men, 
under the auspices of the Eastern Un- 
derwriters Association. On hand to rep- 
resent the NAIA were Mr. White, Mr. 
Miller, Mr. Bodwell, and Mr. Sheiry, 
members, advertising committee and Mr. 
Mathews, NAIA director of promotion. 
In addition, NAIA Executive Secretary- 
General Counsel George S. Hanson, to- 
gether with NAIA Special Tax Counsel 
Charles W. Tye, Joseph Froggatt & Co., 
were on hand to explore and explain the 
tax aspects of local board advertising as 
it : ould apply to this particular program. 

On January 24 the National Board rep- 
resentatives, plus their ad agency people, 
again explained the new ad program at 
a joint meeting of the representatives of 
the Texas Association of Insurance 
Agents arid the Texas Insurance Ad- 
visory Association. Thirty-five repre- 
sentatives were in attendance. 

To support this effort, Mr. Miller has 
sent telegrams to all state associations 
urging them to promote the NBFU pro- 
gram, and is assisting in getting to all 
members the details on the program and 
the order blanks for tie-in material. 


Romanchuk Special for 


Crum & Forster in Conn. 
Crum & Forster has appointed John 
A. Romanchuk as special agent to be 
associated with State Agent Halvorsen 
in the territory supervised by the Hart- 
ford service office. Mr. Romanchuk en- 
tered insurance in 1936 and has been 
engaged since in underwriting, field and 
educational activities, except for service 
in the U. S. Army during World War II. 
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Representatives in Principal Cities and 
Towns of the United States and in 
Most Countries Throughout the World 





... are key words of the fine Agent-Company 
relationship which has existed for more than 
237 years in the Royal Exchange organization. 


¢ The Royal Exchange was first to - 
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Chairman National Board 
Public Relations Comm. 


A. E. HEACOCK 


A. E. Heacock, president of the Pa- 
cific Fire and affiliated companies in the 
Pacific Fire Group, is chairman of the 


National Board of Fire Underwriters’ 
important public relations committee. 
Clarence T. Hubbard, secretary in the 


fire department of the Aetna Casualty 
& Surety, heads the special advertising 
committee which has contributed much 
to this new ee 


NBFU Ad Campaign 


(Continued from Page 1) 


contents. 

2. Other coverages which would tend 
to develop premium volume. 

3. Importance of the independent agent 
or broker. 

4. Quality of stock company insurance. 

Every commercial—and other collat- 
eral advertising—will carry the slogan: 
“Remember, if you’re not fully insured— 
it’s not enough.” 


Primary Purpose of Campaign 


The primary purpose of the campaign 
is to build increased premium_volume 
for both agents and companies. Unques- 
tionably, it will open the door to the 
writing of additional coverages, not only 
in fire but in other lines. In addition, 





however, the advertising will serve to 
perform a public service by acquainting 
home owners with the danger of under- 
insurance. 

The under-insurance theme will be 
given emphasis in addition to TV and 
radio, during March, April and May, in 
the national magazine advertising of ‘the 
National Board. Prominently displayed 
in the illustration of each advertisement 
will be the campaign slogan—‘Remem- 
ber, if you’ re not fully insured—it’s not 
enough.” These advertisements appear in 
“Saturday Evening Post,” “Time,” “Farm 
Journal” and “This Week Magazine,” 
reaching an audience of 47,000,000 
readers 


Tie-in Promotion at Local Level 


The real effectiveness of the campaign 
depends, it is stated, not so much on 
the advertising itself as on the activity 
of agents both in sales efforts and in 
tie-in promotion at the local level. 

Advertising itself will not “sell” in- 
creased coverage or new lines. Some 
assureds will call or write for coverage 
after hearing the advertising message, 
but the number will be small. What the 
advertising will do will be to condition 
the assureds for a phone call by the 
agent, or a letter, or a mailing piece 
giving the facts. Or it may be tie-in 
advertising by the agent—on radio, or 
TV, in local newspapers or some other 
form—that will further incite the buyer 
to action. Such is being widely encour- 
aged. 

To that end, material is being made 
available by the National Board of Fire 
Underwriters for use by agents. This 
material includes radio scripts for agents 
to use locally under their own names, 
TV film for local use, which fiim is 
being made available to agents at cost, 
local newspaper advertising, and mailing 
pieces for enclosure with policies, bills 
and advertising. 

Thus it is expected that a gigantic 
concerted sales effort by stock producers 
will be launched this Spring, taking ad- 
vantage of the national advertising by 
the National Board to put the public in 
a receptive mood to deal with stock in- 
surance agents. Such an effort will pro- 
duce more protection for the public, 
more premiums for the companies and 
more commissions for agents. 


Pittsburgh Insurance Day 
Scheduled for March 12 


The Insurance Club of Pittsburgh 
announces that the 3lst annual Pitts- 
burgh Insurance Day will be held on 
Tuesday, March 12, at the Penn-Shera- 
ton Hotel. An extensive program is being 
arranged. 
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Under Forcible Entry Clause Marks 
Of Force Must Be Related To Entry 


This review of the legal meaning of the 
forcible entry clause in many inland ma- 
rine policies was prepared by Harold S. 
Daynard, chairman of the law committee 
of the Inland Marine Claims Association 
of New York, Inc. Information regarding 
the functions and activities of the associa 
tion ts available from its president, Paul L:. 
Irish, Fireman's lI’und Insurance Co., 116 
John Street, New York 38, or its secre 
tary, William B. Marks, American Home 
Assurance Co., 111 Wiltam Street, New 
York 38 

The “forcible entry” clause appears in 
many inland marine policies such as the 
jewelers block policy, personal effects 
floater, truckmen policy, sales- 
men’s floater and others. Felonious en 
try into vehicles is usually covered sub 
ject to this qualification: “provided that 
such entry shall be made by actual force 
and violence of which there shall be 
visible marks made by tools, explosives, 
electricity, gas or other chemicals, upon 
the exterior T 

\ number of legal decisions have con 
strued this clause. Most of these cases 
involved questions of fact as to whether 
the so-called marks upon the exterior 
of the point of entry existed or not. Up 
until recently, it has been difficult to 
find a case which takes up the question 
whether, assuming exterior marks of 
lamage are apparent, the assured must 
prove that the marks have a direct 
ausal relationship with the means of 
ntry. 


cargo 





Decision in Favor of Underwriters 


\ recent case which decided this ques- 
tion squarely in favor of underwriters is 
Less et al. v. an insurance company re- 
ported in Vol. 8, Fire and Casualty Cases 
(CCH) on page 1103. The policy in 
volved was a mercantile robbery and 
sate burglary insurance policy contain 
ing a forcible entry provision not mate- 
rially different from those frequently 
found in inland marine policies. 

The policy insuring felonious entry 
into a safe or v age provided in part that 

such entry shall be made by actual 
force and violence of which there shall 
be visible marks made by tools, explo- 
SIVES, electricity, gas or other chemicals, 
upon the exterior of ... the vault door.” 

Entrance into the plaintiff’s premises 
was gained by breaking through the 
ront door leading into the shop. <A 
quantity of ladies’ suits and coats was 
discovered missing from the plaintiff's 
vault. The door to the vault was found 
to be ajar and slightly sagging. The dial 
mechanism and handle of the vault door 
were loose and a gash four inches long 
was found on the door between the dial 
and the handle. Plaintiffs relied on this 
evidence as proof of a felonious entry 
into the vault by force and violence as 
defined in the contract 

At the trial, the insurance 





company 


produced an expert employed by a safe 
company who testified that he examined 
the door and that the gash on the door 
of the vault could not have had any rela- 
tion to the opening of the vault. He 
also stated that if the handle and dial 
were loose, this would hinder rather 
than facilitate entry into the vault. He 
further found the vault was in need of 
some servicing and tightening but this 
could not have any relation to the bur- 
glary. The expert concluded that in his 
opinion the vault had not been opened 
by forcible means. 

The court considered this testimony 
and aeamaaeticn the issue as follows: 


No Connection Between Marks 
and Entry 


n summary we have in this case 
some evidence on the door of the vault 
indicating the use of force and violence. 
However, we also have the testimony of 
the only expert produced in the case to 
the effect that in his opinion the marks 
on the door of the vault were not such 
as to indicate there had been a forcible 
entry into the vault; in fact, the expert 
testified the marks he found would hin- 
der, rather than contribute to, the open- 
ing of the vault. 

“Plaintiffs made no effort to rebut this 
testimony elicited from the only expert 
witness presented. In the light of these 
circumstances, the issue presented can be 
briefly stated: Can there be a recovery 
in this case where there is no proof that 
the force which made the marks relied 
upon by the plaintiffs caused, or con- 
tributed to, the opening of the vault?” 

In considering this issue, the court 
eres a number of previously decided 

ases, but concluded these were not in 
point and that the instant case was one 
of first impression. The court empha- 
sized it was not concerned with the 
question of whether there were any 
marks of forcible entry, but rather 
whether there can be a recovery under 
the policy where there is no causal con- 
nection between the marks and_ the 
entry. 

Assured’s Contention 


The assured argued there need not be 
any causal connection between the 
“marks” and the actual entry. He held 
that it is sufficient if there is any evi- 
dence of force and there need be no 
connection between such evidence and 
the entry made. 

The court stated this argument is 
erroneous because the contract reads 
that “entry shall be made by actual force 
and violence of which there shall be 
visible marks,” etc.; the phrase “of which 
there shall be visible marks” modifies 
the words “actual force and violence,” 
said words, in turn, modifying the word 
“entry.” It is obvious, therefore, there 
must be a causal connection between 


ST. PAUL COMPANIES REPORT 


Underwriting Profit Reduced in 1956 to 
$495,774; Net Premiums and 
Surplus Show Increases 
The consolidated report of the St. Paul 
Fire & Marine Insurance Co. and the 
St. Paul Mercury Insurance Co. cites 
the year 1956 as “one of the worst un- 
derwriting years” the companies have 
experienced recently. Total underwriting 
profit was $495,774 compared with $#,- 

727,325 a year ago. 

Investment earnings were $7,299,692 
and total net earnings after taxes were 
$7,259,807. compared with $9,432,312 a 
year ago. Surplus increased $6,097,033 
to $105,795,309. Net premiums written 
were $123,250,049, an increase of almost 
$8,000,000 over the previous year. 

In his statement to stockholders, 
President A. B. Jackson said: 

“Over the past several years the profit 
margins of insurance companies have 
been narrowing so that the continued 
increase in expense ratios, plus the 
higher costs in individual losses of al- 
most every nature have made it impera- 
tive for the companies to increase their 
rates. There is now an indication of this 
trend in all classes but it will be some 
time before the effect will be felt.” 


R. D. Head Vice President 
Of Ter Bush & Powell 


Reuben D. Head was elected a vice 
president of Ter Bush & Powell, Inc., 
Schenectady, N. Y. agency, by the board 
of directors at a recent meeting, John 
M. Devlin, president, states. From 1918 
to 1922, Mr. Head taught grade school 
following which he entered Union Col- 
lege. He has been a member of the 
Union College Commencement Com- 
mittee for more than 25 years serving 
as its chairman during six of those 
years. Mr. Head was elected to Sigma Xi 
honorary fraternity and is a member 
of Phi Sigma Kappa. 

Mr. Head joined Ter Bush & Powell, 
Inc., in 1925 as an agent, and was elected 
a director in 1945. He is a member of 
the Mohawk Golf Club, the Mohawk 
Club and the Sales Executives of East- 
ern New York. 


JOHNSON WITH AGENCY 
John William (Bill) Johnson, formerly 
Kentucky state agent for the National 
Union, has resigned from that company 
to become vice president and_ general 
manager the Fred G, Buckhold 
agency, Louisville. 





the evidence of force and actual entry 
into the vault. Any other construction 
would render this policy restriction 
meaningless. 

The court then concluded that inas- 
much as the expert’s testimony had not 
been in any way rebutted, the assured 
had failed to prove compliance with the 
forcible entry provision. 
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Pearl American Is Now 


Pearl-Monarch Group 
The Pearl Assurance Co. and the 
Monarch Insurance Co. of Ohio an- 
nounce a change in group title from 
the Pearl American Group to the Pearl 
Monarch Group. Alfred T. Chisholm is 
United States manager of the Pearl and 
president of the Monarch. 


New Installment Premium 


Endorsement Now in Use 

A new installment premium endorse- 
ment, recommended nationally by Inter- 
Regional Insurance Conference, is al- 
ready in use in Eastern Underwriters 
Association territory. This is for use 
with the revised fire policy format. 
Eventually it is expected that the en- 
dorsement will be incorporated in forms 
designed for one-write policy use. The 
installment premium endorsement fol- 
lows: 

“In consideration of insured’s election 
to pay the premium in installments as 
indicated on the first page of this policy 
and of other provisions of this endorse- 
ment, the premium for this policy is 
hereby made payable in annual install- 
ments. 

“If the insured is in default of any 
payment shown in this policy and the 
company elects to cancel this policy, 
notice of cancellation shall be in accord- 
ance with the policy conditions, but 
in such case, any portions of the pre- 
mium previously paid shall be earned 
by the company. 

“If the policy is cancelled, any un- 
paid installment shall be deducted in 
arriving at the amount of return pre- 
mium due the insured.” 


NATIONAL APPOINTMENTS 

Clarence FE. Grundish, Jr. has been 
appointed state agent and Harry A. 
Rife, Jr., appointed special agent for the 
National of Hartford Group in eastern 
Michigan. They will headquarter in the 
National of Hartford Group’s Detroit, 
Mich., office, 















DON’T HIDE YOUR PROBLEMS! 





the hubbub about insurance being placed direct—some Agents feel 
like imitating the ostrich. Not so with Northern! We have been an 
Agency Company always! The future and security of our Agents is our 
most important consideration. 


The NORTHERN ASSURANCE has provided 
reliable insurance protection for over 120 years. 


THE NORTHERN ASSURANCE CO. Ltd. 


MARINE 
NEW YORK 


FIRE AND ALLIED LINES, 
REPORTING FORM 


There's no need to hide your problems—we welcome them! With all 
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French President of 
(guarantee Mutual Fire 


FREEMAN MADE SEC’Y - TREAS. 


Five New Directors Elected; Rowe and 
Rohrer Vice Presidents; Alliance 
With Worcester Mutual 





At the 50th annual meeting of policy- 
holders of the Guarantee Mutual Fire, 
held in Springfield, Ohio, January 24, 
Marion J. 
Robert LL. Freeman, of Worcester, 
Mass., were elected to succeed them- 
selves as members of the board of di- 
rectors. 

Mr. French had served the company 
for nearly half a century, 19 years as 
secretary-treasurer. He was elected 
president, a post vacated by the resig- 
nation of Henry G. Mueller of Cincin- 
nati. Mr, Freeman, vice president of 
the Worcester Mutual Fire, was elected 
secretary-treasurer to fill the post va- 
cated by Mr. French. 

Minnott M. Rowe, Dwight A. Perkins, 
Thomas R. Mountain, all of Worcester, 
Mass., Paul O. Fiedler of Huntington, 
W. Va, and J. Howard Rohrer of 
Springfield, Ohio, weer elected to fill 
vacancies on the board. Mr. Rowe and 
Mr. Rohrer were elected vice presidents. 


French of Springfield, and 


To Expand Operations 


Chis board of directors and underwrit- 
ing alliance between the Guarantee Mu- 
tual Fire and Worcester Mutual Fire 
of Worcester, will enable both compa- 
nies to expand into territories not now 
covered by both. The alliance with the 
Worcester Mutual—a ten million dol- 
lar, 133-year-old New England company, 
will enable the Guarantee Mutual to 
provide additional facilities to all its 
agents. Since this is the 50th anniversary 
year of the Guarantee such a move is 
appropriate. 


Companies Honored for 


Excellent Management 
The United States Fidelity & Guaranty 
Co., St. Paul Fire & Marine Co., Insur- 
ance Co. of North America, Merchants 
Fire of N. Y., Federal Insurance Co., 
Fidelity-Phenix Fire, Fireman’s Fund 
Co., Hartford Fire, Continental Insurance 
Co., Allstate Insurance Co. and Contin- 
ental Casualty have won the American 
Institute of Management rating of Ex- 
cellent Management for 1956. A total 
of 410 companies were named for 1956. 
Companies are rated by American In- 
stitute of Management on every function 
ot management and not just on profits. 
There are ten basic categories of man- 
agement performance used by the Insti- 
tute to study Canadian and American 
business. An audit committee makes the 
final ratings, using a point schedule 
which requires 7,500 of a possible 10,000 
points for excellence. 


Clarence C. Gilroy Dies 

Clarence C. Gilroy, a special agent in 
the arson department of the National 
Soard of Fire Underwriters, died Janu- 
ary 19 after a long illness. He was 62 
years of age. He entered the arson de- 
partment October 16, 1944, and all of his 
work was done in New York City and 
its surrounding suburbs. 

He retired from the New York City 
Police Department to go with the Na- 
tional Board after having served 20 years 
as a detective. 


SEIDE ATLANTA SPEAKER 

Jack Seide, president of Babaco Alarm 
Systems, Inc., New York, will address 
the Atlanta Mariners Club Monday, 
February 4, on the relation of local pick- 
up and delivery truck thefts to the 
mounting loss picture. Mr. Seide will be 
the featured speaker at the  cluh’s 
monthly luncheon at the Town House 
Restaurant. 
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We think our agents are among 
the best in the country. 


We think they have the qualities 
a good insurance agent should have. 


We think they offer the kind 
of service people need and want. 


We think they’re offering the finest 
in insurance protection available today. 


So—we’re saying so! 


Of course, as helpful as an ad like this 
can be, it will work better for you 
with your help. Why not tie-in your 
own local advertising with it? 





Chairman of Board 
Of Trustees of AFIA 





JOHN A. NORTH 


The board of trustees of the Ameri- 
can Foreign Insurance Association, one 
of the world’s principal organizations 
in the field of overseas fire, marine, 
casualty and surety insurance and rein- 
surance, has elected John A. North, 
chairman of the board. Mr. North, presi- 
dent of the Phoenix of Hartford Group 
of Insurance Companies, has been a 
vice chairman of the association. He 
succeeds Frank A. Christensen, chair 
man of the board of America Fore In 
surance Group. 

Elected vice chairmen of AFIA were 
Kenneth E. Black, president, the Home 
Insurance Co. New York, and James KF 
Crafts, president, Fireman’s Fund In 
surance Group of San Francisco 


Buffalo Sells Building; 
New One to Be Erected 


The first tall building to be erected in 
Buffalo, N. Y., in a generation is to be 
started late this year by Tishman Realty 
& Construction Co., Inc., of New York 
City, it was announced following pur- 
chase of the 70-year-old six-story Buffalo 
Insurance Co. building at the northeast 
corner of Main Street and Broadway 
facing Lafayette Square in the center of 
the city’s downtown business district 

The new office building, Mr. Tishman 
said, will be an 18-story air-conditioned 
structure of modern curtain wall con- 
struction and design. It will contain 
approximately 140,000 square feet of net 
rentable office and retail space. The old 
structure now on the 9,000 square foot 
site, was occupied until recently by the 
Buffalo Insurance Co., which sold it 
Tishman Realty. Robert Moss, of New 
York, was the broker in the transaction 
S. Earl Honig, of New York, acted as 
consultant to the principals. 


CLARKE PHOENIX SPECIAL 

The Phoenix of London Group has 
named Thomas E. Clarke special agent 
for northern New York under supervi- 
sion of William Streets, manager of the 
group’s offices at Albany. Mr. Clarke 
will be associated with State Agent Nor 
man Ross at Syracuse Mr. Clarke 
joined the group as payroll auditor in 
1954. 


RICHARDSON FINANCE HEAD 

The New York Board of Fire Under- 
writers has elected Stuart H. Richard- 
son, resident vice president of the St 
Paul Mercury Insurance Co., as chair 
man of the committee on finance and 
a member of the board of directors. He 
succeeds Everard P. Smith, recently re 
tired United States manager of the Nor 
wich Union Fire 
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How Full Time Expert Staff Aids 
Operations of New York Agents’ Assn. 


Operation of a trade association such 
as the New York State Association of 
Insurance Agents has become a large 
and complex job and requires the serv- 
ices of a full time expert staff. The asso- 
ciation, with headquarters in Syracuse 
at 126 West Washington Street, is for- 
tunate in having a qualified staff of full 
time workers. This staff is headed by 
John G. Mayer, executive secretary and 
includes John J. Jordan, field secretary 
and Eleanor Foelker, a assistant. 

The Syracuse office headquarters of 
the New York association is the nerve 
center of the organization. Through its 
offices flow the multitude of activities 
of the association, Mr. Mayer is the leg- 
islative representative and can be found 
in Albany each week during the session 
of the New York legislature. Individual 
problems and questions of the more than 
5,000 licensed member agents are either 
channeled to committees for action by 
the headquarters office or handled di- 
rectly. 

59 Local Boards Operating 


Constant liaison is maintained with 
the membership through the field work 
of Mr. Jordan who not only solicits new 
members but assists local organizations 
and the various regional vice presidents 
in maintaining a continual program of 
activities. The association has 59 local 
boards who look to the state association 





JOHN J. 


JORDAN 


for assistance in progams and speakers 
and answers to problems. 

he association office maintains the 
records of the association and also ar- 
ranges for conventions, regional meet- 
ings, board meetings and committee 
gatherings. This is a big job with the 
annual convention attracting well over 
1,000 registrants to the Hotel Syracuse 
early in May of each year. This year 
the association is celebrating the 75th 
anniversary year and extra preparations 


JOHN G. MAYER 


must be made for this particular meet- 
ing. 

Each year the association holds eight 
to ten regional meetings throughout the 
state to bring the state association to 
its members and during the past year 
eight meetings were held with a total 
attendance of nearly 3,000 agents. The 
board of directors of the New York 
Association meets three times a year 
and the executive committee holds six 
regular meetings and usually several 
special meetings. 

The association office alerts the mem- 
bership by bulletins of changes in the 
business and publishes a monthly news- 
letter known as The Empire State Agen- 
cy Forum. Contact is also maintained 
with other state associations and the 
National Association. 

Mayer Career 

Mr. Mayer, executive secretary, was 
born in New York City and is an alum- 
nus of New York University with a de- 
gree of Bachelor of Commercial Science. 
Shortly after graduation he became as- 
sistant advertising manager and then 
advertising director of Anchor Post 
Products Co. in Baltimore. Md. He later 
became publicity and merchandising 
director of Radio Station WBAL and 
executive secretary of the Advertising 
Club of Baltimore. 


Mr. Mayer acquired an _ insurance 





agency from his father-in-law in Bal- 
timore which, after three years, was 
liquidated at a profit for the estate and 
prior to affiliation with the National 
Insurance Agents’ Association, he was 
a director of Civil Defense for Maryland. 
In March, 1944, he joined the National 
Association as director of publicity and 
later was named assistant secretary. He 
also assumed the duties of editor of the 
American Agency Bulletin. When he 
was with the National, Mr. Mayer served 
as staff secretary of the membership, 
accident prevention and fire safety com- 
mittees. 

Mr. Mayer served on the organization 
committee for President Truman’s High- 
way Safety and Fire Safety conferences. 
On November 1, 1950, he was named 
executive secretary of the New York 
State Association. He lives at 505 Elm 
Street, Syracuse with his wife, Mary and 
their two daughters, Patty and Peggy. 


Jordan Background 


John J. Jordan, field secretary, was 
born in Syracuse and was introduced to 
the business world briefly with the Car- 
rier Air-Condition Corp. in Syracuse be- 
fore World War II. He served ten vears 
with the United States Coast Guard and 
was discharged with the rank of lieuten- 
ant in late 1951. 

In August, 1952, Mr. Jordan joined 
the New York State Association as as- 
sistant secretary. He has spent the last 
four years traveling the state preaching 
the doctrine of association membership 
as well as assisting local agents in for- 
mation of local boards. Mr. Jordan is 
married to the former Rosemary O’Con- 
nor, also a native of Syracuse, where 
they now live with their family of three 
boys and one girl. 

Miss Foelker, office assistant. was 
born in Massena, N. Y. She graduated 
from North Lawrence High School and 
Central City Business School of Svra- 
cuse. After graduation from business 
school Miss Foelker was secretary for 
Goodyear Rubber Co. and prior to em- 
ployment with the state association she 
was secretary for the Benedict Manufac- 
turing Co. 


Greater New York Brokers 


Plans Refresher Course 

In an effort to bring brokers up-to- 
date on the rapid and numerous changes 
in policies, procedures and techniques 
which developed during 1956, the Greater 
New York Insurance Brokers’ Associa- 
tion states that it will soon offer a broad 
refresher course program. 

The program, according to Mortimer 
L. Nathanson, president of the associa- 
tion, will be designed to serve practical 
needs. He emphasized that it would not 
be a general course and would not in- 
vade the realm of other educational 
facilities available to the industry in 
New York. 

Mr. Nathanson said that the associa- 
tion’s newly organized educational com- 
mittee, headed by Jerome S. Miller, is 
working out details including lecture 
outlines and course curricula. Utilizing 
the lecture-discussion format, the re- 
fresher course series will be conducted 
by specialists, Mr. Nathanson pointed 
out. 

Other members of the educational 
committee are Lawrence W. Schott, Ir- 
win Labadorf and Herbert T. Pohs. In- 
terested brokers are urged by the com- 
mittee to indicate their time preferences 
by writing Mr. Labadorf and the asso- 
ciation’s executive office, 132 Nassau 
Street, New York 38, N. 
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Loyalty Test for License 
Applicants Upheld in D. C. 


The District of Columbia Corporation 
Counsel has held that Insurance Super- 
intendent Albert F. Jordan possesses 
legal authority to ask applicants for li- 
censes as agents, brokers and solicitors 
questions concerning their loyalty to the 
United States. 

The American Civil Liberties Union 
had protested against inclusion of such 
questions to the District Board of Com- 
missioners, who then asked Corporation 
Counsel Chester H. Gray for a legal 
opinion upon which to base consideration 
of the demand for elimination of the 
loyalty quiz. 

Key industry elements, including the 
District Association of Insurance Agents 
and the D. C. Life Underwriters Asso- 
ciation, have supported Jordan’s position 
that the queries with respect to mem- 
bership in the Communist party, mem- 
bership in any group listed as subversive 
by the Attorney General, or refusal to 
answer questions concerning such al- 
leged affiliations under the Fifth Amend- 
ment against self-incrimination, should 
be required of any prospective licensees. 

The Corporation Counsel, in effect, 
agreed with Jordan that the insurance 
code gives him sufficient authority to 
ask these questions in directing him to 
examine the trustworthiness and similar 
character qualifications of applicants. It 
was pointed out that Jordan, in practice, 
never has denied licenses to men solely 
because of their affiliations. 


HARRY JAMES SPEAKS 
Harry James, vice president and sec- 
retary of Winters-James Insurance Co., 
Richmond, Va., addressed the weekly 
meeting of the "Exchange Club of Rich- 
mond, 
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Holds Producers Lose From Rate 


Cuts Based on Lower Commissions 


The January issue of “Points and View- 
points,” house bulletin of the Jaffe 
Agency of New York, devotes its lead 
article to the effects of wholesale insur- 
ance rate cuts based primarily on re- 
duced commissions to producers. Point- 
ing out that this system is now in limited 
operation in the automobile field, and 
could easily spread to other lines, Points 
and Viewpoints presents figures to show 
that the producer must ultimately be the 
loser in such arrangements. 

Assuming a 20% deviation plan in 
which the producer receives a one-third 
reduction in commission percentage, the 
article suggests two _ possible results, 
with the actual results probably being 
somewhere between the two. If the pro- 
ducer does not increase his volume he 
ends up with a minus income at the end 
of the year. If he doubles his volume, 
the increased overhead eats away nearly 
all his income. Points and Viewpoints 
admits the figures it gives are “rule of 
thumb” and thus can be off somewhat, 
but believes the basic situation is sub- 
stantially as outlined. 

Results of Rate Cuts 

“The broker with a premium volume 
of say under $100,000 a year probably 
averages gross commissions of 16 to 17% 
or so and may net upwards of 8% on to- 
tal volume. At the other end, the broker 
with a premium volume of over $2,000,- 
000 may not even gross 12% and in most 
cases nets somewhere in the neighbor- 
hood of 3%. 

“We'll consider the ‘in-between’ man 
who grosses 15% and nets 6%, and whose 
annual volume is $300,000. (For larger 
or smaller brokers the net eff€ct is simi- 
lar). He writes $300,000 in premiums, 
gets $45,000 in commisions, has $21,000 in 

variable expense (mostly payroll), $6,000 
in fixed expense (largely rent), and has 
$18,000 left over for himself. To write 
this $300,000 he sells—and his office han- 





“Now along comes the special agent 
of company A: ‘Mr. Broker, we have a 


terrific deal to help you meet price com- 
petition. We've organized company B to 
write business at 20% off. Of course we 
can only allow you 10% commission.’ 

“Mr. Broker converts his 3,000 policies 
to the new set-up. What happens? 

How New System Operates 

“1, Assume he doesn’t increase his 
volume. He now has $240,000 in pre- 
miums and $24,000 in commissions (10% 
commission on the reduced premiums). 
His variable expense may drop by 10¢ 
a policy to $20,700 because of the direct 
billing feature. It won’t drop appreci- 
ably because he still needs the same 
amount of help; they’ll just work a little 
less. And his fixed overhead of $6,000 
continues. 

“Thus, income $24,000; outgo $26,700. 
With an ‘income’ of minus $2,700 he 
can’t even buy a crust of bread, so there 
must be another answer. 

“2. He now works harder—perhaps 
not quite twice as hard—and puts 6,000 
policies on the books. For this he takes 
in $480,000 in premiums and $48,000 in 
commissions. For his variable expenses, 
let’s be liberal and say that everything 
will double except the need of one billing 
clerk at $4,000. All the checking, mailing, 
endorsements and time-consuming losses 
still go on unabated. His variable ex- 
pense now becomes $37,400. 

“But the fixed expenses are no longer 
fixed. He has increased his staff from 
three to five so he needs more space 
for one thing. The former fixed over- 
head of $6,000 now becomes sav $8,600, 
bringing total costs up to $46,000 com- 
pared with $48,000 gross income. Now 
this broker is really in the chips—all 
that work and $2,000 a vear income to 
feed, clothe and house his family, and 
take his wife on that trip to California.” 

In conclusion the article states that 
if these schemes are eventually adopted 
by all companies, and all brokers follow 
suit, “everyone will write the same num- 
ber of policies as before and no one will 


even cover expenses.” 





NEW TEXAS RATING BILLS 





Deviations on Fire and Allied Lines 
Would Be Restricted; Hearings and 
Justification Required 
Rate deviations in Texas, currently a 
filing procedure used in the discretion 
of any company writing fire and allied 
lines, would be restricted under terms 
of identical bills filed last week in the 
Texas Legislature by Joe Pool in the 
House and Floyd Bradshaw in the Sen- 
ate. The measure has received the ap- 
proval of the Texas Insurance Advisory 
Association and the Association of Fire 
& Casualty Companies, according to 
officers of those organizations. It also 
is known that certain agency groups 

favor the bill. 

The new proposal amends Article 5.26 
of the Insurance Code on the fixing of 
maximum rates. In brief it provides that 
an open hearing shall be held on a com- 
pany’s application for permission to file 
a deviation or reduced rate; it declares 
that the deviation must be justified with 
credible loss experience, and it directs 
that the Board of Insurance Commis- 
sioners also shall give consideration to 
factors normally used in determining 
rate bases. 

Concurrently the Pool-Bradshaw team 
also has filed identical bills that would 
put Lloyds and reciprocals under ‘the 
state’s fire rating laws, thereby taking 
away certain exemptions now in effect. 


J. Victor Owen Dies 


J. Victor Owen, manager of the Guar- 
dian Insurance Co. of Canada, died Janu- 
ary 16 in Montreal. He was 71. He was 
twice president of the Dominion Board 
of Insurance Underwriters. He began 
his career in an Ottawa broker’s office 
in 1903. 





Mitchell May, Jr. Joins 
John C. Paige & Co. 


The insurance brokerage firm of John 
C. Paige & Co, Inc, 111 Broadway, 
New York, announces that the firm of 


Mitchell May, Jr. Co., Inc., has become 
associated with the Paige organization 
and that the present staff of Mitchell 
May, Jr. Co., Inc., will continue to serve 
its clients from the office at 111 Broad- 
way, augmented by the entire personnel 
of the John C. Paige & Co. offices 
throughout the country. 


Further Developments 
In Graduated Rate Plan 


Litigation dealing with the controver- 
sial graduated dwelling rate plan in 
Texas took still another turn late last 
week in an agreement reached by at- 
torneys for the Southwest General of 
Dallas, which has spearheaded the fight, 
and members of the attorney general’s 
department, which represents the Board 
of Insurance Commissioners. 

Under the agreement, it was an- 
nounced, Atty. Gen. Will Wilson will 
drop his request for a temporary re- 
straining order and a temporary injunc- 
tion against current use of the reduced 
rates, which had been sought in an 
intervenor’s suit filed a week earlier. 
This leaves the way open, it was ex- 
plained, for a trial of the suit on its 
merits, now tentatively set for the week 
of April 1 

However, this “status quo” arrange- 
ment may be shortlived as Mr. Wilson 
has filed a plea contending that the 
Board’s order refusing to approve the 
deviation filings was merely a “cease and 
desist order” and not a final order sub- 
ject to court action. If this plea is 
granted, it is said, then the Southwest 
General’s original suit, which had the 
effect of setting aside the Board’s order, 
would be dismissed. 


NEW AFIA OFFICE ADDRESS 
The American Foreign Insurance As- 
sociation has moved its southwestern 


branch office to 400 Vaughn Building, 
1712 Commerce Street, Dallas, Tex. 





“We can actually trace increased premium income to the 
suggestions I’ve read about in Jaffe’s Points & Viewpoints — and 


acted on. 


“That’s why we work with the Jaffe office. It’s important for brokers 
like ourselves to line up with an agency that really gets down to 


cases.” 





JAFFE AGENCY, INC. 
INSURANCE UNDERWRITERS 


LZTZZ7, JOHN STREET, NEW YORK 38, N. Y. BArclay 7-8900 





Inland & Ocean Marine, Automobile, Liability, Compensation, Disability, 
Fire, Burglary, Glass, Bonds, Weiwre Boiler & Machinery, Excess Lines 





Air Conditioned | 
Office Space — 99 John Street 
Two offices, each 9'6" x 13'4". Can be 
easily converted into one large office. 
24th floor, overlooking river. Phone 
BE 3-3958. 











N. Y. Society Offers 
Four Adjusting Courses 


FOR SPRING SEMESTER FEB. 11 





Two Deal With Handling Casualty Losses 
and Two With Property Claims; 
Registration Closes Feb. 8 





Four courses in various phases of loss 
adjusting are included in the list of 65 
courses in all fields of insurance avail- 
able in the coming Spring semester at 
the New York Insurance Society’s School 
of Insurance. The catalogue numbers and 
titles of the adjusting courses are as 
follows: Casualty 21—Liability and Prop- 
erty Insurance Claims; Casualty 22— 
Investigation and Adjustment of Casu- 
alty Insurance Claims ; General Insur- 
ance 21—Principles of Property Loss Ad- 
justing; Fire 22—Business Interruption 
Insurance Loss Adjusting. 

Registration for all courses is now in 
progress at the school’s offices at 225 
Broadway. The registration period ends 
February 8, and the Spring semester will 
begin Monday, February 11. 

Outline of Courses 

The Liability and Property Insurance 
Claims Course is a basic course in casu- 
alty claim adjusting. The material in- 
cludes the laws of contract, agency, and 
negligence involved in the settling of 
losses; coverage provided by policies 
traditionally written by casualty compa- 
nies; the purposes and procedures in in- 
vestigation work; and the handling of 
third party liability cases. The class will 
meet Tuesday and Thursday evenings. 

The other casualty subject, Investiga- 
tion and Adjustment of Casualty Insur- 
ance Claims, is a more advanced class, 
and the instructor will assume the stu- 
dent has a good knowledge, either from 
classwork or experience, of the material 
covered in the basic course. Subjects to 
be covered are the investigation and ad- 
justment of liability and property dam- 
age claims, adjusting problems peculiar 
to the various casualty lines, the effect 
of combination policies on claim adjust- 
ing, and recent court decisions and cur- 
rent trends affecting the adjuster’s work 
The class will meet Tuesday evenings. 

The course entitled Principles of Prop- 
erty Loss Adjusting is on an advanced 
level, and students are expected to have 
a thorough knowledge of either the fire 
or inland marine contracts. The course 
will provide a comprehensive study of 
methods and procedures of adjusting 
property damage losses in the fire, in- 
land marine, and automobile fields. Sub- 
jects to be covered are salvage, ap- 
praisal, apportionment including non- 
concurrencies, subrogation, incendiarism, 
and negotiations with the assured and 
other claimants. Classes will be held 
Monday and Wednesday evenings. 

The Business Interruption Loss Ad- 
justing Course provides advanced work 
specializing in the handling of these 
claims. Considerable time will be de- 
voted to the specialized accounting neces- 
sary for proper adjusting of these losses. 
Opportunity will be provided for stu- 
dents to make practical application of 
their knowledge to typical problems en- 
countered in adjusting losses under time 
element coverages. Classes will meet 
Monday evenings. 

Further information about these or 
other courses may be obtained by visit- 
ing The School of Insurance at 225 
Broadway 


PHOENIX SPECIAL IN MICHIGAN 

The Phoenix of Hartford Insurance 
Companies announce appointment of 
Raymond E. Fosterling to special agent 
in Michigan. A native of Wisconsin, 
Mr. Fosterling is a United States Marine 
veteran of World War II and a gradu- 
ate of Monmouth College, Illinois. 
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Cravens, Dargan Backs Graduated 
Rate Plan Under State Supervision 


Cravens, Dargan & Company, Hous- 
ton, Tex., one of the leading firms of 
insurance managers in the country, op- 
erating in the Southwest and on the 
Pacific Coast, believes in graduated rates 
for fire and extended coverage on 
dwellings. This is recognition of the 
obvious and widespread battle for dwell- 
ing house coverage, with competition 
largely in the form of rate deviations, 
until graduated rate schedules were in- 
troduced recently in Texas and a few 
ther states, by several insurers. 

However, Cravens, Dargan & Com- 
pany, in a statement issued from Hous- 
ton, says that to preserve the present 
system of state control of rates gradu- 
ated rating “should be done under or- 
ders and detailed supervision of the 
Board of Insurance Commissioners, not 
by various filings of individual compa- 
nies. No one has proposed a_ better 
solution to the present disturbed condi- 
tion of dwelling rates 

“We do not think the answer lies in a 
flat across-the-board cut in rates. It is 
to be hoped that at least the majority 
of companies and agents will agree on 
the principles involved and will exercise 
the amount of give and_ take 
sary to reconcile differences of opinion 
and ask the Board to 
minister such a plan to 
ct ion now prevailing. If 
industry will net agree within itself 
this extent, then the Board is justi- 
making the decision which the 
to make and in tak- 
action on its own 


neces- 







as to the detai 


establish and 








hed in 


il dustry is unable 
ing the necessary 
initiative 
Dwelling Rates in Texas 
“From year to vear, according to 
formula, the Texas fire insurance rates 
are adjusted by a system of credits and 








lebits applied to four general groupings 
f dwelling risks These adjustments 
re on a st wide : earner basis 
rhus bric’ dwelling are put in one 
of frame, stucco, asbes- 
eneer in another class; 





nilaada totals of premiums 


and losses on them are compiled, sepa- 
rated between ‘protected’ and ‘unpro- 
tected’ locations 


Osorio Would Let Courts 
Decide on Graduated Rates 


John Osorio, new member and _ chair- 
man of the Joard of Insurance 
Commissioners, says he is inclined to let 
the courts settle the question of the 
graduated rating program for dwellings 
now being used by six companies. When 
he replaced J. Byron Saunders there 
was speculation that he might side 
with Commissioner Mark Wentz rather 
than Commissioner Brownlee and swing 
the result the other way. 

It is now explained that the difference 


Texas 


between the Board majority and_ the 
companies is purely a legal question, 
vith the Commissioners contending that 
the filings actually constitute a “devi- 
‘ plan” her than "deviated rates.” 
If 1 chedule of reduced rates 





lwellings is held to be a 
“plan,” the Board must promulgate it, 
according to this interpretation, and if 
is a “rate,” then the companies may 
deviation 


Sturm W. Va. State Agent 





fie the 


Ohio Farmers has promoted Turner 
Sturm to state agent for both Ohio 
Farmers Companies in West Virginia 
He will be assisted by David Bartchy 


Mr. Bartchy has previously been a mem- 


ber of the home office underwriting 
staff 
Robert Waters is being transferred 


from West Virginia to the Eastern de 
partment of Ohio Farmers and will soon 
take charge of their Washington, D. C 
office. 


“At the same time, our state laws per- 
mit a fire insurance company to select 
any community in the state and in that 
community to write fire insurance at 
rates lower than the state-promulgated 
rates, so long as such lesser rates are 
applicable to all risks of the same char- 
acter in that community. 

“Under these conditions, some compa- 
nies have filed reduced rates’in selected 
towns, additions and other areas in which 
newly-built substantial dwellings are in 
large numbers, and the loss experience 
under the deviations has been notably 
While these filings have been 
mainly for certain large cities and their 
fringes, there is now a tendency for 
them to spread to the smaller communi- 
ties. The use of reduced rate deviations 
has become so extensive that heavy 
losses of business have been experienced 
by those agents and those companies 
who are standing by the principle of 
support of the state rating authorities. 

Deviations on Better Built Homes 

“Generally, the rate deviations have 
been aimed at newer and _better-built 
dwellings of medium and higher value. 
The volume is substantial and so is the 
average reduction in rate under filings. 
This is in line with available statistics 
which prove that dwellings of medium 
and higher value produce lower loss ra- 
tios than dwellings of lower values, all 
of which indicates the merit there is 
in the application of graduated rates; 
that is, rates graduated downward as the 
amount of insurance carried increases. 
It is not a new easy of rating; for 
vears it has been a recognized plan for 
rating in certain other types of insur- 
ance. Some companies have filed and 
are now using such graduated rates on 
dwellings, and all available records ap- 
pear to meee! such rating. 

“It is our belief that the Board of 
Insurance Commissioners should be given 
strong general support. If our chang- 
ing times and changing conditions re- 
quire revision, re-arrangement or com- 
plete change in our rating schedules, 
this situation should be recognized and 
met by the Board, backed by the indus- 
try.” 


good. 


Heads Ohio CPCU Chapter 

Kenneth T. Hylant-Mac- 
lean, Inc. of Toledo, has been elected 
Ohio 


Chartered Property and Casu- 


Crothers, 
1957. president of Northwesterp 
chapter, 
Robert 


alty Underwriters, to succeed 


Falconer, Picton-Cavanaugh, Inc. 

Other officers are Elizabeth B. Cramer, 
Picton-Cavanaugh, vice president; Ed- 
ward J. Andelman, Gifford H. Fine 
\gency, secretary and William A. John- 
son, Brooks Insurance Agency, treasurer. 
Directors are Kenneth H. Croll, Gulf 
Insurance Co.; W. Howard Pearce, 
Pearce Insurance Agency; Clyde and 
Frank L. Oakes, Picton-Cavanaugh. 


Saval Employe Bonus Plan 


Maurice H. Saval, president of the 
\merican Universal Insurance Co. and 
head of the “Saval Group” of companies, 
Providence, R. I., announced that $45,303 
was distributed among employes at the 


end of 1956 under the organization’s 
profit-sharing bonus plan. The plan, 
which was inaugurated by Mr. Saval 


15 years ago, provides for participation 
by employes on the payroll as of 
December 25 of each year, the “shares” 
heing allocated in accordance with length 
of service and earnings 

The bonus plan begins with 5% ot 
the employe’s annual salary during his 
first vear of employment, and 1s increased 
each year by 44% until the maximum of 
10% is reached. 


Unclaimed Mo. Premiums 
Under State Control 


Division No, 2 of the Missouri Su- 
preme Court on January 14 directed that 
$933,000 in unclaimed fire insurance 
premium refunds should be escheated to 
the State of Missouri. The money was 
the balance of some $10,000,000 in pre- 
mium refunds ordered by the United 
States District Court at Kansas City, 
Mo., when that court finally rejected the 
historic fire insurance rate litigation 
compromise of May, 1935. 

The Federal and state courts held that 
117 stock fire insurance companies in 
Missouri had illegally collected excess 
premiums and ordered refunds to be 
made to the policyholders. Court cus- 
todians of the impounded premiums, 
however, were unable to locate policy- 
holders or their legal heirs entitled to 
the $933,000. The balance of the $10,000,- 
OOO has long since been refunded to 
other policyholders. 

The supreme Court, in the opinion of 
January 14, points out that thousands of 
policyholders did not receive refunds, 
despite efforts to locate them. No indi- 
vidual policyholder contested the state 
suit, filed by Attorney General John M. 
Dalton to transfer the funds to the 
state’s escheat fund under the Missouri 
escheat law. A provision is made in the 
law that any policyholder may make 
claim for his share of the escheated 
insurance premiums within the next two 
years. 


Offer Professional Liability 
For Adjusters in All States 


The St. Paul Fire and Marine and the 
St. Paul Mercury, in cooperation with 
the National Association of Independent 
Insurance Adjusters, have recently an- 
nounced a professional liability policy for 
adjusters, The coverage is now being 
offered in all states of the United States 
through their agency force. 

It is the purpose and intent of this 
policy to cover the legal liability of 


adjusters for professional services ren- 
dered and includes coverage for claims 
brought against the insured for false 


arrest, assault and battery, malicious 
prosecution and unlawful detention, libel, 
slander, invasion of privacy and trespass 
committed or alleged. 

The coverage is available in amounts 
from $10,000 upwards in multiples of 
$5,000. The basic coverage is $10,000 
limit of liability with a $1,000 deductible 
although the deductibles can be varied 
from $250 to $5,000. Defense coverage 
and investigation expense is provided 
and is not subject to the deductible 
clause, 


Insurance Tax Committee 
Membership at 270 Mark 


Membership in the N 
tee for Insurance 


vational Commit- 
Taxation, which pro- 
equality in Federal taxation of 
fire and casualty insurance companies, 
had reached the 270 mark at the start 
of the new year, Executive Secretary 
Harry B. Madsen reports, “We have 
been pleased by the growing acceptance 
of the need for a fairer basis of taxation 
for both stock and mutual companies in 
the fire and casualty fields,” he said. | 
The specific proposal of the NCIT 
that the Federal tax of all stock wad 
mutual fire and casualty companies be 
the sum of the following items: 1% of 
net premiums written, after dividends 
to customers, plus regular corporate 
rates (now 52%) on net taxable invest- 


poses 


ment income. The present tax advan- 
tages of small companies would be con- 
tinued. The NCIT maintains its office 


in Hay-Adams House, Washington, D.C. 


P. F. Kingsley Advanced 


Mlection of Philip F. Kingsley as assis 
tant vice president of the Fireman's 





Fund Insurance Co. is announced. He 
is manager of the Pacific department 
fire operations of Fireman’s Fund. in 


San Francisco. He has been with the 


company since 1925, 


OPPOSE GRADUATED RATES 


Five Texas Companies, in Quo Warranto 
Proceeding, Charge Illegal Classifi- 
cation of Risks, Rates 
Five Texas companies and the Board 
of Insurance Commissioners, acting 
through Attorney General Will Wilson, 
have filed a quo warranto proceeding as 
intervenors in the suit brought last 
month by six companies dealing with the 
deviated filings for graduated rates on 
dwelling risks based on the amount of 

insurance, 

Mr. Wilson’s intervention would have 
the effect, if granted by Judge Charles 
O. Betts of the 98th District court, of 
turning the situation around, since the 
six companies are currently writing bus- 
iness under the deviation filings as a 
result of a court order that set aside the 
3oard’s disapproval of the filings pend- 
ing trial. 

The new petition named the Commer- 
cial Standard, Gulf, Houston Fire & 
Casualty, Superior and Trinity Universal 
“and ali other insurance companies hold- 
ing certificates of authority” as the in- 
tervenors, 

It holds that the deviated filings “pur- 
port to be a reduction of the rate of 
premiums to be charged and _ collected 
trom the maximum rate promulgated by 
the Board of Insurance Commissioners, 
but, in truth and in fact, is an unauthor- 
ized and illegal classification of risks 
and schedule of rates applicable to those 
risks which has never been authorized or 
promulgated by the Board of Insurance 
Commissioners in the manner and form 
as prescribed by law.” 

The other main allegation is that the 
proposed rate schedules discriminate 
against risks of the same character in 
the same community. 

The deviated filings were made by the 
Southwest General, London Assurance, 
Manhattan Fire & Marine, Houston- 
American, Birmingham Fire of Alabama 
and Maine Bonding. These six companies 
obtained permission of the court to con- 
tinue to write business at the deviated 
rates after the Texas Board, in revers- 
ing its earlier decision, refused by a 2-1 
vote to approve the filings. 


Flexible Auto Rating Plan 
Supported by NAII in Texas 


The first 





insurance bill in the 1957 
session of the Texas legislature would 
substitute a flexible rating system for 
the single rate plan previously in exist- 
ence. The new bill (SB 26), submitted 
by Senator Jarrard Secrest of Temple 
has been referred to the Senate insur- 
ance committee. 

It is expected that a stiff battle will 
ensue, especially as the NATI, which has 
about 40 company members in Texas, is 
supporting the measure which is opposed 
by the Association of Texas Fire & 
Casualty Companies. The central feature 
of the Secrest bill is that a company 
may file its own auto rates and rules. 
Except for the rule that the “rates shall 
not be excessive, inadequate or unfairly 
discriminatory,” it is provided that uni- 
formity among insurers is “neither re- 
quired nor prohibited.” detailed pro- 
cedure for filings is set up. 

The bill repeals Articles 5.01 to 5.24 
of the insurance code and then under- 
takes to rewrite the section, which would 
have the general effect of adding “motor 
vehicle” to the present law dealing with 
flexible rates. 


Joseph Froggatt Changes 


Joseph Froggatt & Co., Inc., insurance 
accountants and auditors, has announced 
the transfer of k. Mackenzie to their 
New York office and the appointment 
of Allan E. Bair as their Los Angeles 
manager, 

Mr. Bair has heen assistant manages 
at Los Angeles for five years and has 
been with the firm for over nine years. 
Prior to going to Joseph Froggatt & Co. 
Inc., he was associated with the Ameri- 
can Casualty Co., and with Johnson and 
Higgins. 
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N. Y. Dept. Report on 
Auto Overcharges 


STEPS TAKEN TO STOP ABUSES 


Refunds Made on Improper Rate Classi- 
cations; Package Plans Details Now 
Required; Credit Life Changes 


New York Superintendent of Insurance 
Leffert Holz made public this week steps 
the Insurance Department has taken in 
correcting certain practices in consumer 
credit and instalment loan transactions. 
As the immediate result of the Depart- 
ment’s action, $1,013,926 has already been 
returned to New York State policyhold- 
ers who had been overcharged for auto- 
mobile collision insurance. 

Superintendent Holz stated that he 
had ordered an investigation to be made 
into the entire problem of consumer 
credit and that a nine-month’s study 
revealed some conditions which required 
correction. 

The principal abuse was that of over- 
charges. It was revealed that some mis- 
classification of insurance policies on 
financed automobiles had resulted in ex- 
cessive premium charges. The Superin- 
tendent directed the companies involved 
to determine the proper classification of 
their policyholders and refund the over- 
charges when discrepancies were dis- 
closed. The program is continuing and 
additional refunds are expected. 


Package Plans Studied 


Another practice subjected to careful 
scrutiny was the “package plan,” a com- 
bination of insurance coverages and a 
credit service sold as a unit. Superin- 
tendent Holz stated, “Our study made 
it quite evident that in the vast majority 
of instances, the purchaser was not even 
aware that he was buying an unspecified 
package plan nor had he any idea of 
the individual costs of the coverages 
included.” 

The Superintendent indicated that posi- 
tive steps are continuing, so that car 
purchasers will be informed of insurance 
coverages that they are required to ob- 
tain as distinct from insurance protection 
and non-insurance services which they 
may purchase at their own option. In 
addition, he insists that each type of 
coverage and service offered should have 
a clear “price tag” on it. 

Superintendent Holz further stated 
“that the accurate classification of auto- 
mobile risks, the fair labeling of insur- 
ance and other services offered to an 
unsuspecting car buyer, the elimination 
of individual credit life and individual 
accident and health insurance’ from 
financed transactions (substituting, how- 
ever, life insurance coverage on a group 
basis at a lower rate), the development 
of techniques to return good experience 
refunds to borrowers rather than to mas- 
ter policyholders and the proper refund- 
ing of premiums on cancelled policies 
will, | believe, go far toward correcting 
the practices that have been disclosed 
in this field.” 

The Superintendent emphasized _ that 
this was only the beginning of a deter- 
mined drive to have instalment pur- 
chases put on an arms-length bargaining 
basis. He wants all persons who buy on 
credit to have a full understanding of 


every item which goes into the prices 
they pay. Toward that end the Insur- 
ance Department is presently drafting 


an amendment to its regulations intended 
to carry out such purpose. A _ future 
public hearing will be held to discuss it. 


WINS $100 AD PRIZE 

Agent Jeannette McMahon of the 
Valentine Insurance Agency, Valentine, 
Neb., has been named a $100 prize win- 
ner by the Agricultural-Empire State 
Insurance Companies of Watertown, 
Ni. Yu, in» that group's contest among 
its agents for “ad ideas.” Mrs. McMahon 
is the eighth of 12 Ag- Empire agents to 
be awarded similar cash prizes for story 
ideas based on true experiences in the 
selling of insurance. Winning “ideas” 
are being used by the company | in its 
national advertising “field memo” cam- 
paign. 
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105 Years of Insurance Protection 





The Hanover Fire Insurance Co. was 
organized 105 years ago—this year 
we observe the event. 

Careful planning, prudent invest- 
ment, considered progress, high integ- 
rity, prompt settlement of just claims, 
plus loyal support of the American 
Agency System and a desire to render 
a human service—have ever been and 
will continue to be our policy. 


THe HANOVER FIRE INSURANCE CO. 


Organized 1852 


NEW YORK 


CHICAGO 


* SAN FRANCISCO + TORONTO 











Traffic Expansion On Mississippi 


the December, 1955 total. The increase 
in tonnage through Lock and Dam No. 26 
in 1956 continued the 12-year upward 
trend of river traffic along the middle 
Mississippi River 

The increased diversion of water from 
Lake Michigan down the Chicago and 
Illinois rivers to the Mississippi River 
has alleviated the crisis caused by the 
shortage of its normal available supply 
for the Mississippi. It is expected to 
continue to help the situation through 
out January. 

St. Louis, Mo., continued to be the 
leading inland port along the Mississippi 


River, according to the U. S. Engineers 
statistics. The 1956 figures showed tlie 
St. Louis tonnage totaled 6,810,940, al 


Tenn., the 
Louis ton 


most 70% ahead of Memphis, 
second largest port. The St 
nage was nearly 300% more than was 
received, shipped out or moved locally 
just ten years ago, and three times the 
estimated total tonnage moved along 
the river between the Missouri and Ohio 
rivers in 1865, the top year in the Mis 
sissippi River’s “golden era of the famed 
river packets.” 


Kemper Reports 107th 
Consecutive Dividend 


The fourth quarter dividend of 2% on 
$3 par value stock of American Motor 


ists Insurance Co. represents the com 


pany’s 107th consecutive dividend, Hath 
away G. Kemper, president, reports 
Total dividends to stockholders since 
inception are $2,704,000. In the same 


period, policyholders of this participating 
stock fire and casualty insurance com 
pany have received more than $5 million 
in dividends 

In his letter to stockholders Mr 
per cited the loss experience of insut 
ance companies nationwide 


Kem 


Phoenix of London Group 
Western Dept. Changes 


The Phoenix of London Group has 
named George W. Krug as the group's 
regional claim superintendent of its 
Western department in Chicago suc 
ceeding Lawrence E, Chapman who has 
retired. Mr. Krug served the group as 
assistant regional claim superintendent 
in the Western department tor 18 years, 
having previously been associated with 
the New York office 

Victor A, Rouse has been promoted 
to assistant regional claim superintend 
ent of the Western department. He has 
been associated with the Phoenix of 
London for over 16 vears. 


ROBERT E. CROKE PROMOTED 
Robert FE. Croke has been appointed 
managing underwriter of the Western 
division in the home office of the Se 
curity-Connecticut Insurance of New 
Haven. He will supervise all underwrit 
ing for 15 midwestern states. Mr. Croke 
began his insurance career in 1928. He 
joined the Security-Connecticut Compa- 
nies in 1941 as state agent in northern 
Illinois, later becoming manager of its 
Detroit office. 
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Doria Settlement Binds Owners, Not 
Cargo, Personal Property Claimants 


They 
in each case as to injuries, 


Attorneys for the Italian and Swedish 
American Lines confirmed in the Fed- 
eral Court in New York last week that 
they had reached in London with hull 
underwriters an out-of-court agreement 
on damage claims against each other. 
But this agreement binds only the own- 
ers of the ill-fated Andrea Doria and 
the Stockholm and not other claimants, 
the American Institute of Marine Un- 
derwriters pointed out immediately after 
the settlement announcement was made. 
The Italian Line has been claiming 
$30,000,000 damages from the Swedish 
American Line and the latter sought 
$1,000,000 from the Italian Line to cover 
repair costs on the Stockholm. 

The Italian Line announced that this 
agreement between the two steamship 
lines to settle claims without long-drawn 
out and costly litigation “leaves out of 
consideration any judgment on the nau- 
tical responsibility of the two ships.” 

Three attorneys, Morgan Burke, gen- 
eral counsel for the Italian Line, and 
James M. Eastabrook and J. Ward 
O’Neill for the Swedish American Line, 
have been named to pass on 1,200 claims 
of passengers and shippers for loss of 
baggage, injuries and deaths arising out 
of the collision on July 25, 1956. These 
attorneys will try to reduce the claims 
for $85,000,000 to about $6,000,000 to 
$10,000,000, for it is not believed that 
funds available later to pay third party 
claims will exceed $10,000,000 and may 
well not even reach that figure. 


American Underwriters’ Position 


Madoe M. Pease, vice president of 
the American Institute of Marine Un- 
derwriters, emphasized last week that 


insurance underwriters in the American 
market, who have substantial interests 
in the insurance on the Andrea Doria 
as well as its cargo and the personal 
property of passengers, had not then 
been informed of the details of the out- 
of-court agreement. 

Mr. Pease said that within 24 hours 
of the sinking, the American Hull Insur- 
ance Syndicate paid $1,624,394, repre- 
senting its share of the hull insurance 
on the Andrea Doria. Other American 
underwriters paid the additional sum of 
$541,465 at about the same time on the 
Doria’s hull through the American In- 
ternational Marine Agency. 

American underwriters have paid 
claims for cargo and parcel post ship- 
ments lost in the sinking at regular 
intervals since the first cargo claim was 
registered 48 hours after the disaster. 

Mr. Pease estimated that American 
underwriters had paid $750,000 for per- 
sonal property lost by passengers and 
that many passengers suffered uninsured 
losses. 

“Claims for these losses,” Mr. Pease 
said, “run into millions of dollars and 
they remain, at present, unsettled. In 
the same way American underwriters 
have claims under their subrogation 
rights for many of the losses they have 
paid. While it is to be hoped that the 
agreement reached by the shipowners 
may lead to a settlement for other claim- 
ants, it is not binding on other claim- 
ants.” 


Hearing February 4 on Procedure 


Judge L. E. Walsh ordered another 
hearing session for February 4. He asked 
attorneys for the two lines to report 
on their progress in setting up a pro 
cedure to settle third-party claims. At- 
torneys for the lines reported they had 
already sent out questionnaires to 60 
attorneys representing the third-party 


requested information 
hospital and 
loss in earning power 
and the claimants’ standard of living. 

From these facts attornevs for both 
lines will attempt to establish an honest 
value of each claim. Then they will try 
to negotiate a settlement with the attor- 
ney for each claimant. Judge Walsh will 
try to bring about compromises in dis- 
puted cases. 

Attorneys for third-party claimants 
said they were not waiving their rights 
to sue either or both lines if settlements 
could not be reached. Leonard T. Mat- 
teson, attorney for all shippers with 
cargo losses, asked that all pre-trial 
testimony be kept intact for use if liti- 
gation should become necessary. Judge 
Walsh agreed and added that witnesses 
who had not completed their testimonv 
would be ordered to return to this coun- 
try if litigation should arise. 


claimants. 


physicians’ bills, 


KEMPER CATASTROPHE PLAN 





Emergency Procedures for Immediate 
Handline of Claims After Disaster 
Have Been Set Up 
Emergency procedures for immediate 
handling of claims under disaster con- 
ditions have heen set up bv the Kemper 
Insurance Companies, it is announced 
by Hathaway G. Kemper, president. The 
new Kemper catastrophe claim handling 
plan was tested when Hurricane Flossy 

struck in Louisiana last September. 

Within 72 hours after the hurricane 
passed New Orleans, every insured re- 
porting a loss had been contacted. More 
than 80% of the losses were closed out 
within the week of occurrence. 

In the event of a disaster, a special 
catastrophe committee will mobilize ad- 
justers and expert clerical and super- 
visory personnel available for immediate 
transfer to the stricken area from more 
than 90 Kemper branch claim offices. 
Under the plan, practically all claims 
should be paid within 24 hours after 
claim adiusters have completed their 
investigations, Kemper says. 
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New Publication on 
Local Truck Hazards 


To help dramatize the local truck 
cargo theft menace, Babaco Alarm 
Systems, Inc., has just completed a new 
publication for the insurance industry 
designed to provide brokers and agents 
with sales ammunition while at the same 
time bringing insurance underwriters up- 
to-date on the loss picture. 

The booklet gives 17 practical reasons 
why trucks operating in and around 
metropolitan and suburban areas are 
most prone to theft losses. Thieves strike 
the pickup and delivery unit, owned or 
leased—while it is left ‘unattended or en 
route to and from the sea port, the air 
terminal, the railroad dock, the ware- 
house, the factory, the wholesaler, the 
department store, the laundry, or merely 
awaiting a pickup or delivery somewhere 
on a city street. 

Photos of a cross section of local 
trucks throughout the country which are 
now alarm-equipped are included. These 
reveal that even bakery delivery trucks 
now have Babaco, telephone company 
units require alarms, so do camera stores, 
custom shirt shops, watch manufacturers 
and scores of others formerly considered 
free from theft attack. 

Copies are available free upon written 
ge 2 to Babaco at 723 Washington 

, New York 14, N. Y. 


Pacific Fire Group 
Dividends Increased 


Directors of the Pacific Fire, Bankers 
and Shippers of New York and Jersey 
Insurance Co. of New York have voted 
increases in dividends payable to stock- 
holders of these member companies of 
the Pacific Fire Group. The quarterly 
dividends on Pacific and Bankers and 
Shippers were increased from 55 cents 
to 60 cents a share, payable February 8, 
and the semi-annual dividend on Jersey 
was raised from 70 cents to 77 cents 
a share, payable February 14. 
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President of New York 
Board of Underwriters 





Fabian Bachrach 
WILLIAM A. BONNER 


William A. Bonner was elected presi- 
dent of the Board of Underwriters of 
New York at the annual meeting. He 
is a past president of the Association of 
Marine Underwriters of the United 
States, and is presently vice chairman of 
the American Cargo War Risk Rein- 
surance Exchange. 

Others elected were Owen E. Barker, 
president of Appleton & Cox, Inc., first 
vice president; George Inselman, presi- 
dent of the Marine Office of America, 
second vice president; Carl E. McDowell, 
executive vice president; and Miles F. 
York, president of the Atlantic Compa- 
nies, treasurer. Edward R. King and 
Anna L. Herrick continue as secretary 
and assistant secretary respectively. 

The board, which is one of the oldest 
trade organizations in the country, is 
composed of insurance companies writing 
ocean marine lines i in the American mar- 
ket. Founded in 1820 and incorporated 
in 1882, it was merged with the National 
Board of Marine Underwriters in 1921. 

Mr. Bonner succeeds Frank B. Zeller, 
United States marine manager and vice 
president of the Royal-Globe Group, 
who served as president of the board 
for the past two years. 


DeTuro Addresses CPCU 


On National Economy 


Patrick J. DeTuro, investment coun- 
selor, author and lecturer in finance and 
investments, addressed the January 28 
meeting of the New York Chapter of the 
Society of Chartered Property and Casu- 
alty Underwriters. “The National Econ- 
omy—1929 and Today” was the topic. 
Following the formal presentation, there 
was a question and answer period. Mr. 
DeTuro is well known to the insurance 
fraternity as a member of the faculty of 
the School of Insurance of the Insurance 
Society of New York. He also lectures 
at New York University and other edu- 
cational institutions. 

Through the courtesy of the America 
Fore Insurance Group, this first meeting 
of the Chapter’s year was held in the 
auditorium at 80 Maiden Lane. 
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N. Y. Bar Assn. Panelists Point to 


Great Impact of Nuclear Energy 


Speakers on Various Aspects of Problem Are Manning W. 
Heard, J. B. Donovan, Dr. W. W. Havens, Jr., Columbia 
University; W. F. Kennedy, General Electric Co. 


The tremendous impact by nuclear 
energy upon industry and the business 
of insurance was highlighted January 
24 at the annual meeting of the Insur- 
ance Law Section of New York State 
Bar Association, held in Hotel Biltmore, 
New York. In a panel discussion, moder- 
ated by Wayne Van Orman of New York 
City, chairman of the section, the various 


B. DONOVAN 


JAMES 


aspects of the problem were thoroughly 
explored. Participants were Dr. W. W. 
Havens, Jr., Columbia University Depart- 
ment of Physics ; William F. Kennedy, 
counsel, atomic products division, Gen- 
eral Electric Co., Schenectady, N. Y.; 
Manning W. Heard, first vice president 
and general counsel, Hartford Accident 
& Indemnity, and James B. Donovan of 
the New York law firm of Watters & 
Donovan, who is general counsel of the 
Nuclear Energy Liability Insurance As- 
sociation and the Nuclear Energy Prop- 
erty Association. 

Dr. Havens, first speaker, devoted him- 
self to a simple, non-technical explana- 
tion of the basic principles of nuclear 
energy. He emphasized the great differ- 
ence between an atomic bomb and the 
peace-time civilian applications of atomic 
energy in all fields of industry. This 
included a description of ithe various 
types of reactors and their uses with 
respect to power production, medical 
science, etc. 

Dr. Havens also discussed the phe- 
nomenon of radio activity and its harm- 
ful effects upon human beings, stating 
that some of these effects may not be- 
come known for 20 years. He explained 
that detection of over-exposure to radi- 
ation is difficult, although many detection 
methods are constantly being devised 
and improved. 

The problem, he said, is made more 
difficult by the fact that human beings 
are constantly exposed to radiation from 
cosmic rays which encircle the earth as 
well as ordinary radiation obtained by 


X-rays in medical and dental care. 
Catastrophe Remote But It Can Happen 

Discussing the possibility of a catas- 
trophe in the operation of a nuclear 
power plant, Dr. Havens stated that 
while this possibility is very remote no 
scientist can flatly state that it cannot 
happen. 
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In response to subsequent questions 
the speaker said that even with the cur- 
rent testing of atomic bombs and the 
planned operation of numerous reactors, 
he did not believe that there yet was 
cause for alarm over general exposure of 
the rene to radiation. On the other 
hand, admitted that the major prob- 
lem - pier disposal has not yet been 
satisfactorily solved. Experiments de- 
signed for a solution are continuing. 


Kennedy on Civilian Uses 


Mr. Kennedy, the second speaker, de- 
voted his talk to a description of the 
various civilian uses of atomic energy 
He pointed out that in addition to de- 
fense work being done for the Govern- 
ment by private contractors, there are 
numerous independent plants fabricating 
nuclear material and otherwise engaged 
in atomic energy work. The largest in- 
stallations operated by private interests 
will be the power plants such as the one 
to be opened this year in Shippingport, 


a. 

The speaker also explained that there 
is increasing use for radioactive isotopes 
which are accomplishing great results in 
medicine, marine propulsion, agriculture, 
and as industrial tracers in various 
manufacturing plants. 

Mr. Kennedy then explained that from 
the viewpoint of the atomic operator or 
manufacturer of component parts there 
exists tremendous fear of liability to the 
general public. While recognizing that 
the possibility of accidents and of catas- 
trophes is remote the operator and sup- 


N. Y. State Mutual Casualty 
Cos. Hold Annual Meeting 


The Association of New York State 
Mutual Casualty Companies held the 
annual meetings of members and the 
governing committee on January 25. The 
following officers were reelected: Presi- 
dent, George J. Stone, vice president, 
Utilities Mutual; vice president, Edwin 
A. Cook, general manager and secretary, 
Interboro Mutual Indemnity; general 
manager, Michael J. Murphy, and secre- 
tary-treasurer, Emma C. Maycrink. 

The following member companies were 
elected to the governing committee, for 


terms expiring in 1960: Cosmopolitan 
Mutual, Jamestown Mutual and Utica 
Mutual. 


Brooklyn Brokers’ Bill To 
Stop State Fund Soliciting 


The Brooklyn Insurance Brokers Asso- 
ciation is sponsoring a bill at the cur- 
rent state legislative session in Albany 
to amend the workmen’s compensation 
law so as to prohibit soliciting of busi- 
ness directly or indirectly by the State 
Insurance Fund. It will be introduced 
in the session by Assemblyman Louis 
Kalish. 

The bill, originally proposed in 1946, 
passed both houses, but was vetoed by 
Governor Thomas E. Dewey, because thie 
head of the State Insurance Fund, at the 
time, promised that the practice of 
soliciting insurance would be discon- 
tinued voluntarily. However, the practice 
not only continued but, in the interim 
has been greatly accelerated. As a con 
sequence the B.I.B.A. is taking action. 


Hartford A. & H. Member 
Of Casualty Reins. Assn. 


The Hartford Accident & Indemnity 
became a subscriber to the Casualty Re- 
insurance Association of America on 
January 1 

This makes a total of 31 fire and casu- 
alty-surety companies which are now 
subscriber members of this association, 
the underwriting manager of which is 
the Treaty Management Corp. 





plier cannot afford, he warned, to elim- 
inate the possibility of liabilities so great 
that they could bankrupt any American 
corporation. The speaker mentioned the 
fact that while no court has as yet 
passed upon the point it is possible that 
the rule of liability to be applied to such 
operations would not be ordinary negli- 
gence but instead would be absolute 
liability of the type imposed upon users 
of high explosives and others engaged in 
extra-hazardous activities. 

For these reasons, in which one catas- 
trophe could cause damage amounting 
to hundreds of millions of dollars, oper- 
ators and suppliers must have assurance 
of indemnification, he emphasized. 


Praise for Insurance Syndicates 


Mr. Kennedy took the occasion to 
praise the “great efforts” of the insur- 
ance industry in forming the new syndi- 
cates which will extend limits of protec- 
tion in amounts larger than ever before 
provided. However, he added, it is evi- 
dent that private insurance cannot be 
the complete solution to the catastrophe 
possibility and he urged general support 
of such legislation as the Anderson bill 
which was last year favorably reported 
out on the floor of Congress by a Joint 
Congressional Committee. Under this 
legislation a government indemnity in 
the amount of $500,000,000 would be ap- 
plicable in the event of a catastrophe, 
this indemnity to apply only after all 
private insurance has been exhausted. 


Heard Explains Setup of Syndicates 


_Mr. Heard, the third speaker, confined 
his remarks to an explanation of the 
organization of the various syndicates of 

(Continued on Page 33) 


American Casualty 
Appoints Four Officers 


PRESIDENT EVANS ANNOUNCES 


Edmund G. a William B. Hitch- 
cock, F. C. Ermentrout, A. John 
Smither, Named Asst. Secretaries 


President Harold G. 
Reading, Pa., has announced 


Evans, American 
Casualty, 
the promotion of four employes to offi- 
cers in the liability and compensation 
whom 


underwriting department, all of 


named assistant 


They are: Edmund G. 
intendent of all casualty and compensa- 
tion underwriting; William B. Hitchcock, 
superintendent of the private passenger 
automobile underwriting division; Fred- 
erick C. Ermentrout, superintendent of 
research for the liability and compensa- 
tion department, and A. John Smither, 
superintendent of the rates and forms 
division. 

Mr. Krueger is a native of Philadelphia 
and has had 25 years’ experience in the 
insurance business. During World War 
Il he served overseas as a top sergeant 
in the Ordnance Corps. 

Mr. Hitchcock entered the insurance 
business in 1928. He joined American 
Casualty in 1948 and served as under- 
writing manager in the company’s At- 
lanta, Nashville and Detroit branch 
offices before coming to his new post in 
Reading. He taught insurance in the 
adult education program at Belmont 
College, Nashville, Tenn., and the Uni- 
versity of Michigan. 

Mr. Ermentrout joined American Casu 
alty in 1941. He was later transferred 
to managing underwriter of the casualty 
department at Nashville branch. In 1953 
he returned to the home office to join 
the research department, which he now 
heads. As superintendent of research he 
wiil study improved methods of furnish- 
ing automobile and liability insurance to 


the public. During World War Il he 


have been secretary. 


Krueger, super- 


served overseas with the U. S. Marine 
Corps. 
Mr. Smither, at 29, is one of the 


youngest officers ever appointed in the 
company. He was educated in England 
end served in France and Germany with 
the U. S. Army during World War II 
He joined American Casualty in 1948 and 
was assigned to the newly created rates 
and forms division, becoming superin- 
tendent in 1954 


Elect Santoed WP, 


Robert Sanford of Smyth, Sanford & 
Gerard, Inc., has ‘Seat elected vice presi- 
dent of B. N. Exton & co. Inc., whicli 
is an affiliate of this well known New 
York peer rage house. 

Mr. Sanford joined Smyth, Sanford & 
Gerard four years ago this month after 
two years of insurance production ex- 
perience with Chubb & Son. Active in 
the insurance section of Young Men's 
Board of Trade, he is its assistant secre- 
tary and member of the board of direc- 
tors. 


Vincent’s 30th Milestone 

Today (February 1) Edward J. Vin- 
cent is receiving congratulations on his 
30th anniversary with the National 
Council on Compensation Insurance. Mr 
Vincent, now manager of the Workmen’s 
Compensation Rating Bureau in Kansas, 
began his career with the Council on 
February 1, 1927 at the Missouri Com- 
pensation Rating Bureau. During his 
career in bureau administration, Mr. 
Vincent has also held managerial posi- 
tions in the Council's administrative 
bureaus in Florida and Indiana. 


McCARTHY N. J. SPECIAL AGENT 

The Emplovers’ Group Companies has 
appointed John P. McCarthy as special 
agent for the northern New Jersey 
department. ; 
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Workmen’s Comp. 


Law Liberalization 


Being Widely Sought, Survey Shows 


Liberalization of workmen's compensa- 
tion laws is being widely sought in 1957 
state legislative sessions throughout the 
instances with guber- 


country, in many 


natorial support. Among the states in 


which such proposals have appeared thus 
follow, are 
Idaho, 
Minne- 
York, 


and 


far, with others certain to 


California, Colorado, Connecticut, 
Massachusetts, 
New Jersey, 


West 


Action with respect to these 


Michigan, 
New 
Virginia 


Kansas, 
Montana, 
Texas, Vermont, 
Wisconsin. 


and other developments affecting work- 


sota, 


reported 
includes 


laws, as 
capitals, 


men’s compensation 

from the various state 

the following 
California 


introduced in the California 
legislature by Senator Edwin J. Regan, 
Trinity County Democrat, would increase 
the maximum benefit for permanent and 
temporary disability to $55 a week under 
the state workmen’s compensation law 
The present maximums are M0 a week 
for temporary disability and $35 a week 
for peeeres disability 

Other bills by the same sponsor would: 
Provide a dependency benefit of $5 for 
the first dependent and $2.50 for addi- 
tional dependents; grant payments for 
the first seven oon of disability if the 
disability exceeds seven days; make 
erage compulsory for all agricultural and 
domestic workers. 

Also, the death benefit program would 
be aoe to provide weekly payments 
ot $55 t surviving spouse or dependent 
child $82.50 aks two or more 
pendents; require the payment of re 
habilitation benefits to industrially in- 
jured workmen; require the insurance 


\ bill 


cOV- 


and de- 


carrier to pay the worker’s attorney 
tees where he contests a claim success- 
fully; and permit the worker to have a 
free choice of doctor 


Bills proposed by the State Federation 
ot Labor include a measure which would 
boost maximum workmen’s compensation 
benefits to $55 a week. Governor Knight 
included a recommendation for increased 
workmen’s compensation benefits in his 
to the legislature 


message state 


Colorado, Connecticut, Idaho 


Bills introduced in the Colorado legis- 
lature by Rep. Frank Burk, Denver 
Democrat, chairman of the House labor 
committee, would increase workmen's 
compensation payments from a maximum 
of $31.50 to $40.25 weekly and broaden 
the definition of an occupational disease 





Present Colorado law specifically lists 
occupational diseases for which work- 
men’s compensation benefits are paid 
The proposed legislation would define 
an occupational disease as any ailment 
traceable to the worker’s occupation. 

Workmen's compensation law changes 
“to reflect present-day living costs and 
purchasing power” were recommended 


to the Con necticut 
ernor Ribicoff 


\ bill te 


legislature by Gov- 
increase death benefits under 
the state workmen’s compensation law 
introduced in the Idaho legislature 
by Senator Arthur Murphy, Shoshone 
Democrat. The measure would increase 
maximum death benefits from $18 to $20 


Was 





weekly and minimums from $10 to $12 a 
week. In case of a dependent spouse, 
the maximums would be increased from 
$20 to $25 a week and in case of a 
dependent spouse with a child or chil 
dren the ee would be increased 
from $25 to $ week and the minimum 
from $10 to $15 cid 

The maximum total death benefits 
ould be increased from $10,000 to 
$12,000 


Kansas, Maryland, Massachusetts 
In his 


ture (,overnor 


to the 
Docking 
workmen’s 


Kansas legisla 
proposed that 


message 


he state 


compensation act 


be amended “to provide awards and 
amounts to meet the present-day needs.” 

A state legislative proposal sponsored 
by Senator Philip H. Goddman, Balti- 
more Democrat, would reorganize the 
Maryland State Industrial Accident Com- 
mission. Backed by Governor McKeldin, 
the measure is based on recommenda- 
tions of a special study committee, head- 
ed by Albert Menchine, attorney and 
former member of the commission. The 
study group was named by the governor. 

The bill would provide for appoint- 
ment of a five-man commission, working 
on a full-time basis, to replace the pres- 
ent part-time agency. All members of 
the new commission would be lawyers 
of recognized ability, who would give up 
all outside compensatory activities in 
order to devote their entire time to the 
duties of office. The chairman would 
be salaried at $14,500 and the other mem- 
bers at $14,000. 

In his message to the Massachusetts 
legislature, Governor Furcolo proposed 
a deductible or partial self-insurance plan 
for workmen’s ie bare Without 
going into details, the Governor implied 
that compensation insurance costs are 
too high and could be reduced. He called 
for “an analysis of the rates charged by 
insurance companies for workmen’s com- 
pensation which may well bring about 
lower cost to industry and increased 
benefits to employes.’ 

As to deductible idea, Mr. Furcolo 
recommended “that study be made of 
the workmen’s compensation act in an 
attempt to arrive at a solution to aid 
the employer by cutting his and 
to aid the employe by liberalizing his 
benefits. I propose an immediate study 
of a plan which will enable these em- 
ployers who wish to do so to pay the 
first 21 days of workmen’s compensation 


costs, 


directly to the employe. At that time 
the insurance company would assume 
the payments according to the work- 


men’s compensation law.” 

A Massachusetts legislative 
filed by organized labor would 
an exclusive state fund for operation of 
the state workmen’s compensation law. 
Similar proposals have been repeatedly 
rejected in the past. Another bill, 
sored by Rep. George Partichino, 
bridge Democrat, would increase 
mum weekly benefits under the 
men’s compensation law to $50. 


Minnesota, Montana, N. J. and N. Y. 


Maximum weekly benefits under the 
Minnesota workmen’s compensation law 
would be increased from $40 to $45 under 
a legislative proposal drafted by the 
State Federation of Labor. The proposed 
legislation also would remove the maxi- 
mum on the number of weeks a workman 


proposal 
establish 


spc mn- 
Cam- 
maxi- 
work- 


eyes, arms, legs or multiple injuries. 

In his message to the Montana legis- 
lature, Governor Aronson recommended 
that workmen’s compensation benefits 
be increased and that the law be broad- 
ened to include coverage of occupational 
diseases. He also proposed that an in- 
crease be made in money allowed in- 
jured workmen for medical care. 

A recommendation for increased work- 
men’s compensation benefits was includ- 
ed by Governor Meyner in his message 
to the New Jersey legislature. 

“The whole benefit structure under 
workmen’s compensation needs. to be 
brought up to date,” Governor Harriman 
told the New York legislature. “Until 


this major task can be accomplished,” 
he said, “we should at least set the 
maximum for weekly benefits at $5, 


along with unemployment insurance and 
disability benefits.” The State Federa- 
tion of Labor, meanwhile, has proposed 
that workmen’s compensation benefits 
be boosted from a maximum of $36 to 
$54 a week. 
Other States 

North Dakota: Revision of the North 
Dakota workmen’s compensation bureau 
act to provide for a complete change 
in bureau management was advocated 
by a state legislative interim study com- 


mittee headed by Rep. K. A. Fitch of 
Fargo. Recommendations by the com- 
mittee, to be submitted to the 1957 state 


legislature, include proposals that: 

1—The present three-member board of 
bureau commissioners, which has com- 
plete charge of bureau affairs, be abol- 
ished and bureau manz igement be turned 
over to a single commissioner or admin- 
istrator. 

2—A five-member policymaking com- 
mittee be appointed to act as a rule 
making body and direct general policies 
of bureau operation. 

3—A three-member appeals board be 
established to hear appeals from claims 
decisions by the Bureau. 

Texas: Increased benefits under the 
state workmen’s compensation law were 
advocated by Governor Daniel in his 
message to the Texas legislature. Sub- 
sequently introduced bills included a 
proposal to increase maximum benefits 
under the state workmen’s compensation 
law from $25 to $45 a week 

Vermont: In his address to the Ver- 
mont legislature, Governor Johnson de- 
clared: “I believe the occupational dis- 
ease benefits under the workmen’s com- 
pensation action should be liberalized to 
allow increased disability benefits beyond 
the present $300 maximum. The possi- 
bility of increasing the maximum weekly 
workmen’s compensation benefit should 
be carefully considered.” 

West Virginia: Governor Underwood 
told the West Virginia legislature that 
the state workmen’s compensation law 
should be “strengthened and improved” 
to make sure that injured workers are 
“adequately and fairly compensated.” 

Wisconsin: In his message to the Wis- 
consin legislature, Governor Thomson 
called for adjustment of workmen’s com- 














can draw benefits while healing from pensation benefits to reflect the upward 
permanent injuries. It also would in- movement of wage levels over the past 
crease awards based on loss of fingers, two vears 
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Murray-Dingell Health Bill 


Reintroduced in Congress 
Sen. James E. Murray (D., Mont.) and 
Rep. John D. Dingell (D., Mich.) have 
reintroduced a bill to establish a program 
of compulsory national health insurance. 
Sen. Murray and Rep. Dingell’s father 
were among the original champions of 
the so-called “socialized medicine” pro- 
posal 14 years ago. 

The Murray-Dingell bill, virtually un- 
changed from the last such measure, 
would set up a contributory insurance 
system to cover the major costs of medi- 
cal care and thus, according to a joint 
statement by the two sponsors, “provide 
the one major missing ingredient of our 
national health program. 

“The national health insurance bill 
would not change the practice of medi- 
cine, but by changing the way we pay 
for medical and other health services 
this program would enable the American 
people to finance more and better health 
care for all our people.” 

Freedom of choice of physicians and 





dentists would be assured, they stated. 
Financing of the system would be 
along the lines of the OASI program, 


with employed persons charged 14% of 
earnings but not more than $90 a year. 
Employers would match these payments. 
Seli-employed persons, and OASI, disa- 
bility and Civil Service Retirement bene- 
ficiaries also would be included. 

Messrs. Murray and Dingell said that 
the Republican Administration has of- 
fered only “a plan of reinsurance that 
even the insurance companies rejected,’ 
and a proposal to exempt small insurers 
from the anti-trust laws if they choose 
to pool their risks. 


Five Promotions Wade i in 


N. Y. Office of Aetna C. & S. 


Five promotions in the New York 
office of Aetna Casualty & Surety were 
announced this week by Vice President 
Claude T. Spaulding, effective February 
1, as follows: 

Albert C. Schaake, appointed assistant 
comptroller, has been cashier in_ this 
branch since 1953 and prior to that spent 
many years as a home office field auditor. 


Jack W. Norris, named cashier, has 
served as assistant cashier since 1952 
and before that was a home office field 


auditor. 
John W. 
ant cashier, 
March 1 from the 
office where 
ier. 
Francis J. 


Dusinberre, appointed assist- 
will come to New York on 
Washington, D. C. 
he has been assistant cash- 


McNiff, advanced to assist- 
ant manager in the claim department, 
previously served for 14 years in this 
department. Since 1948 he has been sta- 
tioned in the Providence branch office 
in charge of claims. 
Charles J. Shaughnessy, 
assistant manager, inland marine depart- 
ment, joined the company in 1948. He 
has had considerable experience in field 
work and inland marine underwriting. 


OPENS GRAND RAPIDS BRANCH 
Continental Casualty has opened its 
newest branch in Grand Rapids, Mich. 
The official opening was marked by an 
open house at the offices in Keeler 
Building. Branch manager is Robert 
Pierce, from the Columbus, O. branch. 
\&H. operations will be managed by 
Claude Budzil, formerly executive spe- 
cial agent in Chicago. 
Continental Casualty 
Diamond Jubilee this year 


promoted to 


celebrates its 


C. E. DURLING PROMOTED 


Clarence E. Durling has ‘been = ap- 
pointed fidelity and surety manager in 
the Security-Connecticut) home office. 


Mr. Durling began his career with the 
Travelers in 1937, as a fire underwriter. 
In 1947 he became a bond underwriter 
with American Surety, and later was 
superintendent of the bonding depart- 
ment, 

Mr. Durling joined Security in 1951 as 
an underwriter, being later promoted to 
acting manager for fidelity-surety lines. 
During World War II he served in the 
ene theater for four years with the 
U. S. Marine Corps. 
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Gerber Warmly Greeted 
At Chicago Gathering 


THE UNION LEAGUE CLUB AFFAIR 


Speakers on 1957 Outlook Include Mertz 
of NAII, Sen. Arrington, A. N. Guer- 
tin, P. S. Beebe, J. P. Hanna 


By Leverinc CarRTwRIGHT 


With Joseph S. Gerber, newly appoint- 
ed Insurance Director of Illinois attend- 
ing, the annual _ state- of-the-business 
forecast luncheon of Union League Club, 
Chicago, was held January 18 with an 
overflow attendance under the chairman- 
ship of Roy L. Davis, western manager 
Association of Casualty & Surety Com- 
panies. Director Gerber graciously ack- 
nowledged his introduction and the in- 
dustry people greeted him in cordial vein. 

First speaker, Arthur Mertz, counsel of 
National Association of Independent In- 
surers, sketched in menacing terms the 
industry’ s problems in connection with 
automobile bodily injury insurance. Esti- 
mating that the companies were seven 
points in the red last year on auto B. 1, 
Mr. Mertz said: “In this field companies 
are dealing with life and death decisions. 
Deficits can quickly become massive. 
Unless you keep at least even with the 
loss trend you may be ‘a goner.’ The 
insurance graveyards are filled witli the 
bones of optimistic liability under- 
writers.” 

Those in the audience hoped that the 
weight of this warning sank in on Mr. 
Gerber. Since 1951 the insurers have 
been frustrated in attempts to get auto 
rate increases in Illinois. There have 
been estimates that the companies as a 
whole have been losing $10 million a 
nionth in this state as a result of rate 
deficiencies. 

Other speakers at this gathering were 
State Senator W. Russell Arrington, vice 
chairman of the senate insurance com- 
mittee; A. N. Guertin, actuary, American 
Life Convention John P. Hanna, gen- 
eral counsel, Health Insurance Associa- 
tion of America; Philip S. Beebe, presi- 
dent, Western Underwriters Association 
and western department manager, Hart- 
ford Fire. 

Sell UM Coverage Aggressively 


Mr. Mertz in his talk strongly urged 
companies and agents aggressively to 
sell the newly offered uninsured motorist 
coverage. Senator Arrington reinforced 
that advice by saying that the availability 
of UM gives him hope that compulsory 
automobile insurance can be defeated in 
Illinois. In the absence of this, he said, 
the prospect would be melancholy. In 
any event he predicted that compulsory 
insurance measures this year can’t be 
“bottled up” in committee. 

Mr. Mertz brought out that NAII has 
long advocated UM coverage and will 
back it wholeheartedly, “Tt is a shame,” 
he continued, “that the kick-off of this 
new endorsement took place with some- 
thing less than 100% of insurance com- 
pany support. We hear public criticism, 
alas, from one segment of our industry.’ 
(Obviously he meant American Mutual 
Alliance.) “This should not dissuade the 
agents from proudly marketing it as a 
fine product of industry effort. Any ab- 
stract objections that can be made to 
the UM coverage are as nothing com- 
pared with the evil consequences of com- 
pulsory insurance. Furthermore, the pro- 
tection afforded is far broader. 

“The UM coverages,” explained Mr. 
Mertz, “will give the agent a wonderful 
opportunity to renew contacts with all 
his policyholders and demonstrate again 
that the insurance companies can come 
up with a voluntary answer to a vexing 
= problem.” 

At the same time, he felt, availability 
of this cover age, even if it is not uni- 
versally purchased, should take the 
pressure off the law-makers. “The least 
the industry now deserves is a mora- 
torium from drastic legislation on the 
subject of the uninsured motorist. There 
is certainly no need for impulsive legis- 
lative action to cover situations where 
more-than-adequate insurance protection 


N. Y. Surety Managers Elect 


Three Exec. Committeemen 

Three new members were named to 
the executive committee of the Surety 
Managers’ Association of New York 
City at its monthly meetings on January 
28 at the Drug & Chemical Club. They 
are: George F. ae United States 
F. & G.; Frank T. Grosser, Continental 
Casualty, and Michael A. Verdose, Great 
American Indemnity. 

Committee chairmen were named for 
1957 are as follows: Contract bond com- 
mittee, Donald F. Harned, Travelers In- 
demnity; court and probate committee, 
Thomas T. Carmick, Fireman’s Fund 
Group, and publicity, David Porter, 
Surety Association of America. 

A memorial resolution for the late 
Arthur G. Stanten, retired superintend- 
ent, fidelity-surety department, Phoenix 
Assurance, was adopted by the associ- 
ation. 





is available, as here, at extremely nom- 
inal cost. It would be folly to bring the 
house down on our heads while straining 
at a gnat.” 

Mr. Mertz was certain that companies 
and agents have no cause to be apolo- 
getic about automobile rates. “As much 
as other businesses, we are entitled to 
a fair price for our product,” he de- 
ciared. “More than that, our companies 
have an overriding obligation to secure 
rates adequate to protect their solvency, 
the impairment of which will bring un- 
told hardship to thousands of policy- 
holders and claimants.” 


Another Burning Question for 1957 


The speaker in closing discussed the 
crucial question as to whether “we will 
see the further spread of the compulsory 
insurance doctrine in 1957.” It is crucial 
because “the compulsory insurance laws 
would gravely aggravate the countrywide 
loss ratio squeeze. To those who think 
the frightful Massachusetts experience 
arose from peculiar quirks in their law, 
I say: Look at New York. There we are 
already seeing demands for legislative 
rate investigations, pressures for forcing 
companies to take undesirable risks, and 
proposals to make all policies absolute. 
On top of it all, the supposedly model 
New York compulsory law has_ been 
labeled ‘inadequate’ by Governor Harri- 


*man, who demanded legislation, includ- 


ing an indemnification fund, to plug its 
gaps.” 


Guertin on Life Insurance Outlook 


Mr. Guertin, speaking on “The Life 
Insurance Outlook,” gave a concise run- 
down on the many current questions of 
mi ignitude with which the life insurance 
business is concerned. The ge: uring: of 
the rate to the amount of insurance is a 
basic development and will continue, he 
predicted. 

He touched on the proposed new mor- 
tality table, the continued search for a 
“permanent” tax basis for life companies, 
the re-examination of the Group life in- 
surance plan for Federal employes, the 
pioneering of the plan to give preferen- 
tial rates to women, tax loophole legis- 
lation in states and Group insurance 
limits. 


“Rabbit Punches” 


Discussing “Fire Insurance Prospects,” 
Mr. Beebe said the great need is for an 
end to operations in which temporary 
advantage is sought. He complained of 

rabbit punches” and “unfair tactics.” 
The industry must get back to the reali- 
zation that “there are only 100 cents to 
the dollar. There has been loose arith- 
metic, making like there are 110 cents 
to the dollar,” he said. 

“Competition in loss payment practices 
must be avoided. Every effort must be 
made to reduce expenses. The business 
needs to be made attractive to the best 
type of young men. Leaders should make 
the business grow and maintain highest 
standards.” 

oe address by Mr. Hanna on “The 

& H. Outlook for 1957,” is reviewed 
in the Accident & Health section of this 
issue. 


Beebe Complains of 





Nuclear Energy Panel 


(Continued from Page 31) 


private insurers, both stock and mutual, 
which have been formed to meet the 
problems outlined by Mr. Kennedy. As 
a result of such efforts Mr. Heard ex- 
plained that at least $60 million of pri- 
vate third party liability insurance will 
cover each reactor installation. 

He emphasized that this represented 
the total capacity of casualty insurance 
throughout the world since it included 
many foreign reinsurers. One insurance 
policy issued to a reactor operator, he 
said, will cover all parties doing business 
with the operator and who may be held 
legally liable for a nuclear accident. 

In response to a question Mr. Heard 
explained that today there is peace-time 
atomic exclusion in the standard liability 
policy and accordingly these hazards are 
covered. In the future, after nuclear 
energy insurance is avz ailable on a syndi- 
cate basis, such hazards will be excluded 
from the standard policies so as to pre- 
vent any duplication of limits. 


J. B. Donovan Concluding Speaker 


The concluding speaker, Mr. Donovan, 
concentrated his discussion of atomic 
energy problems from the viewpoint of 
the ordinary practicing attorney. He 
first talked about the attorney’s interest 
in the problem as a counselor to private 
business men and explained that a basic 
knowledge of the subject is essential 
even to counsel representing a manufac- 
turer of valves or nuts and bolts in 
Utica, N. Y. Many such manufacturers, 
he brought out, will have their products 
used in nuclear operation even without 
their knowledge, and liability could be 
imposed in the event that the failure of 
a product created the nuclear incident. 

Turning to the role of attorneys as 
barristers in personal injury litigation, 
Mr. Donovan stated disagreement with 
those who believe that the sole problem 
consists of one tremendous catastrophe. 
Since such a possibility is remote, he 
explained, insurers may well find that 
the major problem over the years will be 
what the speaker referred to as a “creep- 
ing catastrophe.” He based this upon the 
fact that once commercial use of nuclear 
energy is undertaken on a wide scale 
and there arises a claims-conscious pub- 
lic, insurers will probably handle numer- 
ous claims of personal injuries even 
though the operator experiences no 
catastrophic incident. Simply from the 
location and operation of the plant, he 
said, many persons will attribute their 
arthritis or the birth of deformed chil- 
dren to the nuclear operation. 

In the present state of medical knowl- 
edge, Mr. Donovan continued, the dis- 
proving of such claims will be a difficult 
and expensive process. He further men- 
tioned that the problem is complicated 
by the fact that injuries may not appear 
for many years so that the liability 
insurance companies will have a large 
preblem of losses incurred but not re- 
ported. He accordingly concluded that 
all members of the Bar should acquire a 
working knowledge of this new and im- 
portant development. 


Columbia University Survey 


Several members of the panel recom- 
mended for study a new treatise on the 
“Financial Protection Against Atomic 
Hazards,” prepared as an independent 
research project by Columbia Univer- 
sity’s legislative drafting research fund 
for Atomic Industrial Forum, Inc. In 
surance companies and insurance trade 
associations have joined with large 
manufacturing concerns in making pos- 
sible the research being done by this 
forum. From an insurance st: andpoint its 
chief recommendation is for an insur- 
ance-plus-government indemnity pro- 
gram which “would seem best to satisfy 
present needs.” In this connection the 
point is made in the concluding ch: ipter: 

“Such a program, making appropriate 
use of both private and public resources, 
would enable industry to participate in 
the dev elopment of atomic energy and at 
the same time give some assurance to 
the public that injuries suffered as a re- 


Harper’s Article on 


Car Safety Test Lab. Idea 


Automobile insurance companies and 
the auto industry should finance an im 
partial laboratory for testing satety 
features in automobile design. This is 
suggested in a Harper’s Magazine ar 
ticle, February issue, under thie title 
“How Safe Are the New Cars?” 

The article recommends a testing or- 
ganization similar to the Underwriters 
Laboratories, where “many different in- 
dustries participate in paying the costs 
of — impartial testing by an organi 
zation of hard-boiled experts, sponsored 
by the one group with the most to gain 
from safety—the insurance companies.” 

Ralph Meigs, vice president, Liberty 
Mutual, is quoted as saying that ap- 
proved safety belts can eliminate at least 
30% of fatalities and minimize upwards 
of €0% of the injuries. 

The article adds: “Isn’t this the real 
answer for the automotive inc cet 
Why shouldn’t it and the automobile in- 
surance companies finance an impartial 
testing laboratory of their own—logically 
under the auspices of the Society of 
Automotive Engineers—and make an 
SAE seal of approval as valuable as the 
UL label, and just as impervious to out- 
side influence ?” 


ILLINOIS AUTO STUDY 
All Facets of Conmulsory Ins. Problem 

Considered by State Legislative Coun- 

cil; No Conclusions Reached 

The Illinois State Legislative Council 
has just completed a special study of all 
the facets of compulsory automobile in- 
surance as it affects that state. Senator 
W. Russell Arrington (R., 4th), vice 
chairman of the Senate insurance com- 
mittee, who requested this study, said 
that its purpose was to “gird ourselves” 
for the discussion anl review of compul 
sory insurance for Illinois pray atc 
during the current session of the leg 
lature. The council’s study makes no 
recommendations, but its analysis will 
assist state legislators to “reach an ob 
jective and informed decision on this 
important matter,” said Sen, Arrington 

Generally in Illinois, explained Mr 
Arrington, the attitude had been anti 
insurance industry “year after year.” 
The reason is a legislator tendency to 
“look after the common people” without 
proper awareness of costs, and despite 
the good legislative and public relations 
displayed through the years by insur 
ance industry representatives. 

Chairman of the Senate’s Insurance 
Committee is Marvin Burt (R., Free- 
port). William Horsley (R., Springfield) 
is chairman of the House Insurance 
Committee 


MATCHBOOKS PROMOTE SAFETY 

The safety engineering department of 
Standard Accident and its affiliate, the 
Planet, has made available a series of 
matchbooks emphasizing the importance 
of good industrial safety habits 





sult of t 
pensated.’ 


1at development will be com- 


Holz and Miss Parisi Luncheon Guests 


At the luncheon which followed this 
panel discussion the Insurance Law Sec- 
tion had as its guests Superintendent of 
Insurance Leffert Holz and Miss Angela 
R. Parisi, chairman, New York State 
Workmen's Compensation Board. W. | 
Herron, Malone, N. Y., was elected 
chairman of the section; Leonard H 
\mdursky, Oswego, N. Y., was named 
vice chairman and Harry J. MeCallion, 
New York Life, was re-elected secretary 
Frederick S. Benson, membership chait 
man, reported that 49 new members had 
been admitted to membership in the past 
year. Mr. Herron in his acceptance of 
the chairmanship paid tribute to Wayne 
Van Orman for his leadership during 
1956 and his alertness in selecting th 
subject of atomic energy problemis as the 
theme of this annual meeting. He said 
that a section meeting in the central par 
oor York State will be held in th 
fal 
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This unique new format for national advertising large human interest illustrations — short, easy- 

uses 50% more space ... gives 100% more impact to-read copy. Each centers attention on the impor- K 
than single page advertisements. 12 page spreads tance of the PERSONAL SERVICE of the independent q 
dominate both pages with the extra advantage of insurance agent and makes readers say, “That's : 


being next to editorial columns. Each ad features the kind of man I'd like to do business with.” 
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In 1956, Atna Casualty agents ordered and used folders, radio and TV commercials, stickers, etc. 
hundreds of thousands of pieces of tie-in mate- Already, agents have ordered tremendous quan- 
rial. This year, the Company is offering an even tities of this material to identify themselves 
greater array of selling aids, including news- locally with the P.S.” campaign and thus take 
paper mats, general purpose mats, reprint mail- full advantage of the national magazine ad- 
ers, display and counter posters, streamers, P.S. vertising. 
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H. G. Evans Evaluates 1956 Results 


American Casualty President Sees Further Auto Rate Increases 
Needed; Says Rising Claims Must Be Checked; Discusses 
Direct Writers and 1957 Outlook 


Harold G. Evans, president, American 
Casualty Companies, Reading, Pa., dis- 
cusses 1956 trends and their bearing on 
his companies’ results, in a timely arti- 
cle entitled “Review and Preview” which 
currently appears in “American Arrow,” 
monthly house organ of his group. 

Mr. Evans brought out in the intro- 
duction that the nation enjoyed its best 
vear ever in 1956, but despite that the 
insurance business industry-wide tallied 
one of its poorest years. Premium vol- 
ume went ahead slightly but the in- 
creased production did not keep pace 
with increased expenses. 

As far as American Casualty is con- 
cerned, Mr. Evans said that 1956 re- 
sults “apparently fared slightly better 
than the industry in general” because 
of diversification by class of business 
and geographical spread of risk. 

In this connection Mr, Evans ex- 
plained “although there is a continuation 
of the deterioration in underwriting 
experience that started during the latter 
part of 1955, according to preliminary 
indications, our incurred losses and 
claims expenses should be about 2%% 
better than the previous year.” 

Mr. Evans then reported that “our 
total premiums written amounted to 
$77,307,130, an increase of 8%%—with 
gains registered in every class of busi- 
ness. Combined policyholders’ surplus 
is estimated to have increased by about 
$24% million to approximately $19 mil- 
lion—an all time high.” 

Expects 1957 Volume Increase 
premium volume should 
increase to a greater extent than in 
1956 because of rate increases, more 
knowledgeable competition, reappraisal of 


“During 1957 


{ 


insurance to value, enactment of com- 
pulsory automobile and stronger finan- 
cial responsibility legislation, higher 


limits on all forms of insurance to keep 
pace with the current economy, continu- 
ing increase in aggregate vi alue of gross 
national goods and services. All of this 
is a natural consequence of the continu- 
ing expansion of our dynamic economy. 
“Generally speaking,” Mr. Evans ex- 
plained “companies distributing insur- 
ance on the direct or captive-agent plan 
have either increased rates, decreased 
dividends or become ever-increasingly 
selective, so that we can expect less 
intense competition from that element.” 
It was, he said, quite apparent that 
‘continuing competition from direct 
writers, coupled with the growing social 
aspect of our business, are going to 
combine to require that independent 
agents who operate under the American 
\gency System return, in benefits to the 
policyholder, a greater percentage of the 
premium contribution. In the future a 


system that requires an unduly large 
percentage of the premium dollar for 
operating expense will not be supported. 


Abolish Flat Cancellations, Not-taken 
Policies 
“If there is no basis for the elimina- 
tion of duplicate oar gprete and collec- 
tion systems .. , and the company-and- 
agent relationship prevents the complete 
utilization of currently available elec- 
tronic equipment for policy-processing 
and writing, then the least an agent can 
do is make certain the company receives 
100% premium for each day of exposure, 
and that flat cancellations and ‘not- 


taken’ business be abolished.” 
Mr. Evans then observes that “the 
practice of demanding ‘cash on the bar 


relhead’ and 100% premium for each 
minute of exposure, gives direct writers 
their biggest edge over companies sub 


scribing to the American Agency Sys- 
tem. 

“If only this system could be elimi- 
nated,” he says, “our costs would be so 


close that agents would have no trouble 
in renewing all eligible business, and in 
easily attracting new business. The di- 
rect writers could no longer attract bet- 
ter risks and would cease ‘siphoning 
off the cream.’ Then we could meet 














Valley Forge Life Formed 

Formation of the Valley Forge Life 
Insurance Co. by American Casualty 
Companies late last year was referred 
to by Harold Evans in his article as 
“our outstanding highlight of 1956,” 
Newest member of the group, Valley 
Forge Life will start off with paid-in capi- 
tal and surplus of $1,050,000, according 
to Mr. Evans, and is authorized to 
transact a complete life, A.&H. and 
annuity business. Already licensed in 
Pennsylvania, expansion to other states 
is planned. “While it will take some 
time to enter Valley Forge Life in all 
states,” says Mr. Evans, “it is our inten- 
tion to do so at the earliest opportu- 
nity.” 








them on our own terms and the vicious 
cycle would cease, 

“It has been truthfully said that any- 
thing which is being done in the same 
manner today as it was 15 years ago, 
can be improved. I certainly believe that 
this applies to our business of insur- 
ance. We are in a new era. And new 
merchandising, promotional and_ sales 
approach is now necessary in order to 
continue our good share of the busi- 


ness. 
Frequency and Severity Big Problem 


Discussing the automobile situation, 
Mr. Evans said that accident frequency 
and severity remain the industry’s big 
problems. He is certain that a more 
intense safety drive would have the 
effect of reducing accident frequency, 
and efforts in this direction can never 
be relaxed. He does not subscribe to the 
theory that accident frequency has per- 
haps been brought to an_ irreducible 
minimum for he considers the surface 
has barely been scratched in relation to 
safety measures and consequent en- 
forcement. “If we were to do nothing 
more than stringently enforce our pres- 
ent laws on a national scale, adopt a 
system of non-uniformed patrolmen with 
unmarked vehicles, impoundment legisla- 
tion and stricter treatment of reckless 
and intoxicated drivers,” Mr. Evans be- 


lieves that marked improvement would 
be reflected immediately. 
Such a program he maintains, would 


not only substantially save life and 
limb but would prevent the needless 
waste of hundreds of millions of dollars 
in property annually. 

Mr. Evans continues: “Another im- 
portant factor is this, It would be well 
for regulatory bodies to stop being so 
generous in forcing insurance companies 
(through assigned risk pools) to accept 
risks that have no right to enjoy -the 
privileges of our highways.” 

He points out that insurance compa- 
nies are professionais in determining the 
perilous drivers. “When a motorist. is 
refused insurance, not because of class, 
but because of individual history, it is 
pretty safe bet that his privilege to 
drive an automobile should be very care- 
fully scrutinized. : 

“While auto fatalities and injuries 
have reached an alarming and horrifying 
total, yet in relation to the number of 
vehicles registered, it is doubtful if we 
can expect much improvement in this 
phase until we modernize highways, elim- 


(Continued on Page 38) 





18 Independent Cos. in Calif. 
Adopt Bureau’s Auto Rate 


A recent survey of insurance compa- 
nies in California in respect to the re- 
cently increased automobile rates for 
that state indicates that 18 independent 
companies, as follows, will adhere strictly 
to the new National Bureau rates: 

Southwest General, Gulf, Pacific Em- 
ployers, Pacific Indemnity, Employers 
Casualty, Anchor Casualty, American 
Automobile, Ohio Casualty, United Pa- 
cific, Industrial Indemnity, Canadian 
Companies, National Automobile & Casu- 
alty, Employers’ Group, Fireman’s Fund, 
Pacific Automobile, Continental Casualty, 
Automobile Club of Southern California, 
Peerless and North America Companies 
under their merit rating plan. 

Companies that will follow bureau 
rates, with deviations noted, are: Finan- 
cial Indemnity (a few deviations and 
surcharges); Interstate Indemnity—ex- 
cept for Class 1A with 10% discount and 
some surcharges; Republic Indemnity 
(to use family policy and retain standard 
policy at 10% off); Balboa—bureau rates 
plus 70% for substandard risks; Found- 
ers—bureau rates except in package 
form; American Casualty and Merchants 
Indemnity—10% _ off; California Com- 
pensation and Fire—to continue its pre- 
ferred driver plan with 20% off for acci- 
dent free risks for three years and 10% 
for one year. 

Say ee of Seattle Group will deviate 
10% for B.I. and P.D. in northern Cali- 
fornia ‘but at full bureau rates in south- 
ern California for General Casualty. 
Safeco is reportedly 12% off for B.I. and 
P.D., 22% off for material damage. 

The cash and carry market appears to 
be stabilizing at 10% and 15% off, for 
Meritplan, Queen City, Atlantic, Asso- 
ciated Plan and West America. 





Hatfield To Retire May 31 


: 
From Mass. Rating Bureaus 
Roy FE, Hatfield of will retire 

May 31 as manager of Massachusetts 

Automobile Rating & Accident Preven- 

tion Bureaus, it has been announced by 

the governing committees of the two 
organizations 

Lawrence W. Scammon, present actu- 
ary, has become associate manager and 
will succeed Mr. Hatfield as manager 
of the two bureaus on June 1. Philip C 
Boody, now assistant of the compens:- 
tion bureau, becomes assistant manager 
of both bureaus on February 1. 

Mr. Hatfield spent nearly 40 years in 
insurance, most of that time in 
bureau work. He has served as 
secretary of the Massachusetts automo- 
bile assigned risk plan. 

With his retirement, Mr. Scammon, 
formerly administrator, becomes man- 
ager, and Mr. Boody becomes assistant 
manager of the assigned risk plan as 
well as assistant manager of the two 
bureaus. 


Soston, 


also 


Elect 1957 Officers 

The Casualty & Surety Managers As- 
sociation of Philadelphia has elected the 
following officers to serve in 1957: Presi- 
dent, John G. Harkins, resident vice 
president, U. S. Casualty; Ist vice presi- 
dent, W. Wallace Moorhead, resident 
vice president, New Amsterdam Casu- 


alty; 2nd vice president, James F. Levis, 
resident manager, Fidelity & Casualty, 
and as secretary-treasurer, Paul W. 


Davis, resident manager, Great American 
Indemnity. 


HEADS DETROIT CLAIM MGRS. 

Lowell C. Stellberger, attorney for 
Detroit branch of Standard Accident 
and affiliate, the Planet, has been elected 
president of the Detroit Casualty Insur 
ance Claim Managers Council for 1957. 
A past secretary of the Council, he is 
a member of the American Judicature 
Society and the Detroit and Michigan 
Bar Associations. 


rating ° 


Warns About Field 
Compounding Blasts 


“DO IT YOURSELF” EXPLOSIVES 


Ass’n of C. and S. Companies Sees Haz- 
ards by Careless and Inexperienced 
Amateur Compounders 

Explosives of the “Do-it-yourself” 
kind, compounded from easily obtainable 
materials, such as carbon black and 
fertilizer-grade amonium nitrate, are 
finding increz ising use in the field of 
blasting oper rations. This is revealed in 
a report on “Field Compounded Blasting 
Mediums,” which has been issued by 
Association of Casualty & Surety Com- 
panies 

The case with which such compounds 
can be made tends to obscure their 
hazardous qualities which may lead to 
carelessness in their preparation and use. 

Robert Hagopian, industrial safety di- 
rector of the association, said that re- 
search was begun after insurance com- 
pany fieldmen started reporting an 
increasing use of the techniques by per- 
sons not sufficiently experienced. 

“Most field - compounded _ blasting 
agents,” the report states, “consist of a 
mechanical blend of fertilizer-grade am- 
monium nitrate and a combustible mate- 
rial, which is usually a fine carbon black, 
with or without oil added. These mate- 
rials, in proper proportions, are placed 
in a mixer and mechanically blended. 
While most of these blasting agents are 
not cap-sensitive, they should be re- 
garded as explosives. 

“The lower cost of such compounds 
has resulted in their widespread use in 
place of such conventional explosives as 
dynamite or black powder. To avoid the 
expense of providing separate compound- 
ing facilities, some small-quantity users 
have been known to mix these blasting 
agents directly at the job site. This prac- 
tice could result in hazardous conditions 
that might endanger life and property.” 

To counteract these hazards, the asso- 
ciation’s research team lists steps to be 
taken in the transportation, storage, 
preparation and use of field compounded 
blasting agents. 

Mr. Hagopian said that the report 1s 
one of a continuing series of studies 
undertaken by the association’s special 
hazards engineering research subcom- 
mittee. Each of the studies deals with 
a particular source of industrial accidents 
and treats with causes of the mishaps 
and with methods of preventing them. 

He emphasized the fact that the spe- 
cial hazards reports are restricted to the 
association’s member companies, but said 
that those interested in information 
about a particularly hazardous process 
or operation can receive information and 
assistance by contracting their local capi- 
tal stock casualty insurance agent. 


Mutual Cos.’ UM Program 
Approved in Illinois 


The Mutual Insurance Rating Bureau 
on behalf of its members and subscribers 
has announced that the Uninsured Mo- 
torist Program has been approved effec- 
tive January 23 in Illinois. The program 
is now effective in 38 states. 

The new coverage is available to car 
owners in Illinois who have insurance 
under the family automobile policy. This 
coverage may be purchased at $10 per 
year in the Chicago and East St. Louis 
areas and $6 to $7 in suburban Chicago. 
The rates for the remainder of the state 
vary from $4 to $6 depending upon the 
territory. 

The limits of liability under this cov- 
erage are $20,000 for two or more per- 
sons injured in a single accident with a 
maximum of $10,000 per person, the 
same as those specified in the [Mlinois 
safety responsibility act. 

The provision in the uninsured motor 
ists endorsement regarding arbitration in 
the event of disagreement as to damages, 
has been amended for Illinois to provide 
for arbitration only if request is made 
by the insured. 
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Judge J. M. Callahan Recommends 
Improvements in N. Y. Comp. Act 


Moreland Commissioner, Judge Joseph 
M. Callahan, announced January 28 that 
he had submitted his report to Governor 
Harriman on costs, operations and pro- 
cedures under the workmen’s compensa- 
tion law of New York State. Appointed 
on June 30, 1955, Judge Callahan and his 
staff have devoted the past 18 months 
to investigating the high costs of work- 
men’s compensation with a view to de- 
termining how costs might be reduced 
without lowering benefits to injured 
workers 

The 142-page report 
recommendations for 
present procedures. 
if they are adopted, 
duced will substantially offset the in- 
creased cost of the rise in maximum 
weekly benefits from $36 to $45,” which 
Governor Harriman has recommended to 
the present session of the state legisla- 
ture. The report also strongly recom- 
mends the recodification of the work- 
men’s compensation law which was last 
revised in 1922 and has since grown into 
a “hodge-podge” through multiple 
amendments each year. 


Substantial Rate Reductions 


is replete with 
improvements in 
It emphasizes that 
“the savings pro- 


Judge Callahan pointed out that since 
the present investigation was instituted 
in 1953, three substantial reductions 
aggregating some $106,000,000, have cut 
the cost of workmen’s compensation in 
New York by about 30%. He emphasized 
that two of these reductions, resulting 
in net savings of more than $60,000,000, 
have taken place since Governor Harri- 
man took office. 

The investigation was twofold: (1) into 
the administration of the workmen’s 
compensation law to determine causes 
for high cost, and (2) an inquiry into 
the rate-making process to ascertain 
whether the basis on which insurance 
premiums are presently fixed was proper. 

The highlights of the report with re- 
spect to administration include: 

(1) The report points out the tendency 
to include as compensable disabilities 
and deaths due in large part to degenera- 
tive diseases. It suggests the possibility 
of shifting part of the cost burden to 


other insurance systems such as the 
Disability Benefits Law. As an alterna- 
tive, it is recommended that the term 


“accidental injury” as found in the law 
be more specifically defined. 

In connection with the study of de- 
generative disease cases, the Commission 
conducted a survey on the cardiac prob- 
blem by questionnaire addressed to 700 
leading medical specialists throughout 
the United States. The survey indicated 
that work did not produce heart disease, 
and that awards are being made in some 
cases where degenerative disease is the 
main, if not the sole, cause of the heart 
attack. 


For More Effective Rehabilitation 


(2) The urgent need for more effective 
work in the field of rehabilitation is 
emphasized. Of greatest importance is 
the development of procedures for the 
early referral of injured workers to spe- 
cialists who can determine whether re- 
habilitation is in order. 

(3) The report makes recommenda- 
tions for the elimination of red tape and 
waste motion in disposing of non-con- 
troverted cases by informal closing pro- 
cedures that would not require the 
attendance of the injured workman, and 
also for hearings at night in those cases 
which involve possible “schedule” awards 
to claimants who have returned to work. 
In addition, it recommends a reduction 
in the number of forms required to be 
filed with the board, especially by doc 
tors. 

(4) The Commission would also broad- 
en powers of courts in the review of 
cases to eliminate “exaggerated” claims. 

(5) Raising the requirements for the 
appointment of medical staff members 


and requiring them to keep constantly 
at pace with new developments in medi- 
cine by hospital affiliation and otherwise 
is also proposed. 


Would Abolish “Impartial Specialists” 


The present method of appointing so- 
called impartial specialists, who are “out- 
side” doctors called in to give expert 
opinion in cuetenler cases, would be 
abolished. Instead, a system of appoint- 
ing part-time specialists to the board 
staff would be inaugurated, with the 
requirement that such specialists take 
no outside fees in workmen’s compensa- 
tion or similar matters. These specialists 
would be appointed by the chairman of 
the Workmen’s Compensation Board 
from lists selected by the New York 
Academy of Medicine, State Medical 
Society and the deans of medical col- 
leges. Rehabilitation of injured work- 
men would also be greatly aided, in 
Judge Callahan’s opinion, by this system 


with early referral of cases in which 
such step is indicated. 

(6) A recommendation is made for 
raising the standards for the appoint- 
ment of referees giving them tenure of 
office and increasing the salary of their 
positions. 

(7) The report further recommends 
the separation of the administrative and 
judicial functions of the board, with 
review panels composed entirely of ex- 
perienced lawyers, including promoted 
referees. This would result in setting 
up review panels of members especially 
trained in workmen’s compensation law. 


More Strict Safety Supervision 


(8) Two safety proposals are included, 
first of which calls for strict supervision 
by the State Insurance Fund of its safety 

groups to eliminate practices which 
might lead to racketeering, and to elimi- 
nate the use of such groups by some 
insurance brokers merely to increase 
their income. In respect to the broader 
safety program, the report points out 
the insufficiency of the work being done 
by some insurance companies, especially 
in the small plants, and suggests meth- 
ods of consolidating the safety work in 
this area. 

(9) The report recommends the preser- 


vation of the right of free choice of 
physicians by the injured worker, but 
at the same time urges the tightening of 
supervision of treatment by the new 
board of specialists. Recommendations 
are also included for increased disci- 
plinary action with respect to excessive 
medical charges and over-treatment by 
a system of referring positive findings 
on such complaints to the appropriate 
grievance committees of the medical 
societies. “This recommendation,” Judge 
Callahan said, “is in keeping with our 
whole medical program which is directed 


toward securing better medical care and 
treatment for injured workmen. This, I 
believe, will reduce cost and aid our 
economy by restoring injured men to 


work more promptly.” 
Insurance Recommendations 


With respect to the rate making proc 
ess, the Commission determined that the 
making of rates should continue to be 
the responsibility of private insurance 
companies subject to review by the 
Superintendent of Insurance. It keyed 
its recommendations to the objective of 
securing rates which would not jeopard- 
ize the stability of insurance companies, 
but which might at the same time elimi- 


(Continued on Page 41) 





‘Let’s get down to business” 


says Broker Harold J. Levy (left) shown here with Alfred B. Lasker, Associate Manager 
of Prudential’s Fort Dearborn Agency in Chicago. 


“Business insurance, that is. If you’re like me, you'll 
certainly appreciate the help that Prudential’s 
Brokerage Service gives in planning and develop- 


ing business insurance cases. 


“T look for quality, reliability and speed in a Life 
And Prudential fills the bill on all three 
points. Their staff of expert Brokerage Managers, 


Agency. 





I want to know more 


NAME 


he topped. 


and the services they provide (their one day illus- 
tration and proposal service is terrific) just can’t 


“With their assistance I can offer complete insur- 


TO: BROKERAGE SERVICE « THE PRUDENTIAL, NEWARK 1, N. J. 


about Prudential’s BROKERAGE SERVICE and how it will make Lire sales easier for me. 


ance service to my clients. 
dollars in my pocket. Yet with all this wonderful 


And that puts more 


help, I still get the fu// commission.” 
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Alan Miller Praises 
New J ersey UJ Fund 


FILING PERIOD D IS” NOW 90 DAYS 


Bambrick Report on First 21 Months 
Experience; 2,375 Cases Assigned 
to Companies 


Claim and 


praised by 


New Jersey’s U: nsatished 
Judgment Fund Law 
Alan H. Miller, Hackensack, president 
§ New Jersey Association of Insurance 
Agents. Mr. Miller 


the 


Was 


reported at a special 
meeting of executive committee on 
Governor 
Meyner on January 2. It extends the 
ime requirement for filing from 30 days 
to SO days. ; 
“One of the soft Mr. Miller 
stated, “in the original law was the rela- 
tively inadequate period allowed for fil- 


the amendment signed by 


spots,” 


ing the notice of intention to make 
claim. We are glad to see the prompt 
modification of this weakness. With 90 


days for filing, our law provides a great 
deal more protection for insured drivers 
against the financially irresponsible mo- 
torists.” 


Mr. Miller quoted W. Lewis Bam- 
brick, manager of the UCJF Board in 
reporting on the experience of the first 


2,375 cases, in- 
assigned to 
investigation 


21 months. A total of 
volving 3,282 claims, were 
insurance companies for 


and defense. At the same time, 832 
cases, involving 1,118 claims, were closed 
—358 of these by settlement; 612 other 


claims were closed because the uninsured 
made adequate security deposits—or in- 
vestigation disclosed insurance on_ all 
vehicles involved in the respective acci- 
dents; 158 claims have been closed by 
payments of $157,430 from the fund. 


Sees Fund As Adequate 


\t December 1, 1956, there were 3,135 
open claims, with reserves totaling $3,- 
113,574. Presently claims are running 
about 350 each month, developing into 
about 200 claims against the Fund. 

“All too many people,” Mr. Miller 
continued, “overlook the important dif- 
ference in our New Jersey law: it pro- 
vides an indemnity fund almost exclu- 
sively at the expense of financially ir- 
responsible. The insured motorists have 
paid only $1 into this fund—and, by law, 


there will be no further assessments 
against them. For the 1957 licensing 
year, the uninsured motorists were as- 
sessed $8. 

“Tt is interesting to note that New 
York’s Governor Harriman has admitted 
that their compulsory insurance law is 
ins idequate—even before it has become 
effective. He is recommending legisla- 


tion to provide ‘complete protection’— 
through the establishment of a special 
indemnity fund. This is to cover victims 
of hit-and-run drivers, unauthorized 
drivers, uninsured out-of-state drivers— 
and other cases. 

“Here in New Jersey, this was con- 
sidered to be the crux of the entire mat- 


ter. Our Unsatisfied Claim and Judg- 
ment Fund Law was tailored to fit that 
need—and the figures show that it has 


done an excellent job.” 


Georgia Aimee Ins. Bill 


Representative Joseph C. Underwood 
of Georgia plans to introduce a bill mak- 


ing any lien on a car secondary to 
settlement of damages caused by the 
car. Its effect would be to force any 
person or firm who finances a car to 
“require the buyer to have liability in- 
surance, just as collision insurance is 


required.” 
“This will almost have 
as compulsory 


same effect 
Mr. Under- 


the 
insurance,” 


vood said. “It would result in a liability 
insurance for at least 80% or 90% of 
the cars. 


Insurance companies have strongly op 
posed oo rieng 4 automobile insurance 
and the Georgia Association of Insurance 
\gents, has urged its members to pre- 
sent its views on the subject to their 
legislators 





N. Y. AGENTS COMMEND NEW FPC 


President Ritter Tells Legislators Family 
Protection Cover Plugs Loopholes 
in Compulsory Law 

C. Fred Ritter of Middletown, presi- 
dent of the New York State Association 
of Insurance Agents, has mailed a mem- 
orandum on behalf of the association to 
all members of the New York State 
Legislature pointing out that with the 
broadening of the uninsured motorist 
coverage no further supplement to the 
compulsory automobile liability insurance 
law is needed. The memorandum indi- 
cates that the endorsement now known 
as the “Family Protection Coverage” 
plugs the loopholes in the compulsory 
automobile liability insurance law more 
effectively than could either an Unsatis- 
fied Judgment Fund or an Assigned 
Case Plan and by providing protection 
to New York families when in other 
states or in Canada goes much further 
than either of the alternative plans could 
possibly go. 

“Agents throughout New York State 
report practically 100% public acceptance 
of the present limited Uninsured Motor- 
ist Endorsement and accordingly, ex- 


pressed confidence that with the new 
broadened Family Protection Endorse- 
ment, at reduced rates, all motorists will 


take advantage of the benefits provided,” 
Mr. Ritter says. 

“The insurance companies should re- 
ceive merited commendation and praise 
for providing this coverage and at lower 


cost. We expect that a similar form of 
Family Protection coverage for families 
not owning automobiles will be made 


available soon.’ 


Jan. 15 Pidilic: Liability 
Seminar of N. Y. Buyers 


The fourth of a series of seminars 
sponsored by the New York chapter, 
American Society of Insurance Manage- 
ment, was held at the Hotel Statler, 
New York, January 15. The topic of 
the seminar was public liability. 

William J. Allen, manager, compensa- 
tion and liability department, ‘Commercial 
Union-Ocean Group, delivered a_ talk 
on “Terms and Conditions of the Lia- 
bility Policy.” An _ address _ entitled, 
“Principal Forms of Liability Coverages 
was given by Kenneth C. Hall, con- 
sultant, casualty insurance, General Elec- 
tric Co. Owen S. Nye, attorney at law, 
associated with Joseph D. Edwards, dis- 
cussed “Legal Aspects of the Liability 
Policy.” 

Members of the seminar committee 
were O. B. Cottle, American Brake Shoe 


Co., and R. A. Severin, Climax Molyb- 
denum Co. George A. Mearns, Sun- 
shine Biscuit Co., was committee chair- 


man and program coordinator. 

The schedule of future seminars to be 
sponsored by the New York chapter, 
ASIM, is as follows: Marine and inland 
marine, February 13; self-insurance, 
March 12; crime insurance, April 16; 
employes benefits, May 14, 1957. 


Kallop and Hill Given New 
Posts by National Council 


Roy Kallop has been promoted to 
assistant actuary by the National Coun- 
cil on Compensation Insurance. At the 
same time,.George Hill was advanced 
to comptroller. . 

Mr. Kallop joined the National Council 
in 1948 in the actuarial department. He 
is a graduate of Columbia University 
and a Fellow in the Casualty Actuarial 
Society. 

Mr. Hill, whose former title was cash- 
ier, has headed the accounting depart- 
ment since joining the National Council 
in 1942. He is a graduate of Pace College 
of New York. 


W. T. SINCLAIR, 68, DEAD 

W. Talbot Sinclair, 68, retired 
land, Ore., manager of United 
Fidelity & (Guaranty, died of a heart 
attack recently at the Arlington Club, 
Portland. He had been with the com- 


Port 
States 


pany for 40 years. 





Casualty Underwriters in 


Providence Form Association 


The Casualty Insurance Underwriters 


Association of Providence, R. I, was 
organized at a luncheon meeting held 
January 10 at the Crown Hotel, Provi- 


The following officers have been 
announced for the new _ association: 
President, Paul F. McLaughlin, Rhode 
Island Mutual; vice president, Wilbur J. 


dence. 


Messier, Springfield Fire & Marine, and 
secretz ry, John Tobin, Phoenix of Hart- 
tord. 


The following companies were repre- 
sented at the meeting: Aetna Casualty 


& Surety Co., American Employers, 
American Universal, Boston Insurance 
Co., Fidelity & Casualty, N. Y., Home 


Indemnity, Phoenix of Hartford, Provi- 
dence Washington, Rhode Island Mutual, 
Springfield Fire & Marine, Travelers and 
U.S. Fidelity & Guaranty. 


MAXWELL S. MARKEL TO RETIRE 
Pioneer in Truck and Bus Coverage; Has 
Been With Markel Service Since Late 
1930s; Succeeded by Matthew Brown 

Maxwell S. Markel will retire as resi- 
dent vice president of Markel Service, 
N. Y. today. The announcement was 
made by Irvin S. Markel, president of 
Markel Service, Inc., parent company of 
the underwriting organization. 

He will be succeeded by Matthew 
Brown, previously special field repre- 
sentative in the Atlanta office of Markel 
which acts as underwriters, claims agents 
and safety engineers for American Fidel- 
ity & Casualty, nationwide insurers of 
trucks and buses. 

Mr. Markel, who is a brother of 





the 


late Samuel A. Markel, founder of 
A F. & C. and Markel Service, joined 
the organization in the late 1930s after 


being in the automobile business for a 
number of years. With his brother, he 
pioneered in writing insurance coverages 
for the then infant truck and bus in- 
dustries, and along with him saw the 
highway transport business grow to the 
giant it is today. 

While always a staunch 
highway transportation, Mr. Markel also 
is interested in air power. He was one 
of the hardy breed of business executives 
who dared to fly from city to city in the 
old tri-motor transports. He expects to 
be around long enough to enjoy traveling 
by jet. 

Mr. Brown, who succeeds Mr. Markel, 
is a veteran of 20 years with the Markel 
organization. He joined the company 
after graduation from the University of 
Virginia and has served in key offices 
of the organization throughout the 
United States. 


Bowen and rr N — 


Bond Superintendents 


Promotions of Donald Bowen of Den- 
ver, Colo., and John A. Lamb of Mem- 
phis, Tenn., to bond superintendents in 
branch offices of the Hartford Accident 
& Indemnity Co., have been announced 
by Vice President William H. Wallace. 
At the same time, Mr. Wallace an- 
nounced the transfer of John DeMallie, 
bond superintendent at New Orleans, to 
Albany, N. Y. 

Mr. Bowen, who joined the company 
in 1947, will serve in his new position 
at the Denver office. First employed at 
the Kansas City branch, Mr. Bowen has 
been at Denver since November, 1951. 

Mr. Lamb, after nearly 20 years of 
experience in the fidelity and surety 
field, became a bond special agent for 
the Hartford Accident earlier this year 
at Memphis. He has completed four 
CPCU examinations. Mr. Lamb succeeds 
Mr. DeMallie at New Orleans. 

Mr. DeMallie, after serving in various 
capacities in the home office bond de 
partment and at Buffalo and Indianap- 
olis, became bond superintendent at New 
Orleans in September, 1955. He was 
graduated from the University of Ro- 
chester and received his master’s degree 
in business administration from the Uni- 
versity of Michigan. 


advocate of 





Evans on 1956 Results 


(Continued from Page 36) 


inate grade crossings, and city conges- 
tion. Actually, if the incidence of auto- 
mobile accidents were as great now as 
16 years ago, rates for insurance would 
be substantially higher. 


Claim Costs Will Remain High 


“Automobile property damage rates 
are about double what they were in 
1940,” Mr. Evans said. “Yet the average 
cost per claim has increased from $20 
in 1940 to $95 in 1956, or almost five- 
fold! 

“In the case of 
injury liability the average claim to- 
day costs $425, compared to $227 in 1940, 
or nearly double. Yet rates are up less 
than 30%!” 

Mr. Evans feels that nothing short 
of “uncontrolled inflation and another 
depression” could reduce claim costs, 
unless insureds can be made to realize 
that it is “in effect their own money 
they are giving away in awarding un- 
reasonable verdicts. A moral conscious- 
ness on the part of claimants would 
help a lot.” 

He then drew attention to an article 
which appeared in the January issue of 
Harper's Magazine. He referred to 
“Damage Suits: A Primrose Path to Im- 
morality,” by Morton M, Hunt. The 
article tells of a particular case where 
one Eugene V. Douvan allegedly filed 
a suit against New York City for 
$500,000 which figure was later raised 
to $650,000. In June, 1955, Mr. Douvan 
was made to pull over to the curb by a 
patrolman who told him he had crossed 


automobile _ bodily 


the white line when approaching the 
entrance to the Lincoln Tunnel. The 
patrolman, according to Mr. Douvan, 


took his driver’s licence and other in- 
formation for a half hour. This alleg- 
edly brought on a heart attack. For this 


Mr. Douvan asked $500,000 despite the 
fact that he admittedly already had a 
heart condition. Some months later he 


underwent surgery for his condition and 
shortly thereafter died. His lawyer then 
raised the claim to $650,000. 

In summation Mr. Evans believes that 
with the rate increases currently being 
made and others in the offing, compa- 
nies should show improvement in the 
closing quarter of 1957. However, he 
considers that unless for some unknown 
reason there is a reversal in present 
automobile insurance trends, it is doubt- 
ful that higher rates in the automobile 
lines would be of benefit this year. 

His opinion on compulsory auto legis- 
lation vs. the uninsured motorist cover- 


age is that the latter will do a much 
better job from the social aspect. “To 
the extent that agents continue their 


aggressive program to increase the per- 
centage of motorists covered by auto 
BJ. and P.D, on a voluntary basis and 
include the family protection policy, 
the desired objective will be more ne: irly 
attained on the good old American vol- 
untary basis and at a much lower rate,” 
he maintains. 


Syracuse C. & S. Club 
Instals New Officers 


The Casualty & Surety Club of Syra- 


cuse held its annual meeting and in- 
Stallation of officers January 14 at the 
local University Club. The following 


new officers were installed by the out- 
going president, David W. Templeton 
of the Aetna Casualty & Surety: 


ig resident—Baxter C. Brown, Fidelity 
& Deposit; first vice president—Floyd 
L. Holdridge, Loyalty Group; second 


vice president- 
Centennial; 


Matthew A. Donner, Jr., 
treasurer—-Walter D. Bate- 


man, Continental Casualty, and secre- 
tary--Gerald Heidler, Maryland Casu- 
alty. 

At the dinner scrolls were presented 


to past presidents, expressing members’ 
appreciation of work done by those 
officers. 
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St. John’s Law Medical Mike Wallace Interviews lowing that it would be necessary to N. Y. SENATE INS. COMMITTEE 


. e ye ‘ = raise premiums, was it not foolish to Walter J. Mahoney Senate Majority 
Jurisdiction Course Melvin Belli on I v Show “kill the goose” (meaning the insurance lez pevir has Pp mate the srarggecsn a 

a Melvin Belli, the widely known Los : ? : -o4. «ny members of Senate nsurance standing 

ARTHUR LYNCH TO CONDUCT IT Angeles plaintiff’s attorney and a promi- ies sqicnel oF Sa ces alata committee for 1957-58: Chairman, Sena- 





cae ee : 2 public won’t gripe.” tor Condon; Senators Erwin, Hughes, 

Well-Kibois ix Cieully” Catena’ anil nent member of NACCA, predicts a time Mr. Wallace raised doubts about the Mitchell, Rath, Wise, Hults, Peterson, 
Trial Field; Nature of pap $500,000 personal injury awards effect on insurance companies of in- Van Lare, McCullough, McEwen, Speno, 
Lectures will be commonplace.” He was inter- creased premiums and spiralling court rag ee eee 


viewed last week on television’s “Night- Ex-officio members are Sena- 
A new evening course on medical juris- peat” by Mik Wall ec n’s “Night awards, but Mr. Belli said that assets of _ tors Mahoney and Zaretzki. 
rae z ; ea y Mike Wallace on WABD Chan- large insurance companies “trebled and 
prudence is announced by St. John’s nel 5. Mr. Belli, author of “Ready for quadrupled in ten years.’ 
University, School of Law, Brooklyn, the Plaintiff” a best seller published in Mr. Wallace concluded the interview GATES MEMPHIS MGR. 





dean of which is Rev. Joseph T. Tinnelly. -_ said that in “99% of the instances by observing that Mr. Belli uses “all of American Mutual Liability has ap- 
the insurance companies pay. the torts florid techniques to make trage- pointed J. Jack Gates as branch sales 


Che course will be given under the direc The interviewer asked Mr. Belli, al- dy pay off.” manager of its Memphis office. 











We Take Pleasure In Announcing 
That Effective January 1, 1957 
HARTFORD ACCIDENT and INDEMNITY COMPANY 


Became A Subscriber To 





THE CASUALTY REINSURANCE ASSOCIATION 
OF AMERICA 





Matar Studio 
ARTHUR V. LYNCH 


tion of Arthur V. Lynch. The lecturers Q . 3 ) 


will include some of the outstanding 
men in the medical profession. The 
medical jurisprudence course will begin 


February 11 and run until May 20. AETNA INSURANCE COMPANY INDEMNITY INSURANCE CO. of NORTH AMERICA 
Career of Arthur Lynch 


Mr; Lynch is a graduate-of Fordham AGRICULTURAL INSURANCE COMPANY INSURANCE CO. OF NORTH AMERICA 
— persia st fohns li he AMERICAN EMPLOYERS' INSURANCE CO. INTER-OCEAN REINSURANCE CO. 
— Seg tetas sere soe THE AMERICAN INSURANCE COMPANY THE LONDON ASSURANCE, U. S. Branch 
and in 1934 joined the clai m de yartmen 
of Hardiond yeni merge Paaeaetiy: later AMERICAN SURETY CO. OF NEW YORK MASSACHUSETTS BONDING & INSURANCE CO. 
being made automobile claims superin- BOSTON INSURANCE COMPANY NATIONAL FIRE INSURANCE CO. of HARTFORD 


tendent in New York City, subsequently 


becoming attorney of record in_ the THE CAMDEN FIRE INSURANCE ASSOCIATION NATIONAL UNION INDEMNITY CO. 


3rooklyn office. Next he became a part- 


ner in Lawless, and Lynch, 70 Pine | @ONTINENTAL CASUALTY COMPANY NEW AMSTERDAM CASUALTY Co. 
= wi or = oi. + bela THE EMPLOYERS' FIRE INSURANCE CO. NEW ENGLAND INSURANCE COMPANY 
a who lectures ook y ~ollege as 
well as in St, John’s University. School | FIRE ASSOCIATION OF PHILADELPHIA THE PHOENIX INSURANCE COMPANY 
of Law, lives in Greenwood Lake, New 
York, where he is mayor. FOUNDERS' INSURANCE COMPANY PROVIDENCE WASHINGTON INSURANCE CO 
The lectures will include a glossary of > 
medical terms, general anatomy, cause GENERAL FIRE AND CASUALTY COMPANY THE REINSURANCE CORP. OF NEW YORK 
and aggravation of cancer, traumatic sur- 
gery, reading of X-rays, cause and effects GREAT AMERICAN INDEMNITY, COMPANY SAINT PAUL FIRE and MARINE INSURANCE CO. 


of neurological complaints, and method 
of using a medical library with privileges THE HANOVER FIRE INSURANCE COMPANY THE TRAVELERS INDEMNITY CO. 
accorded to the practicing lawyer. The 
lecturers will demonstrate the methods HARTFORD ACCIDENT and INDEMNITY CO. UNITED STATES CASUALTY CO. 
of preparing medical evidence, the direct 


and cross examinations of experts and UNITED STATES FIDELITY & GUARANTY CO. 


use of hypothetical questions. 


W. L. Read Cleveland Mgr. ee ee We 


Wilfred L. Read has been appointed 
manager of the Cleveland branch office 
of the Massachusetts Bonding. A native 
of Cleveland, he attended Ohio State 
University. He has spent 35 years in TY 
the auabenie budinest: eae as spe- THE TREA MANAGEMENT CORPORATION 
cial agent and advancing to the position 


of resident secretary of a large multiple Underwriting Manager 
line company. 
He is well known in Cleveland and NEW YORK 


Ohio territory, and served at various 
times as president of the Cleveland 
A. & H. Association and the Cleveland 
& Surety Club. 
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Industry Musters Strong Arguments 
Against Metcalf Committee’s Bills 


If Passed by N. Y. Legislature They Would Require Individual 
A. & H. Policies to Continue for Life; Industry Offers 


Alternative Approach to Problem of Insuring 
Elderly People 


New 


reduced 


A. & H. companies in 
York State, 
premium writings in both individual and 

A.&H. 
Legislative 
Insurance Plans, headed by 
tor George R, Metcal 
at the 1957 legislative 


strong 


writing 
faced with greatly 
proposals of the 
Committee on Health 
State Sena- 
f, should be passed 


Albany, 


defer the 


Group if the 


Joint 


session at 
effort to 
gislation for 


are making a 
} 7 


passage of the le another 


year for the good of both policyhold- 
ers and the industry. 


However, those who are spearheading 
this effort realize that there is no time 
to be lost as four bills embracing the 
Metcalf Committee’s objectives were 
introduced in both the state senate and 
assembly last week and have been re- 


insurance committee of 
Subcommittees of the Life 
Insurance Association of America and 
the Health Insurance Association of 
America have been meeting weekly since 


ferred to the 
both houses. 


the public hearing last November 28 
conducted by the Metcalf Committee. 
Donald D. Cody, New York Life, is 
chairman of the LIAA subcommittee 


C 
and Gerald S. Parker, Guardian Life, 


heads the HIAA activity. 

In addition, the steed York Insurance 
Department is making a careful study 
of the proposed legislation by direction 


of Superintendent Leffert Holz but the 
Department to date has not indicated 
its position. 


In Harmony With Metcalf’s Objectives 
.& H. 


30th the A and life groups have 
already advised Senator Metcalf of their 
complete harmony with his committee’s 
objective—how best to achieve the pro- 
vision of quality hospital, surgical and 
medicz al insurance coverage to the larg- 
est number of po in the older age 
group in New York State in the short- 
est practicable time through non-gov- 
ernmental mechanisms. However, they 








have likewise informed the senator after 
careful analysis of the proposals that 
they will not and cannot achieve the de- 
sired objectives. An industry spokesman 
this week advised The Eastern Under- 
writer: “We are meeting in good faith 
among ourselves and trying to develop 


alternative methods of approach to the 
Metcalf Committee’s objectives which 
would not be harmful to either policy- 


holde rs or ourselves. However, such 
meth@ds will not be ready in time for 
ae by this session of the 


legislature.’ 
Tax Incentive Approach 


What the industry has in mind as one 
alternative method is the tax incentive 
approach, a device often employed by 
Congress to achieve a socially desirable 
goal through us se 0 f non-governmental 
mechanisms. This could be accomplished 
by amending the New York State per- 
sonal income tax law to permit the 
deduction from gross taxable income of 
the entire annual premium paid for hos- 
pital, surgical or medical policies or the 
attributable portion thereof, if known, 
un- 


of policies of mixed benefits. It is 





derstood that this deduction has recent- 
ly been suggested in Canada as an aim 
of the pre gressive Conservatives. 
Another alternative would be to per- 
mit insurance companies to deduct cl 1ims 
for premiums in paying premium taxes, 
a procedure now being followed by the 
Blue Cross and Blue Shield plans. The 


life and A. & H. people have long felt 
that these taxes put an unfair burden 
on policyholders who are trying to 
provide for their old age health needs. 


Still another idea under consideration 
is to exempt insurance policies from all 
premium taxes if they measure up to 
specified requirements. For example, 
Group policies would be exempted if 
they continue adequate coverage on re- 
tired policyholders by conversions or 
under the original policy. And an ex- 
emption would apply under individual 
policies if they are continuable for life 
regardless of health of the insured. 


Opposition Is Understandable 


It is understandable why HIAA and 
LIAA are not in accord with the Met- 
calf Committee whose approach to the 
problem of insurance for the older age 
group is essentially negative. The bills 
introduced last week would (1) require 
individual hospital, medical and surgical 
policies to continue for life, thus out- 
lawing term insurance, and limiting sales 
henceforth only to non-cancellable and 
guaranteed renewable contracts; (2) 
would prohibit any change or restric- 
tion in benefits at advanced ages with- 
out the consent of the insured and to 
establish that companies writing such 
policies shall adjust rates on a class 
basis only (but not a class-according- 
to-attained age basis). 

3. In Group insurance all plans would 
be required to contain a new mandatory 
provision which grants a_ conversion 
right to all workers who may leave the 
employ of the policyholder for any rea- 
son; to outlaw medical underwriting of 
employes otherwise meeting the group 
criteria; to effect a statutory limitation 
on the premium which may be charged 
for individual insurance contracts issued 
pursuant to a conversion privilege. 

To vest dependents under a family 
contract with a right to continuation of 


the coverage for life upon payment of 
an individual premium therefor upon 
breakup of the family circle or upon 


reaching the maximum age for children. 


HIAA Argues for Continuance of Term 
Insurance in N. Y. 

In a 14-page analysis of the Metcalf 
Committe’s proposals Health Insurance 
Association of America minced no words 
in pointing to their deficiencies. Main- 
taining that term insurance should re- 
main available in New York State, HIAA 
argued: “Insurance contracts meeting 
the criteria of the Metcalf individual 
insurance bill are now available in New 
York and elsewhere. Legislation to pro- 
hibit the sale of any but this type of 
contract would not increase the amount 
of insurance on elderly peonle, but prob- 
ably would materially decrease the 

(Continued on Page 42) 















WANTED — A. & H. FIELDMAN IN NEW ENGLAND 


Well-known Casualty Company with modern individual and group Accident and Health 
program has attractive opening in New England territory for A. & H. Fieldman experienced 
in appointing new agents and developing production. 
Inquiries will be considered confidential. 
The Eastern Underwriter, 93 Nassau Street, New York 38, N. Y. 


rience and salary required. 






Please give full particulars of expe- 
Address Box 2487, 
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W. R. BEHM’S NEW POST 


Joins American Casualty as A. & H. Un- 
derwriting Manager in N. Y. Branch 
Office; His Background 


The appointment of Warren R. Behm 


as accident and health underwriting 
manager in American Casualty’s New 
York branch office effective February 


WARREN 


R. BEHM 


4, is James C. Kreher, 
resident vice president in charge. 

Mr. Behm comes to American 
alty from the Massachusetts 


announced by 


Casu- 
3onding’s 
New York office where he has been su- 
perintendent of A.&H. since March, 
1949 in charge of both underwriting and 
production. He began his career with 
the Loyalty Group and later served the 
Phoenix-London Group and _ United 
States Life. 

He is a member of the Accident & 
Health Club of New York, of which 
he has been educational vice president. 
He is secretary-treasurer of the Re- 
serve Officers’ Association, Elizabeth 
(N. J.) Chapter. 

Mr. Behm served in the 
Theater in World War II 


European 
as a captain 


in Field Artillery and is division artil- 
lery air officer in the reserve. He spends 
considerable of his spare time flying 


various light planes for his army train- 
ing, 


Union Mutual Life Writing 
Non-Can. in Puerto Rico 


Union Mutual Life of Portland is one 
of the first companies to offer non-can- 
cellable, guaranteed renewable disability 
protection to citizens of Puerto Rico, 
according to Alfred W. Perkins, vice 
president in charge of Group and A. & S. 
department. 

Union Mutual’s non-can_ coverages 
have been approved by the Puerto Rico 
Insurance Department and the com- 
pany’s Puerto Rico agency in San Juan, 
managed by William L. Pope, will begin 
field underwriting immediately. 


VIRGINIA A. & S. MEETING 
The Virginia Association of Accident 
& Health Underwriters at its recent 
meeting at Hotel Raleigh, Richmond. 
heard a timelv talk by Philin Ford, field 
assistant in the A.&S. division of At- 
lantic Life. 


1957 A. & H. Outlook as 
Seen by John P. Hanna 


FORMIDABLE PROBLEMS AHEAD 


Progress Depends Upon Reasonable Leg- 
islative Ground Rules Intelligently 
Enforced 


John P. Hanna, general counsel, Health 
Insurance Association of America, in 
discussing the “Accident and Health 
Outlook for 1957,” at the recent business 
forecast luncheon of the Union League 
Club, Chicago, declared that: “The con- 
tinued progress of A. & H. insurance de- 
pends upon reasonable legis ative ground 
rules, intelligently enforced in conjunc- 
tion with enlightened self regulation. It 
also depends upon freedom from restric- 
tive laws which would discourage or pro- 
hibit new ideas, experimentation § or 
vigorous competition in providing essen- 
tial social and economic services of 
health insurance.” 

Although he felt that the 1957 outlook 
for A.& H. was “amazing,” Mr, Hanna 
qualified that favorable prediction only 
by saying “that the problems facing the 


industry during this year are more 
formidable than any we have faced be- 
fore.” 


He continued: “The quality of health 
insurance is keeping pace with the quan- 
tity. Broad benefits with few restric- 
tions or limitations are available for 
those who desire them. Less than two 
years ago 75 companies were selling 
major medical coverage. Now there are 
twice that number. Coverage is being 
extended to more people by the writing 
of impaired risks, by covering older 
ages, by developing coverage for the 
rural population and by the writing of 
smal] Groups. More companies are writ- 
ing guaranteed renewable adjustable 
premium policies. Better policies, better 
coverage and better underwriting inevi- 
tably result in better claim service and 
satisfaction.” 

Despite this remarkable progress, Mr 
Hanna pointed out that there are still 
those, “both in and out of government,” 
who contend that voluntary insurance 
is not adequate, and who advocate gov- 


ernment entry into the accident and 
health business whether by socialized 
medicine, social security, compulsory 


cash_ sickness, subsidy or 


pee means, 
Cites FTC Cases Coming Up 


The speaker also stressed: “Even the 
present Administration in Washington 
is exhorting the industry to extend and 
expand voluntary coverages and_ is 
searching for a legislative means to en- 
courage such extension and expansion. 

“The industry,” continued Mr. Hanna, 
“through keen and fair competition and 
a willingness to experiment in order to 
satisfy the needs of the public, is fast 
providing a convincing record of ac- 
complishment. It is building this record 
without the so-called aid of government 
intervention or subsidy. I am _ hopeful 
that the industry will be increasingly 
successful in apprising the legislators 
and the public of its accomplishments.” 

Mr. Hanna then warned of the juris- 
dictional threat of the Federal Trade 
Commission and said: “All insurance 
people are vitally interested in two acci- 
dent and health cases presently on ap- 
peal to the Federal courts in the Fifth 
and Sixth Circuits. The American Hos- 
pital & Life case is set for argument on 
January 29 in New Orleans and the Na- 
tional Casualtv case can be expected to 
be heard in Cincinnati within the fol- 
lowing month or two.’ 

“The FTC decision upholding Federal 
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Chicago Co. Pioneers in Old 
Age Medical Care Benefits 


Bell . Gossett Co., Morton Grove, 
Ill., manufacturers, has introduced a 
fully insured solution to the problem 


of adequate prepaid medical care for 
retired employes. 

Their plan was developed in coopera- 
tion with Group insurance actuaries of 
Continental Assurance Co. with A. J. 
Keating & Associates of Chicago as con- 
sultants. The coverage in the form a 
single premium contracts, effective on 
the retirement dates of the employes, 
insures both employes and their wives 
as long as they shall live. 

Bell & Gossett will pay the entire cost 
of coverage for both the employe and 
his wife for those retiring with at least 
20 years’ service and a substantial por- 
tion of the cost for these employes with 
less than 20 years’ service. The firm has 
a profit sharing plan through which the 
employe will have funds available to pay 
part of the cost if he elects to be 
covered under the share-cost provision. 

Normal retirement date is age 65, 
although employes able to pass a physi- 
cal at that age can continue to manda- 
tory retirement age 68. Provision is 
also made for employes retired early 
due to phyhical disability. 

The hospita: benefit is 31 days at $14 
a day for room and board, plus $210 
maximum for miscellaneous hospital 
charges. The surgical benefits range 
from $5 to $300 depending on nature 
of the operation. Confinements due to 
the same or related causes, if separated 
by one year, are treated as new claims, 
otherwise as a continuance of the pre- 
vious confinement. Six months’ separa- 
tion establishes subsequent surgery for 
the same cause as a new claim. 

Single premium rates and the cover- 
age as initially set by Continental As- 
surance have been guaranteed for three 


years from date of master contract. 
However, a_ single premium contract 
issued during that period cannot be 


altered or cancelled during lifetime of 
the retired “employe. 

“The success of this plan,” said Vice 
President Paul H. Rinker of Continen- 
tal Assurance, “will contribute toward 
the solution of one of our most chal- 
lenging of Group insurance problems. 
No one has wanted to cut loose once 
valued employes at a stage in life when 
need for protection sooner or later be- 
comes a virtua! certainty. Our object is 
to continue coverage of the same qual- 
ity normally made available during ac- 
tive years as a measure of the capacity 
of private enterprise.” 


Two DITC Courses 


The Milwaukee and Central Florida 
A. & H. Associations will run spring 
DITC courses. The Milwaukee course 
opened January 21, meeting at the train- 
ing school of Time Insurance Co. The 
Central Florida course starts February 
25 and will meet at the Fort Catlin 
Hotel, Orlando. Both courses will meet 
once a week for 13 weeks. 

The Milwaukee course is being con- 
ducted by Walter Jordens and Ernest 
Christian, Time Insurance, with Gerald 
Smith, Federal L. & C., as enrollment 
chairman. The Florida course instructor 
will be H. A. Holstein, Inter-Ocean, 
Orlando. 


PRESTON W. WRIGHT, 71, DEAD 

Preston W. Wright, manager of Mary- 
land Casualty’s printing department, and 
one of the oldest active employes in 
years of service, died on January 23 after 
an illness of several months. He was 71 
years old. 

When he came with the Maryland on 
March 1, 1904, Mr. Wright set up a 
print shop with only one small job press 
under the direction of John T. Stone, 
the company’s first president. 

When the Maryland moved into its 
present home office buildings on 40th 
Street, Baltimore, a large separate build- 
ing was constructed for the print shop. 
Under Mr. Wright’s guidance, the shop 
has been steadily expanded. 








T. E. GALLAGHER 


T. E. Gallagher, who has been with 
General Mills, Inc. of Minneapolis for 
13 years, is one of the best known 
authorities in the field of employe bene- 
fits administration. 

Since 1952 he has been the adminis- 
trator of General Mills’ hospital, medical, 
surgical, major medical, life insurance 
and pension plans. 

In 1956 he was appointed salary 
retaining responsibility for 


His latest recognition 


ad- 
ministrator, 
employe benefits. 
was to be elected president and chairman 
of the board of trustees for the Council 
on Employe Benefit Plans, a nation-wide 
organization. He is also a member of the 
Midwest Pension Conference. 


Ghent to Manage Monarch’s 
New Louisville Agency 


Monarch Life of Springfield has 
opened its 1957 expansion program with 
the establishment of a new general 
agency in Louisville, Ky. 

Charles L. Ghent, Jr., formerly super- 
visor of the Portland, Ore., agency, is 
the new general agent in charge. His 
territory will include eastern Kentucky 
and a portion of southern Indiana. 

Joining Monarch in 1954, after four 
years’ experience with other insurance 
companies, Mr. Ghent became an out- 
standing field underwriter. He qualified 
for his new post by taking the com- 
pany’s management training program. 
In 1956 he won the Monarch’s first an- 
nual Supervisor of the Year award. 

Agency Vice President Raymond L. 
Swanson has indicated that Monarch 
plans to set up several new agencies 
this year. The opening of the Louisville 
office is the first step toward that goal. 


Judge Callahan Reports 


(Continued from Page 37) 


nate those elements in the process that 
give rise to excessive premiums. 

The most important recommendations 
in this part of the report are as follows: 

(1) Use of a three-year instead of a 
five-year development factor, which has 
already been put into effect. 

(2) Revision in the profit allowance 
presently being made in the rates. 

(3) Relating the expense allowance 
more closely to actual expenses of the 
insurance companies in New York State. 

(4) The exclusion of the loss experi- 
ence of the State Insurance Fund in 
determining rates. 

(5) Sharpening the supervisory powers 
of the Superintendent of Insurance. 











LPRT Seeks Applications 
For New Post of President 


Applications for membership in the 
Leading Producers’ Round Table of the 
International A. & H. Association to- 
gether with questionnaires about pro- 
cedure in the election of a president, a 
newly created office, have been sent to 
all local A. & H. associations by Oakley 
3askin, Mutual of Omaha, Buffalo, 
LPRT chairman. Deadline for applica- 
tions for the LPRT award is May 1. 

The new office of president will be 
filled from among gold award winners 
of the previous year. He will preside at 
the LPRT breakfast held at the annual 
convention of the International and re- 
ceive a plaque at the convention banquet. 

The Baskin questionnaire calls for 
answers to three questions about pro- 
cedure affecting the president as follows: 
(1) Should the president be elected by a 
mail vote or at the convention? (2) If 
by mail, should a list of nominees be 
received first and then sent to LPRT 
members for final ballot, or should the 
election be on the basis of the number 
of nominations received for each quali- 
fied nominee ? 

(3) Should there be rules about suc- 
cession or about the president being 
from the same company two years in a 


Baskin’s ‘bulletin to state and 
local presidents points out that the three 
levels of LPRT award make it possible 
for many IAAHU members to qualify 
while still giving recognition to the large 
producer. 


Travelers Field Changes 

Seven field changes in casualty, fidel- 
ity-surety and fire-marine lines have 
been announced by the Travelers In- 
demnity, 

Three field supervisors have been ap- 
pointed. They are Raymond J. Gabel, 
fidelity and surety, unassigned; John 
R. Baumes, fire and marine, at Cleve- 
land; John K. Wilks, fidelity and surety, 
Hartford; George Haegele, casualty, 
fidelity and surety, Camden, N. J.; John 
P. Jones, Jr., fire and marine, Syracuse, 


N. Y. 

Three field supervisors have been 
transferred. They are John S. Cizek, 
casualty, fidelity and surety, from Phila- 
delphia, Pa. to Miami, Fla.; Frank H. 
Miltner, fire and marine, from John 
Street, New York City to Camden, 
N. J., and Richard V. Bertrand, fire 


and marine, from Newark, N. J. to the 
John Street office, New York City. 

The headquarters of Frederick T. 
Verny, assistant manager, casualty, fidel- 
ity and surety, and fire and marine, has 
been changed from New Orleans to 
Jackson. 


42 Grants by Allstate to 


Train Teachers in Driving 


Allstate Foundation grants to train 


high school driver education teachers 
will go to 42 colleges and universities 
this year. This is the largest number 


since the program started in 1953, Cal- 
vin Fentress, Jr., president of Allstate, 
has stated. The grants will total more 
than $100,000. 

The addition of nine schools to the 
1956 total of 33 also will mean an all 
time high for young drivers receiving 
instruction from teachers ‘helped by the 
Allstate Foundation. Last year, this fig- 
ure reached more than 60,000 which rep- 
resented an increase of 15,000 students 
over the 1955 school year. 

Since 1953, college courses aided by the 
Allstate Foundation have produced more 
than 4,000 teachers who have instructed 
upwards of 465,000 high school students 
in the proper skills and attitudes of safe 
driving. Of the 4,000 teachers, 2,717 re- 
ceived these scholarships to attend the 
courses. 

To meet the heavy demand for driver 
education teachers, college courses are 
conducted during the summer terms in 
preparation for the regular school year. 
About 80% of the teachers start instruc- 
tion in the ensuing school year, Mr. 
Fentress pointed out. 


FTC ACTS IN AM. HOSPITAL CASE 
Asks New Orleans Court to Uphold 
Cease and Desist Order; Also Attacks 
Amicus Curiae Briefs 
Taking a stand identical with that 
embodied in its recent brief to the Sixth 
Circuit Court in the National Casualty 
case, the Federal Trade Commission has 
again asserted jurisdiction over A.&H 
insurance advertising in urging the Fifth 
Circuit Court in New Orleans to uphold 
its cease and desist order against Amer- 

ican Hospital & Life of San Antonio. 


But this time the FTC has attacked 
not only the company’s appeal in its 
brief to the court, but also the numer- 


ous supporting briefs submitted as ami- 
cus curiae petitions by leading industry 
groups and several state attorneys gen- 
eral. 

The FTC did not differentiate between 
the licensing status and the advertising 
methods of the two companies in argu- 
ing its jurisdictional position as evident 
by virtue of the language, iegislative 


history and controlling court decisions 
involved in the McCarran Act 
As for the advertising itself, the Com- 


mission’s stand hz ad also been well blue 
printed in the earlier brief. Special em- 
phasis was given to precedent to show 
that actual deception need not be shown, 
and to the criteria under which, the 
brief claimed, that FTC rulings as to 
the meaning of advertising and their 
tendency to deceive, unless shown to 
be arbitrary and clearly wrong, must be 
accepted by the courts as “findings of 
fact. 


Texas Governor Suggests 4 


Steps For Ins. Legislation 


Four steps to tighten state legislation 


of insurance were urged by Texas’ Gov- 
ernor Price Daniel in his first formal 
message to the 1957 legislature. He com- 


mented on the “great improvement’ 
made but added that the job “is not 
finished.” 

Specifically the Governor recom- 


mended that “either the Board of In- 
surance Commissioners should be re 
organized or its present operations im 
proved and strengthened for the protec- 
tion not only of this, one of the 
greatest industries, but for the protection 
of stockholders and the investing public. 
There should be strict regulation of all 
corporations endowed with the public 
interest, especially insurance, securities, 
loan, and investment companies.” 

His other recommendations included 
the three proposals released last thes 9 
ber by the Texas Legislative Council < 
follows: Appropriation of funds to em- 
ploy sufficient examiners; strengthening 
of penal statutes in relation to fraudu- 
lent practices in insurance and securities, 


states 


and the repeal of the law permitting 
operation of a joint trust, surety and 
fire company. 

Governor Daniel also urged an in- 


crease in maximum benefits under the 
Texas workmen’s compensation law in 
order to bring the state more into line 
with similar benefits in other states. 


State Farm Using Outdoor 
Poster Advertising in N. J. 


The State Farm Mutual of Blooming- 
ton, Ill., which began writing business 
in New Jersey about a year ago, has 
been successful in using outdoor poster 
advertising in that state. The poster 
program is now being extended to a 12- 
month basis state-wide. Duane Paul is 
New Jersey state director of the com- 
pany. 


STANDARD SAFETY CARDS 

Standard Accident and its affiliate, the 
Planet, have prepared a series of month- 
ly safety cards to be distributed to fleet 
risks for display on dashboards of risk 
owned trucks. 

Each card contains a ibd suggestion 
appropriate to the month of publication 
accompanied by a pean eciod illustration of 
the message. 
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amount of insurance on young people 


in their working years. * * * 
“The one year term nature of most 
A. & H. contracts is in large measure a 


reflection of public desire. Non-can- 
cellable A. & H. policies have been con- 
tinuously available from many fine com- 
panies in New York State since the 
introduction of this type of contract 
in 1907. Most of the companies doing 
so sold non-can. coverage exclusively. 
The very recent interest in non-can- 
cellable insurance has in the last few 
years brought many other companies 
into the A. & H. business on a non-can. 
basis or occasioned the addition of eds 
contracts to their portfolio. This trend 
is continuing—67 companies were writ- 
non-can. in 1950; 98 companies in 


ing 
1954, and by 1955 a total of 107 compa- 
nies were actively engaged in this field. 
However, despite this sizable increase 
the latest figures indicate that 87% of 
all the non-group policies purchased 
are still one year term-renewable con- 
tracts. 

“Non-cancellable hospital, surgical and 


medical insurance for a even up to 
life has been available in New York 
since January, 1955. Competitive trends 
indicate increasing availability. The 
islative proposal before the committee 
would add nothing new but the element 
of compulsion. It is a negative approach 
which would deny the New Yorkers 
freedom of choice. For those to whom 
non-can. insurance is not the answer it 
would provide no alternative.” 


Not Aimed at Insuring Elderly People 


leg 
iee- 








It was further argued by HIAA that 
the Metcalf bills not aimed at se- 
curing insurance for those presently in 
the elderly category. “They could only 
assist persons now in the productive 
and transitional stages to carry their 
protection with them into retirement. 
These people will be more and more 
able to do so each year anyway. This 
is an inevitable growth area for addi- 
tional voluntary insurance. 

“Our member companies and others 


are extending their upper-age limits in 
hospital, surgical and medical insurance 
as rapidly as underwriting experience 
and a decent regard for their policy- 
holder-obligations will permit. An in- 
dustry survey in December, 1955, on 
individual and family hospital expense 
insurance showed that of a sample 186 
companies 106 will now issue policies 
to over-age risks (i.e. persons 61 years 
of age or older). The average maximum 
issue age of the companies surveyed 
was 67 years. Two of these companies 
are now writing new risks through age 
85 and 11 companies set no age limit 
on new risks. Half the companies sur- 
veyed placed no age limit on renewal of 
hospital insurance policies already in 
force. The remainder showed an aver- 
age maximum renewal age of 70. Com- 
petition has stimulated this trend and 
can be relied on to continue it,” HIAA 
emphasized. 





Mandatory Inclusion of Conversion 
Privilege 

the mandatory inclusion of a 
conversion privilege in Group policies, 
the HIAA labeled it as “a most obvi- 
us interference with the collective bar- 
gaining process” and said: “The working 
man would not be free to contract for 
what he believes to be in his best inter- 
est. This would have serious conse- 
quences as well for insurance companies 

An outright requirement for a conver 
sion privilege in insured plans could 
force negotiators who did not want it to 
self-insure. 

“Self-insurance, so-called, is 
surance at all. It is the 
the insurance mechanism 
money is administered by persons who 
need not issue policies or certificates; 
make the same accountings or other- 
wise meet the standards required of 
insurance companies. Self-insurance, 
called, 


mium taxes. 


As to 


not in- 
bv-passing of 
The available 


So- 


also avoids the payment of pre- 
A legislative inducement to 





Industry Opposes Metcalf Health Ins. Bill 
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more self-insurance can have noticeable 
fiscal consequences in an industrial state 
such as New York. A recent opinion by 
the Attorney General of the State of 
New York (letter of November 21, 1956, 
from J, K. Javits to Superintendent of 
Insurance Leffert Holz) has further high- 
lighted the appeal of self-insurance to 
many large groups. Since self-insurers 
will not be affected by the Metcalf pro- 
posal we think it should be seriously 
reconsidered.” 


Invades Area of Pension Problems 


HIAA then called to Senator Met- 
calf’s attention that the mandatory con- 
concept is more than a pure 
insurance—it invades the 
“This and the 


version 
extension of 
area of pension problems. 
prohibition against medical underwrit- 
ing in Group insurance will aggravate 
the job problems of older unemployed 
workers and the handicapped,” HIAA 
argued. 

The third obvious deleterious effect of 


the Metcalf Group insurance bill, in 
HIAA’s opinion, will be inhibition on 
the extension of coverage on a Group 


basis to small employers. It was pointed 
out: “Not all Group contracts are com- 
pelled by collective bargaining. Particu- 


larly is this so in the area of the small 
Group. The insurance companies in New 


York State have been developing and 
implementing plans and sales approaches 
to employers in the small business cate- 
gory. These groups are often too small 
to be self-sustaining at reasonable rates 


with the inclusion of all of their poor 
risks and older workers. Especially is 
this so if the insurance carriers are not 


permitted to guard against persons who 
may be in the group primarily for insur- 
ance purposes. The result will be a 
deceleration in the extension of volun- 
tary coverage in this area.” 
Probable Boomerang of Individual 
Ins. Bill 


HIAA then pointed to the probable 
boomerang of the Metcalf individual 
insurance bill by emphasizing: “This bill 


would make all hospital, surgical and 
medical insurance issued in New York 
State on and after its effective date 


(January i, 1958) guaranteed renewable 
and non-cancellable for life. This ex- 
treme proposal should be analyzed in 
the light of the effect of the enactment 
last year in another state (North Caro- 
lina) of a statute which compelled only a 
maximum of two years non- cancel lia- 
bility. Of 98 major writers in that state, 
10 companies (which wrote 14% of the 
premium volume) ceased writing all term 
coverages as of January 1, 1956. An 
additional 33 companies (writing 32% 


of the premium volume) ceased writing 
the more liberal or experimental of their 
term coverages. 


“Two-thirds of the companies which 
continued writing some of the contracts 
affected by the new law appreciably 
increased the premium rates for the 
policy, decreased or restricted its bene- 
fits, or both increased rates and de- 
creased benefits. Also 45 companies 
are now applying more stringent under- 


writing standards in the selection of 
risks in that area (including a reduc- 
tion in the maximum age limit by at 
least eight companies); 42 have esti- 
mated a decrease in the number of in- 
sureds they expected to cover in that 
state this year; and 61 indicate that the 
law will cause them to withhold the 


introduction of new or experimental 
coverages or practices by their company 
in the state. These companies are for 
the most part large national writers 
including most of our -domestic New 
York companies. 

“No offset to these reductions has 
been accomplished in the non-cancellable 
field. Only one sma!l writer was directly 
induced by this law to adopt a wholly 
non-cancellable and guaranteed renew- 
able approach. If as a result of such 
legislation on a more extreme plane in 
New York the better insurance company 








1957 SALES AWARD PROGRAM 


Eastern Casualty “of N. N. Y. Sets Up Re- 
quirements for New President’s 
Club; van Marle Gives Details 

Eastern Casualty, Tarrytown, N. Y., 
has just announced a _ comprehensive 
series of awards for sales leadership dur- 
ing 1957 by personal producers and agen- 
cies. At the same time, President Wil- 
lem van Marle gave requirements for 
qualification in the new President’s Club, 
which started on January 1, and runs 
through the end of 1957. 

For the first time in company history, 
the home office is putting up for com- 
petition four groups of plaques for sales 
leadership during a one-year period. Per- 
sonal producers with the company prior 
to the start of 1957 will compete in one 
division, with new agents, those licensed 
during 1957, competing in a separate di- 
vision for plaque awards of their own. 

ne group of agency awards is for 
total 1957 production, with all types of 
business included. The second series of 
agency awards is based on agency pro- 
duction exclusive of group and associa- 
tion group business. 

All awards will be presented at a com- 
pany-sponsored dinner scheduled for 
early 1958. At that time President van 
Marle will also present the new gold and 
blue President’s Club lapel button to all 
fieldmen who qualified for the club. 


David Top Award Winner 


3erje David, White Plains, N. Y. agent 
of the Hearthstone of Boston, was the 
top national award winner in a recent 
sales contest of the four companies in 
the Combined Group, headed by W. 
Clement Stone of Chicago. 

As his award Mr. David elected to 
take shares of stock in the Combined 
Insurance Co. He was also honored at 
an all-company party in Boston, and was 
given the title “honorary president” of 
Hearthstone. 





contracts are driven off the ‘gap’ situa- 
tion will be worsened radically. This will 
be especially true in the rural and non- 
group areas which are served almost 
exclusively by the commercial insur- 
ance carriers.” 

Past and Present Growth Encouraging 


In summing up the HIAA demon- 
strated graphically to Senator Metcalf 
the phenomenal growth of hospital, sur- 
gical and medical coverage in the last 
decade and a half. “There is as yet no 
indication of a leveling off; the rate 
of growth continues to be many times 
that of the population generally. It. is 
not possible for us to visualize a situa- 
tion long continuing in which the work- 
ing population generally will have cover- 


age while employed but lose it on 
retirement. It would be most unfortu- 
nate if because of a lack of apnrecia- 
tion for the gains already made the 
trend should be reversed in New York.” 

TIAA’s firm conclusion is that the 
present prospect of achieving the ob- 


jectives of the Metcalf Committee with- 
out compulsion is good. In this connec- 
tion it was brought out that continuation 
of coverage on retired workers and their 
dependents is being extended at a rapid 
pace. It was revealed: 

“A recent comparison* of the status 
of retired workers—January, 1953 and 
December, 1956—shows that 25 of 106 
companies (24%) provided for continu- 
ance of coverage at retirement in 1953, 
but 62 of 129 comnanies (489 %) did so 
in 1956. A 100% increase in just four 
years is worthy of note. Here as in the 
other areas we feel that too little atten- 
tion has been given to the flexibility of 
insurance companies in adapting them- 
selves rapidly to public need and desire.” 

*“Trend_in Medical Care Benefits 
to Active Employes and at Retirement, 
Group Insurance Plans, January, 1953, 
cember, 1956,” a survey conducted by the re- 
search and information division of the Health 
Insurance Association of America, among eight 
insurance companies which write 60% of the 
Group A. & H. insurance in the United States. 

e survey embraced 160 Group —_— plans 
insured by those companies in 1956 


Provided 
Through 
to De- 






FOR PAYROLL DEDUCTION PLAN 
This Would Be Feasible for Health In- 


surance Program Covering Federal 
Employes, GAO Reports 

A payroll deduction plan for a basic 
program of health insurance to cover 
Federal employes would be feasible, ac- 
cording to a study conducted by the 
General Accounting Office, Washington, 
D.C. 

GAO was requested to look into the 
feasibility and cost estimates of such a 
program by the House Post Office and 
Civil Service Committee, which last year 
held hearings on the Administration 
proposal for free major medical coverage 
to be paid for by the Government out of 
Group life insurance surplus funds. 

Blue Cross, Blue Shield and some em- 
ploye organizations urged enactment 
instead of a basic program, paid for by 
Government and employe contributions, 


the latter to be deducted from pay- 
checks. 
The General Accounting Office advises 


that since all prospective insurers had 
agreed that central clearing-house ar- 
rangements for collection of premiums 
and handling of policies could be worked 


out, and not more than five would he 
needed, there were no insurmountz ible 
cost problems standing in the way of 


adoption of a basic system. 

GAO also reported that a survey of 
key Government agencies showed that 
the initial cost of installation or con- 
version from the present svstem of indi- 
vidual policies handled by “group collec- 
tors” would range from 11 cents to $3 
per employe, but the continuing costs of 
administering a payroll deduction plan 
generally would be less than the costs of 
the present operation. Nor would it be 
necessary, except in the case of the 
Post Office Department, to request spe- 
cial appropriations for the administra- 
tion of such a system, the report con- 
cluded. 


KANSAS CITY APPOINTMENT 


Harold S. Bump of Kansas City, Mo., 
has just been appointed general agent 


for North American Accident of Chi- 
cago. For 16 months Mr. Bump _ has 
been that companv’s renresentative in 


that territory, handling life, accident and 
sickness, surgery and hospital insurance. 
His offices are located in the Board of 
Trade Building, Kansas City. 


Hanna on 1957 Outlook 


(Continued from Page 40) 


jurisdiction is a direct challenge to the 
authority of the states to regulate the 
business of insurance under Law 15. The 
Health Insurance Association has filed 
amicus curiae briefs in both of these 
cases.” 

Regardless of future legal or regula- 
tory developments, Mr. Hanna believes 
that accident and health advertising gen- 
erally is conducted on a most accurate 
and ethical plane. “No company wants 
to have its advertising criticized, whether 
by its trade association, its competitors, 
state insurance commissioners of the 
Federal Trade Commission,” he said. 

“Without deciding whether advertising 
used in 1953 and before was or was not 
misleading, I believe advertising today 


is generally completely above any pos- 
sible criticism. 
In closing Mr. Hanna said: “All but 


three of the state legislatures will be in 
session this spring. Unfortunately, we 
can look forward to the introduction of 
a number of bills which would not be 
either in the public interest or helpful 
to the accident and health insurance 
industry. IT am confident that such legis- 
lation will not be enacted if the industry 
can effectively explain to the various 
legislative committees the accomplish- 
ments, objectives and problems of insur- 
ance comnanies. It is reassuring to have 
an excellent record of service to the 
public on which to rely. Such a record 
is of little help unless companies and 
their trade associations can effectively 
explain it to their legislative repre- 
sentatives.” 
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FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


ORGANIZED 1855 


* 





GIRARD INSURANCE COMPANY OF PHILADELPHIA, PA. d 


ORGANIZED 1883 


* 


NATIONAL-BEN FRANKLIN INSURANCE COMPANY OF PITTSBURGH, PA. 


ORGANIZED 1866 


wv 


MILWAUKEE INSURANCE COMPANY OF MILWAUKEE, WIS 


3 ORGANIZED 1852 


ROYAL GENERAL INSURANCE COMPANY OF CANADA 


ORGANIZED 1906 


w 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


ORGANIZED 1874 


w 


COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J. 


ORGANIZED 1909 


vw 























YALTY GROU 


Home Office: TEN PARK PLACE, NEWARK 1, NEW JERSEY 
Western Department: 120 South La Salle Street, Chicago 3, II] 
Pacific Department: 220 Bush Street, San Francisco 6, Calif 
Southwestern Department. 912 Commerce St, Dallas 2, Tex 


Canadian Departments. 800 Bay Street, Toronto 2, Ontario 
535 Homer Street, Vancouver 3, B.C 





Foreign Departments: 102 Maiden Lane, New York 5, New York 
206 Sansome St , San Francisco 4, Calif 


















































ILLUSTRATION FROM THE TRAVELERS RECORD, 1870 


Broken axle! Faulty harness! 
Runaway horse! All plausible ex- 
planations for carriage accidents so 
common in the last century. 


Whether accidents occurred yester- 
day or today, they have this in 
common—they can often be ex- 
plained but seldom foreseen. And 
because accidents strike suddenly 
and can be expensive it’s important 
to have accident insurance. 


The Travelers was the first to 
offer this vital form of protection in 


AVELERS 


INSURANCE COMPANY, HARTFORD 15, CONN. 


Today the Travelers offers a wide 
variety of up-to-date contracts, 
serving communities throughout 
the United States, Canada, Puerto 
Rico, and Hawaii. 


See the nearest Travelers Man- 
ager or General Agent about the 
Modern Travelers Accident con- 
tracts. He’ll be happy to give you 
full details plus sales-building pro- 
motional material. 


FAMILY IND 
en Eke 


CRISIS ON THE TURNPIKE 


America issuing the first acci- 
dent policy in 1864. 
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